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at TENSES 


Extended Coverage 
Endorsement Ready 
Soon In N. Y. State 


Form, Rates and Rules to Be 
Filed in Few Days With 
Insurance Department 


COVERAGE IS BROADENED 


No Increase in Rates Made In 
Middle Dep’t Although Smoke 
Damage Is Included 


mtn 








\pproved .early this month by the 
Middle Department Rating Association, 
the new extended coverage endorsement, 
heretofore known as the supplemental 
contract, will shortly be made available 
also for use in New York State. Rates 
and rules are now being prepared and 
will probably be filed for approval with 
the New York Insurance Department 
next week. It is expected that the New 
York Fire Insurance Rating Organiza- 
tion will sanction use of the new form 
following the meeting of the New York 
Fire Insurance Exchange on February 9. 
Agents are awaiting this new endorse- 
ment with considerable eagerness be- 
cause they believe that the improve- 
ments will be attractive to many fire 
policyholders not now carrying supple- 
The new contract is 
already in general use throughout the 
West. It is expected that New England 
will approve it shortly. 
Protection More Liberal 

The old additional hazard coverage 
was a separate supplemental contract, 
but for simplification the new form has 
been changed to an indorsement extend- 
ing the fire policy to cover loss by the 
listed perils. Coverage is widened con- 
siderably and the list of ineligible classes 
is being shortened materially. This has 
already been done so in the Middle De- 
partment. 

There is no coverage in the East of 
smoke losses under the old contract ex- 
cept by endorsement, the supplemental 
contract itself providing protection 
against the perils of windstorm, hail, 
explosion, riot, aircraft and motor ve- 
hicle damage. Smoke damage was con- 
fined to oil burner smudge losses and 
had to be purchased in addition to the 
supplemental contract, with a separate 
Premium; This created considerable 
sales resistance, agents have reported. 
The new form, however. includes smoke 
damage and at practically no increase in 
tates, at least in the Middle Depart- 


ment, over the old six point contract 
Without smoke damage. In addition the 
smoke cover is broadened. No longer 


Confined solely to oil burner smudge 


(Continued on Page 28) 
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Agency Bulletins Pay 


Anything that’s worth doing at all is worth doing well. 
says the old admonition. And it is true of bulletins issued 
by an Agency. 





Varied contents. of course:—Contest progress figures, 
production leaders, stimulating epigrams or paragraphs, 
a quotation from the Company’s Agency magazine, sales 
ideas from the insurance journals, personal items, comment 
on something that is interesting or affecting the entire 
life insurance field: and other news items and stimulating 


suggestions. 


Printing should be clean and clear, cartoons and other 
pictures well done. A photographic cut should match the 
bulletin’s kind of paper, else a smear of ink instead of a 
good likeness will result. Never a line should be given to 
the cheap or vulgar. And the better the editor, the better 
the bulletin, naturally. 








A first-class Agency bulletin pays—its doing well is 
worth-while. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kincs.ey, President 
PHILADELPHIA 


Independence Square 























Trend From ‘‘Pep”’ 
Talks Seen In Crowd 
At Wofford Seminar 


More Than 250 Go To Hear Bank 
Officer’s Factual Talk in 
Late Afternoon 


NO APPEAL TO EMOTIONS 





Meeting Is First in Series of Four 
to Follow Practical In- 
surance Problem 


In order to hear two bank represcnta- 
tives discuss the estate set-up of a ficti- 
tious prospect more than 250 persons, 
including New York City top producers, 
managers and general agents, crowded 
into a meeting room at the Drue & 
Chemical Club, New York, on Monday 
of this week, late in the afternoon. That 
there should be such widespread interest 
in factual presentation, with its applica- 
tion to the scientific side of life insur- 
ance selling, and at 
insurance 


a time when most 


men are clearing up their 
desks to make a train or subway for 
home, struck many of those present as 
extremely significant of what agents 
want to hear nowadays. There was no 
spellbinder on the program; no appeal 
of any kind to the emotions. The “pep” 
talk angle was left out. 

The meeting was the first of a series 
of four in an “estate clinic” being pre- 
sented on Monday afternoons at the 
Drug & Chemical Club, New York City, 
by Harris L. Wofford, manager, Man- 
hattan Ordinary Agency, Prudential. Fol- 
lowing a brief explanation of the pur- 
pose of the mectings, Frank J. Mulligan, 
assistant manager, Wofford agency, pre- 
sented two officers from the trust 
partment of the Chase National Bank, 
B. E. Farr and Cloyd H. Huffard. 

A Practical Estate Analysis 

Mr. Farr and Mr. Huffard presented 
no elaborate “schemes” or sales plans. 
Their demonstration was given as the 
actual conversation which took place be- 
tween them when they analyzed the po- 
sition of the prospect on the facts pre- 
sented to them by the life insurance 
agent. Their plan was addressed to the 
general objectives of the prospect and 
their recommendations were made broad- 
ly so that they might be changed to fit 
the specific desires of the prospect fol- 
lowing his consultation with his tax 
counsellor and attorney, steps which will 
be taken up in later meetings of this 
series. . 

Their first endeavor was to establish 
the human picture by reviewing the 
prospect’s relationship with his business 
partner, with his wife and children and 
with his aged mother. The real problem 
seemed to be to pass on the estate with 
eventual saving to the children. To 


de- 


meet that problem the bankers recom- 
mended setting up separate trusts so as 
to avoid the accumulation of property 
in a taxable estate, an insurance trust 
(Continued on Page 4) 
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The two principal subjects discussed 
i the address before the Girard Life 
convention in Atlantic City last week 
delivered by President Albert Short were 
the nation-wide real estate mortgage 
situation and the importance of insur- 
ance agents in the economic scene. 

In talking of the foreclosure situation 
from the standpoint of his own company 
President Short said in part: 

“The Girard has treated its foreclo- 
sure real estate in a very conservative 
way. After each piece has been acquired 
careful appraisements have been obtained 
and where the book value was in excess 
of the.appraisement it has been marked 
down to the appraisement, but no write- 
up in any case has been made where 
the appraisement was in excess of the 
company’s book value. 

450% Average 1937 Investment Yield 

‘It has been and will continue to be 
the practice of the Girard to take its 
imvestment losses in the year in which 
they are incurred and not permit them 
to accumulate and undertake to offset 
trobable losses by setting up as a special 
r contingent reserve for that purpose. 
Notwithstanding the conservative course 
which the Girard has taken in this mat- 
ler, we have not hesitated to sell a prop- 
trty at a loss if we believed it was not 
1 desirable property for the company 
) continue to hold, and I may say that 
this is the course which the company 
las taken throughout the depression with 
reference to bonds which we felt were 
not of the class that the company should 


t 


retain, notwithstanding the fact that 
they were not in default.” 
The Girard Life’s mortgages at the 


tnd of 1937 were $206,000 less than at 
the end of 1936. Its holdings of public 


utilities and railroad bonds increased. 
Its average investment yield for 1937 
was 4.50%. 


Role Played by Agents 


In discussing the great role played by 
insurance agents Mr. Short said: 

“I have always appreciated the value 
of the agents to the business, and I 
have no hesitation in saying to you 
frankly that without the agents there 
would be but a small fraction of the life 
insurance business in this country which 
we now have, and unless the agency or- 


sirard Life Field 
Convention at 


Force 


Smead, general agent, Williamsport. 


ganization is well kept up the business 
cannot grow. Too frequently we have 
heard criticism about the agency meth- 
ods of the life insurance companies of 
this country, particularly as to the cost 
to the companies in securing and servic- 
ing the business. However, this comes 
from those who know very little about 
the matter, and have no right to express 
an opinion. I have never in my whole 
experience in the business heard such 
a criticism made by the beneficiaries of 
life insurance. On the contrary, they 
give the agent credit for having sold the 


Girard Life Personalities 


The field convention of the Girard Life, 
held in Atlantic City on Thursday, Fri- 
day and Saturday of last week at the 
Traymore, had an unusually varied pro- 
gram. Not only did it include addresses 
by the company officers, leading general 
agents and agents, but George A. Adsit, 
manager of agencies, had as added at- 
tractions Major Roger B. Hull, man- 
aging director of the National Associa- 
tion of Life Underwriters; Kenneth R. 
Miller of the Life Insurance Sales Re- 
search Bureau, and Ernest Owen, man- 
ager, Sun Life of Canada in Detroit. 
There was also a session of women at- 
tending the convention, which included 
wives of insurance men, office managers, 
cashiers and secretaries. C. T. Botting, 
superintendent of agencies, presided at 
most of the sessions. 


Frank W. Carey of Philadelphia, leader 
of the company, was presented with a 
silver cup. Julius Epstein, Albert Doctor, 
Gustave Jay, Jr., Louis H. Baxter, Albert 
Short, Jr... and A. Stanley Hyde were 
next 1n rank in production. 





C. Anstaett, president of the 
Village Insurance Service, 


Ezra 
Town and 


Inc., of Columbus, O., is running an 
agency which has one decidedly novel 
feature. Applications are accepted only 
when they are accompanied by a check 
for the premium. It has a branch in 
York, Pa., president of which is M. L. 
Baker. 


J. C. Harvey of Wilkes-Barre, Pa., is 
78 years old, and still writing business. 





Fernand Baruch, president of the F. 
Baruch Agency, Inc., a colorful figure, 
was born in Naples and served in the 
artillery service of the Italian Army. 





\. Stanley Hyde of the Baruch agency 
has written many lives among persons 
in the Curtis Publishing Co. 





Arthur H. Heck of East Palestine, O.., 
has sold considerable insurance by visual 
demonstration. With a dollar bill in one 
hand and three pennies in another he 
has a splendid argument illustrating in- 
surance dollar values. 





Tewell C, Edgerton of the agency and 
advertising division of the head office 
sang two songs at the dinner banquet. 


Holds 


Atlantic City 





: Top row, I. to r.: Edna M. Cassaday, secretary-treasurer, F. Baruch Agency, Inc., Philadelphia; Fernand Baruch, president of agency; J. C. Harvey, general agent, 
_ Wilkes-Barre, Pa.; George A. Adsit, manager of agencies; Ezra C. Anstaett, general agent, Columbus; Aaron D. Goodman, general agent, Scranton. 

Bottom row, |. to r.: Louis H. Baxter, general agent, Chicago; Albert Doctor, general agent, Detroit; P. B. Phillips, Chicago; Mr. and Mrs. Julius Epstein, 
Newark; J. R. Reagan, general agent, Camden; E. L. 


insurance to those who carried it for 
their protection and fully realized that 
without the work of the agent they prob- 
ably would not have had the benefit of 
the insurance. 

“Tf, by some unforeseen circumstances, 
the greater part of more than one hun- 
dred billions of life insurance in force 
in this country were to be swept away, 
the beneficiaries would, of course, be 
the ones to suffer, and who are they? 
They are the widows and orphans prin- 
cipally, and the life insurance payments 
which they receive are in the vast ma- 
jority of cases all that they have left 
when death takes away the one who 
provided the insurance. What a calam- 
ity it would be if the insurance also was 
lost. No one could begin to estimate the 
consequences. Fortunately, however, as 
long as there are good agents selling 
and servicing life insurance to the peo- 
ple of this country, this calamity cannot 
possibly come to the companies. So, 
gentlemen, you see how great is your 
responsibility in this business.” 

Quotes Lincoln and Hunter 

Mr. Short concluded his address by 
quotations from talks which were made 
in Chicago last Fall by President Leroy 
A. Lincoln of the Metropolitan Life and 

(Continued on Page 8) 


Sara Pierson of the head office agency 
division took a large part of the con 
vention down in shorthand. 





Fred J. Stahl, general agent at Har- 
vard, Ill, has sold insurance in most 
small towns from north of Evanston to 
Waukegan on the Lake Michigan shore 


John Yates of Harrisburg, Pa., ap- 
peared at the banquet made up as Abra- 
ham Lincoln—an exact likeness—and told 
actual stories as narrated by the mar- 
tyred President, especially good ones be- 
ing those of Lincoln’s law practice days. 
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Unies Mutual Life 
Managers Meet Here 


COMPANY NINETY YEARS OLD 


President Phillips Pays Tribute To 
Finance Committee; R. E. Irish 
Presides; Other Speakers 





Twenty-seven managers of the Union 
Mutual Life of Portland, Maine, gath- 
ered in New York City for three days 
last week for their annual conference 
and at the same time celebrated the 
ninetieth anniversary of this New Eng- 
Founded in 1848 the 


land company. 
company is fifth oldest in the United 
States and the only legal reserve life 


company with home office in the State 
of Maine. Its first president was Elisha 
B. Pratt and among its early actuaries 
was Elizur Wright, father of legal re- 
serve life insurance. Taking part with 
the men in their New York City meet- 
ing was C. Waldo Lovejoy, present In- 
surance Commissioner of Maine. 

Sylvan B. Phillips, seventh president 
of the company elected in September, 
1933, took an active part in the New 
York conference, welcomed the managers 
to thet meeting and in reviewing the 
strong financial position of the company 
paid particular tribute to members of the 
finance committee. Mr. Phillips has 
been with the company for more than 
fifty years. 

Ringleader at all sessions and toast- 
master at the banquet on Friday eve- 
ning was Rolland E. Irish, second vice- 
president. At the opening conference he 
reviewed the record of 1937 and outlined 
the agency and company objectives for 
the year 1938. 


Guest Speakers 


Prominent among guest speakers at 
the business conferences were members 
of the Life Insurance Sales Rsearch Bu- 
reau staff, including John Marshall Hol- 
combe, Jr., its manager. He gave a 
splendid address on the background and 
history of the Union Mutual. Topics 
on selection, recruiting and prospecting 
were covered by Lawrence J. Doolin, 
manager service department of the Bu- 


reau, and John Jamison, manager of 
schools. - J 
E. J. Hardin, vice-president, Retail 


Credit Co., explained to the meeting the 
responsibility of the credit company to 
its customers. Lester von Thurn, man- 
ager life department, John C. Paige & 
Co., Boston, discussed the field for the 
sale of business life insurance. 

Some other company men who took 
part in the program were Henry J. 
Southern, assistant secretary and man- 
ager of the underwriting department; A. 
Thomas Lehman, actuary, and Carleton 
G. Lane, assistant secretary investment 
department. Mr. Southern presented a 
series of charts showing comparisons 
between mortality in standard and sub- 
standard risks. Mr. Lehman discussed 
policy forms and changes, including the 
new option C for annuities. 

On the financial position of the com- 
pany Mr. Lane brought out the strength 
inherent in the company as demonstrated 
by its balance sheet. About 65% of as- 
sets are in bonds and only about 4% 
each in mortgages and real estate. The 
company has no real estate problem. It 
has paid dividends each year since 1855 
and has always operated on a 3% reserve 
basis. 

Glenn A. Stearns, the company’s 
agency supervisor, addressed the con- 
cluding session on Saturday morning. F. 
\rthur Tucker, Philadelphia manager, 
was a speaker on organized management. 


At the conference also was Col. W. R. 
Bennett, manager at San Juan, Puerto 
Rico, who is leading producer of the 
company. 


In charge of arrangements and in the 
background of all meetings was Rich- 
ard E. Pettengill, agency assistant. 

Finance Committee Members 

In his remarks President Phillips 

sketched briefly the qualifications of each 


men who direct the destinies of the in- 
stitution. Committee members of the 
Union Mutual are these: George F. 
West, a dean among water utility execu- 


tives, has been on the Union Mutual 
board since 1914 and on the finance com- 
mittee since 1917. Edward W. Cox, a 
director since 1916, has been  succes- 


sively vice-president, president and chair- 
man of the board of the Portland Na- 
tional Bank, now the largest bank in 
the State of Maine. Wadleigh B. Drum- 
mond, vice-president and solicitor of the 
company, was elected to the board in 
1917 when he was only 31 years old, fol- 
lowing in the footsteps of his father 
and grandfather, outstanding lawyers 
who guided the destiny of the Union 
Mutual. 
Newest members of the committee 
elected in 1937 are Guy P. Gannett of 
the Gannett newspaper chain and Ed- 
ward S. French, president of both the 
Maine Central and the Boston & Maine 
Railroads. Mr. French is also a direc- 
tor of the Boston Federal Reserve Bank. 
Mr. Gannett has been a director of the 
Union Mutual since 1922. Chairman of 
the committee is President Phillips. 


Managers at the Meeting 


Managers at the conference 
these: 

J. Henry Baker and J. 
troit; Lyman C, Baldwin, Rochester; Wesley H. 
Becker, St. Louis; Charles Bellinger, New York 
City; W. R. Bennett, San Juan, P. R.; John 
©. Bogardus, Albany; Charles W. Bowser, 
Pittsburgh; Edw: ard J. Brady, Cleveland; Henry 

. Cook and Peter Place Cook, Providence; 
Charles N. Cutter, Nashua; A. A. DeLapp, 
Chicago. 

_William Durbrow_and Edward L. Goodwin, 
New York City; A. P. Labbe, Van Buren; Jesse 
J. Letts, Buffalo; William H. Lushear, Newark; 
Nathan Metzger, Richmond; W. 4 Pomfrey, 
Syracuse; Joseph Schwartz, Portsmouth; David 
E. Sprague, Boston; Frederick Tucker and F. 
Arthur Tucker, Philadelphia; Charles J. Watts, 
Portland; Earl H. Weltz, Phil adelphia, and Har- 
land L. Knight, cashier, Boston. 


were 


Healan Baker, De- 





Trend From “Pep” 


(Continued from Page 1) 


to avoid forced liquidation in the estate, 
additional insurance to cover transfer 
costs and business insurance on earning 
power coupled with a stock purchase 
agreement between the prospect and his 
business partner. 

The meeting was an unusual one be- 
cause of its simplicity and practicability. 
Mr. Farr and Mr. Huffard did not even 
stand to address the meeting. They sat 
behind a table and carried on their dis- 
cussion in conversational tones, analyzed 
the problem and made recommendations. 
The crowd at the meeting staying 
through to its conclusion showed that 
they liked that type of demonstration. 


Human Nature Tip From 
Madison Square Garden 


COL. J. R. KILPATRICK’S TALK 
Tells Union Mutual Agents That Sonja 
Henie Can Have Her Mauve Dress- 
ing Room or Anything Else 
Within Reason 





While New Yorkers are searching ora- 
torical and entertainment highways and 
byways trying to find banquet drawing 
cards, R. E. Irish, vice-president of the 
Union Mutual, came into New York and 
captured as his banquet speaker for Fri- 
day night of last week at the Shelton 
Hotel one of the biggest and most diffi- 
cult to capture banquet stars of New 
York—Col. J. R. Kilpatrick, who runs 
Madison Square Garden. He told the 
Union Mutual men about the great va- 
riety of entertainment necessary to fill 
the Garden nightly, running from fight- 
ers and wrestlers to Sonja Henie’s five 
days’ ice carnival which is this week’s 
sell-out. 

“You would think that with every seat 
for the ice carnival sold in advance that 
we would have nothing to worry about,” 
he said. “But that’s because the type 
of temperament you fellows encounter 
in your daily rounds is of a very mild 
form. We are up against temperament 
in its nth degree. As soon as a person 
becomes a champion that person de- 
velops temperament and so do some 
others around the star. To illustrate: 
Sonja Henie insists that she have her 
dressing room done in mauve and that 
is all right with us. We’d do it in pink, 
purple, magenta or any other color to 
satisfy the skating queen, although it 
strikes our funny bone because the room 
where she will dress is the same one 
which fighters, broncho stars, hockey 
players and circus trapeze wizards have 
dressed. The thought that their dress- 
ing room would be done in mauve silks 
and satins might have.almost made them 
swoon. Then the head electrician want- 
ed a special dressing room. Why? It’s 
not up to us to figure out the motiva- 
tion. The show must go on. So we 
humor them. 

Tip to Agents 

“And, by the way, while I am not 
a pep artist or a dealer in inspiration, 
as I am a very matter of fact and prac- 
tical person, maybe there is a tip to you 
fellows in all this. It is the necessity 
of trying to please the other fellow 
instead of insisting upon putting over 
your own ideas. It isn’t so difficult most 
times; it makes for general contentment, 
and, maybe, you can sell out your own 
Garden more frequently if you play 
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Alfred G. Correll Agency 
New England Mutual Life 
Insurance Company 


16 Court St. TRiangle 5-965] 


A good agency to consult 
before you place that 


next case 


“SERVICE WHICH SERVES” 








DONALD C., KEANE G. A. 


“BILL” STEVENS 





YESTERDAY 


TODAY 


TOMORROW 


-Organized Service- 
THE KEANE AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
CH 4-2384 225 west 34 STREET 


“MINUTE MEN” 


JACK FAIRWEATHER 


R. D. LICHTERMANN ASSOC. 


CHET LEROY 














along with the eccentricities and idiosyn- 
cracies of human nature.” 


Col. Kilpatrick was a football star a 
Yale; made the All-American team i 
1909-10; was also a Phi Beta Kapya 


His great executive ability and know 
edge of people is coupled with a spler- 
did sense of humor. 





Grannis Succeeds Iredell 


In Penn Mutual Position 
Charles J. Iredell, Penn Mutual gen- 
eral agent at Cincinnati, has retired after 
forty-five years of service. The agency 
was established in 1886 bv his father, 
J. W. Iredell, Jr., who joined the Penn 
Mutual in 1872 as Western superintendent 
of agencies, and has been under Iredell 
management continuously since, is one 
of Penn Mutual’s oldest. Mr. Iredell 
will maintain his connection with it, in 
an advisory capacity, as general agent 
Emeritus. The name, Charles J. Iredell 
Agency, will be retained under the new 
general agent, J. Douglas Grannis, Jr 
Mr. Grannis became a member of the 
company’s home office agency in Phila 
delphia seven years ago, and since the 
has developed one of its leading units 
He is a graduate of Wharton School oi 
Finance. During the World War he 
served three years with the Black Watch 
Regiment of the British Army. 


Total Sales of Ordinary 
Increased 3% Last Year 


Despite a falling off in sales of new 
Ordinary life insurance in the United 
States during December, total sales for 
the year were 3% ahead of those for 
1936 and the total amount of Ordinary 
in force increased by approximately 3%, 
according to a survey issued by the Life 
Insurance Sales Research Bureau. The 
Bureau’s report shows that December, 
1937, sales were 6% less than for the 
same month in 1936. Total sales of Or 
dinary in 1937 were $7,238,894,000. _In 
each of the nine geographical districts 
into which the country is divided sales 
during the year just ended were bettel 
than during the previous year. In analyz 
ing sales for December only, the Br 
reau finds that the decline for the coun- 
try as a whole was owing more to a fall- 
ing off of sales in the East and South 
than in other sections, 








ITS LOWEST LAPSE RATIO 
With only 3.4% of its total life insur- 
ance in force lapsed or surrendered dur 
ing 1937, the Aetna Life reports its low 
est lapse rate for a fifteen- -year period 
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Wachburne Retiring 

As Berkshire Actuary 
& Ff KNIGHT IS SUCCESSOR 
H. F. Dunkley Made Associate Actuary; 


Knight Was Member of Insurance 
Department for Eight Years 





Alva C. Washburne has retired as ac- 
tuary of the Berkshire Life and Gard- 
ner |. Knight, associate actuary, be- 


comes actuary. Herbert F. Dunkley, 
supervisor of the actuarial department, 
has been made assistant actuary, which 
i; a new office. Mr. Washburne will 
have the new title of actuary Emeritus. 
He has been in actuarial work for forty- 
three years, twenty-eight of which have 
been spent with the Berkshire for which 
he will continue to act in an advisory 
capacity. He became actuary in 1911. 

Prior to going with the Berkshire Mr. 
Knight was in the insurance department 
for eight years. He is a graduate of 
Harvard, 1922, a fellow of the Actuarial 
Society of America and an associate of 
the American Institute of Actuaries. 
Combining actuarial talents with music, 
Mr. Dunkley has been heard frequently 
in concert and radio on the organ in 
Montreal. He was formerly assistant ac- 
tuary with the Montreal Life for ten 
years. 


Osgood, Duffield and Burling 
Promoted This Week By 


Travelers Insurance Co. 


Three interesting Travelers promotions 
were made this week. 





Carroll P. Osgood, who was made sec- 
retary to L. Edmund Zacher in the year 
following the latter’s election as presi- 
dent of the Travelers, has been elected 
an assistant secretary of the Travelers. 
A Maine man, he played quarterback on 
the football team of that college for 
three years, joining the Travelers in a 
clerical position in the treasurer’s de- 
partment immediately after his gradua- 
tion 

Daniel M. Duffield has been made as- 
sistant treasurer of the Travelers com- 
panies. A Princeton man, his father for 
many years was treasurer of the univer- 
sity and is now treasurer emeritus. His 
grandfather-on his father’s side was pro- 
fessor of mathematics at Princeton and 
his grandfather on his mother’s side was 
the late Daniel Morrell of Hartford. D. 
M. Duffield has been with the treasur- 
er’s department of Travelers since join- 
ing the company after his graduation 
from Princeton in 1926. 

William H. Burling, a fellow of the 
American Institute of Actuaries. Actu- 
arial Society of America and Casualty 
Actuarial Society, has been made an as- 
sistant actuary, life department, Trav- 
elers. Born in England, he came to this 
country and joined the Travelers in 1926. 
In June, 1928, he was transferred from 
casualty actuarial to life actuarial work. 
During the past year he has been han- 
dling actuarial work of the Group de- 
partment. 





GALBRAITH WITH LONDON PRU 
Frank C. Capon, manager of life busi- 
ness in Canada for the Prudential of 
London, Eng., announces the appoint- 
ment of Major A. C. Galbraith, former 
general manager of Excelsior Life, as 
manager of life agencies for Canada, a 
newly created post. Head Canadian of- 
hees are at Montreal. 

Major Galbaith entered life insurance 
with the Excelsior Life in 1930, formerly 
having been general superintendent of 
the Toronto Western Hospital. 





WILLIAMS MEDICAL DIRECTOR 
Dr. Ennion S. Williams, assistant med- 
tal director Life Insurance Co. of Vir- 
“nia, has been appointed acting medical 
lirector assuming the duties of the late 
Dr. Charles L. Rudasill, medical direc- 
‘or, who died recently. Dr. Williams 
sa son of the late Dr. Ennion G. Wil- 
‘ams, who was Virginia’s first state 
health commissioner. 









































“—_—-AND ALL IS WELL!” 


Personal security and the knowledge that 
one’s nearest and dearest are well protected 
are goals which all worthy family providers 
seek to reach. 


Any man can attain both by 
acquiring the right kind of 
life insurance. 


The father who does this 
erases one hazard which 
can be removed in no other 
way. 


Tell them the story! 





























Fewer, Better Agents 
Needed, Says Fulton 

INSURANCE CHALLENGE 
Home Life of N. Y. President Tells 


Philadelphia Association Producers 
Must Justify Themselves 


BANK 





What life insurance production needs 
today is fewer but better agents James 
A. Fulton, president of the Home Life 
of New York, told the Philadelphia As- 
sociation of Life Underwriters at its 
luncheon meeting last week. He de- 
scribed his own company’s method of 
planned estates saying that it was predi- 
cated upon the thesis that the law of 
averages was not the basis of success. 

To new men joining the company was 
offered the idea that the way to success 
was not the rule of “seeing enough peo- 
ple” but rather setting up a relationship 
with enough men on the service the 
agent could render. 

“The bulk of the business sold is not 
sold by strangers to strangers,” Mr. 
Fulton stated, “but by men who have 
established the service they can render.” 

And so to its agents, the Home Life 
offered the objective over a lifetime of 
500 men, more or less, “who know you 
and trust you.” And, “you don’t have to 
ask if a man is married or how many 
children he has—questions that so often 
defeat the interview. If you do this and 
if you give them intelligent life insur- 
ance service and properly fill their life 
insurance needs, then you should be a 
half-million dollar producer. 

“How do you establish this relation- 
ship? Well, you don’t simply walk into 
a man and say ‘Will you be my client. I 
need 500’.” 

So the company took the next step 
and worked out a simple method of pro- 
gramming. “Most programming plans 
were too elaborate and lacked dramatic 
appeal. It was based on the thought of 
not to ‘buy more’ but of making the 
most use of what he had and the things 
he wanted to do. It was ‘indirect pres- 
sure, but the strongest kind of pres- 
sure. It embodied the fact that a man 
admits certain things he wants to ac- 
complish through life insurance and his 
other assets and the gaps, if any, be- 
tween what he has and what he wants 
to accomplish. 

“When you get through, you are not 
telling him what to do, but he is telling 
you what he has to do.” 

Mr. Fulton referred to the savings 
bank life insurance scheme which is be- 
fore the legislatures of New York and 
some other states saying that the de- 
velopment of the “over-the-counter” idea 
of selling insurance could be a challenge 
to agents to justify themselves in real 
service to clients in assisting them to 
work out their plans and objectives 
through life insurance. 





PRESIDENT COX HONORED 

The Paul F. Clark agency, Boston, 
representing the John Hancock, com- 
pleted a six-day drive January 19 and 
presented President Cox of the com- 
pany with $691,659 of business in honor 
of his sixty-seventh birthday anniver- 
sary. With ‘the ninety-six applications 
for this insurance was an enlarged pho- 
tograph of the company’s home office 
building, Clarendon Street side, with 
each of the fifty-five agents who par- 
ticipated in the drive represented in one 
of the window spaces by his or her 
signed photograph in miniature. 





NAMED IN DELONG AGENCY 


Samuel C. Handler was appointed 
brokerage supervisor this week in the 
Charles E. DeLong agency, Mutual 
Benefit Life, New York City. He is 39. 
A graduate of Fordham University in 
1924, he was for a time in the retail 
drug business establishing a chain of 
stores. For the past year or more he 
has been connected with the Leyen- 
decker-Schnur agency, Guardian Life, 
New York, in brokerage work and per- 
sonal production. 
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One of the biggest amusement hits 
ever scored in New York is the ice skat- 
ing review at Madison Square Garden 
in which Sonja Henie is starring with 
a large Hollywood company of skaters. 
The opening night performance Monday 
was for the benefit of the Children’s 
Village, Dobbs Ferry, N. Y., which gives 
vocational guidance to under-privileged 
boys and girls. Frederic W. Ecker, vice- 
president Metropolitan Life, is  vice- 
president of the Children’s Village. 

The opening night audience of 16,000 
people, a brilliant one, included a num- 
ber of insurance men. Among those seen 
in addition to Mr. Ecker were James E. 
Kavanagh, vice-president Metropolitan 
Life; William J. Graham, vice-president 
Equitable Society; George E. Merigold, 
general attorney for the Prudential; 
William Marshall Bullitt, famous insur- 
ance lawyer of Louisville; Harold A. 
Ley, Life Extension Institute; F. O. Af- 
feld, Jr.; E. C. Jameson, president Ham- 
ilton Fire and National Fire & Marine. 





Upon his retirement as general man- 
ager and actuary, Norwich Union Life, 
Norwich, England, H. G. Wilton was pre- 
sented by the officials and staff with a 
mid-17th century chair. He is a con- 
noisseur of old furniture. He continues 
on the board. 





The conferment of a knighthood on 
William Palin Elderton by King George 
in the New Year Honors has afforded 
great pleasure throughout the British 
insurance profession. Mr. Elderton, who 
now becomes Sir William, is actuary and 
manager of the Equitable Life and is 
the present chairman of the British In- 
surance Association. In the latter posi- 
tion he is a representative of the great 


majority of British insurance offices 
transacting all the principal forms of 
business. He was president of the In- 


surance Institute of London for 1935-36. 

Sir William is, however, best known 
for his great services to actuarial sci- 
ence, which have extended over many 
years. These were recognized by the 
Institute of Actuaries and the Scottish 
Faculties of Actuaries late in 1937 in 
the quite exceptional presentation of a 
gold medal. Among the characteristics 
which have contributed to the unique po- 
sition which Sir William holds in the 
actuarial world has been a particular con- 
cern for the welfare of the young and 
rising men of the profession. 





The magazine Time in its last issue 
ran this story about the Insurograph 
which has made its appearance in the 
West: 

“Many an able man has spent years 
thinking up ways of selling insurance. 
Up to last week few people ever ex- 
pected anyone to sell it in slot machines. 
The Insurograph Agency of America, 
incorporated in Kansas for that surpris- 
ing purpose, is the notion of a small 
group of Wichita businessmen. In about 
two weeks Standard Register Co. of 
Dayton will begin manufacturing ma- 
chines for them to put in railway and 
bus stations. 

“Anyone between 15 and 60 who wishes 
to insure himself against accidents for 
24 hours—maximum indemnity, $7,500— 
will drop a quarter in the Insurograph 
and pull a lever. A glass panel slides 
back; he writes his name and the name 
of his beneficiary. The time of day is 
then stamped on the policy, issued by 
Great Northern Life Insurance Co., it is 
violently ejected from the machine and 
the customer is thereupon properly in- 
sured against ‘loss of life, limb, limbs 
or time by accidental means.’” 

Uncle Francis. 





R. D. MURPHY HEADS COUNCIL 
Ray D. Murphy, vice-president and 
chief actuary of the Equitable Society, 
has been elected president of the Coun- 
cil of Social Agencies of Montclair, N.J. 


Government and Business Must Act 
For Public Welfare, Says Parkinson 


Speaking before the Philadelphia Real 
Estate Board at its annual banquet held 
in that city last week, Thomas I. Park- 
inson, president of the Equitable So- 
ciety, called for an end to misleading 
statements on the part of both govern- 
ment and business and urged “getting 
down fo action for the public welfare.” 

Mr. Parkinson pointed out that busi- 
ness and government were alike in that 
there is a representative responsibility 
in private business, while Congress has 
responsibility to the public. He went on 
to say that it has been “drummed into us 
of late our duty to remember that we 
represent other people’s property, and 
not to misrepresent. Some of us knew 
that long before someone who became a 
resident in the District of Columbia 
told us.” 

He remarked that the shoe now was on 
the other foot. That the responsibility 
now rested on those who hold public 
office. He agreed that the time called 
for cooperation on the part of govern- 
ment with business. But, he pointed 
out, “business is the common, ordinary 
life of the people; government is simply 
the instrumentality of the people.” And 
he went on to say “not talk, but action 
is needed in the country now.” 

He said that it would be better if 
business did not say that ruin would 
follow if its suggestions were not adopt- 
ed, and if the President did not remark 
that all holding companies must go and 
then, a week later, say only a few. 

“These are the kind of statements,” 
Mr. Parkinson asserted, “that mislead 
people. They are the kind that we used 
to criticize Wall Street for as mislead- 
ing the little fellow. Let’s avoid mis- 
leading statements and get into action 
for the public welfare.” 

Touching on life insurance and low- 


cost housing, he declared “in life insur- 
ance we must take a long view of busi- 
ness and economics. In life insurance, 
we have a long term contract.” He 
pointed out that the population was not 
increasing and that experts had pre- 
dicted that before 1950, it would cease 
to increase. This was due to (1) a de- 
crease in births and increase in deaths, 
and (2) shutting off of immigration. 

He remarked that when the mass of 
aliens moved in, “they occupied the low- 
est grade housing and housing was a 
local problem.” However, after being 
here sometime and “becoming accus- 
tomed to our way of living, they moved 
into something better. Now we have 
the slum area to deal with.” 





Business Men’s Assurance 


Reports on Year’s Business 


Business Men’s Assurance Co. reports 
a net gain in force during 1937 of $9,- 
684,027, bringing total in force to $114,- 
657,544. This is the largest gain in any 
single year since 1929. Total new insur- 
ance was $24,614,189 compared to $19,- 
708,786 for 1936, an increase of nearly 
25%. Total income was in excess of 

000,000, compared with $5,886,656 in 
1936, an increase of nearly 14%. The 
company’s accident and health writings 
also exceeded those of 1936. Accident 
and health premiums for 1937 totaled 
$1,837,272 against $1,819,659 in 1936. 


DRIVE PRODUCES $838,140 
The Annual Pace-Setters Drive of the 
Fraser agency, New York, Connecticut 
Mutual, produced $838,140 in nine work- 
ing days. This drive was staged while 
the company’s general agents were at- 
tending a conference in Florida. 
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Provident Mutual 
Assets at New High 


MORTALITY RATIO ONLY 45.39, 





In Report M. A. Linton Shows Thi: Pay. 
ments to Policyholders Plus As: cts 
Exceed All Premiums Receive 4 





Assets of the Provident Mutua! Life 
increased $15,670,000 during 1937, -aising 
the total at the close of the year to 
$331,214,000, the highest in the liistory 
of the company, M. A. Linton, president 
of the company, stated in his report to 
policyholders at the annual meetinz held 
Monday. 

Insurance in force increased to $%l, 
125,000, a gain of $18,180,000 during the 
year as compared with $8,009,000 in 19%, 
New paid insurance amounted to $75. 
872,000, a gain of $6,685,000. The total 
amount paid to policyholders since the 
organization of the company in 1865 now 
aggregates $593,241,000. The amount 
thus paid during 1937 was $25,294,000. 

“Tt is a striking fact,” said President 
Linton, “that these payments to policy. 
holders since organization plus the assets 
now held for their benefit actually exceed 
by $116,077,000 the total premiums re. 
ceived from them during the seventy. 
three years.” 

Mortality in 1937 amounted to 45.3% 
of the expected. This mortality percent- 
age compares with 49.1% in 1936 and is 
the lowest since 1927. 

“The company has derived much satis- 
faction from the high average grade of 
its investment portfolio,” commented 
President Linton. “In no year during 
the depression did the actual interest 
received on its bonds fall below 97.42% 
of what would have been received if all 
interest had been paid in full when due. 
In 1937 the percentage was 97.58%,” Mr. 
Linton said. 


CLARK AND HOLLAND ADVANCE 








Become Assistant Secretaries of Phoenix 
Mutual; Russell L. Jones Retires 
From That Post 


Phoenix Mutual Life has _ elected 
Dwight N. Clark, comptroller, and Ben- 
jamin L. Holland, associate counsel, to 
the office of assistant secretary. Mr. 
Clark, a native of Norfolk, Conn., and 
a graduate of Amherst, has been with 
the company since 1915, He was an as- 
sistant in the planning division until his 
appointment as auditor in 1927. Subse- 
quently he was placed in charge of the 
accounting and premium collection de- 
partment and in 1934 became comptroller. 

Benjamin L. Holland entered the Phoe- 
nix Mutual in 1924. He holds under- 
graduate and law degrees from Kansas 
University and a graduate law degree 
from Yale. He also taught law for one 
year at Stanford University. As attorney 
for the company his work has covered a 
broad field of legal matters. In 1934 
he was appointed associate counsel. 

Russell L. Jones, assistant secretary, 
retires February 1 under provisions of 
the company’s contributory retirement 
plan. He went with the company in 
1891 after graduation from Princeton. 
He has been with the company for more 
than forty-six years. The directors 
adopted a resolution expressing their ap- 
preciation of his loyal and efficient ser- 
vice. 





J. H. WOOD AT BAXTER DINNER 
Members of the Rochester, N. Y., gen- 
eral agency of the John Hancock held 
their annual dinner on January 13, at 
which they presented General Agent 
Frank S. Baxter with a special writing 
of $200,000. Anthony J. Klutz, supervi- 
sor, acted as toastmaster. All the agents 
and their wives were present and enter- 
tainment was furnished by a magician 
and a dance orchestra. Greetings of the 
home office were presented by J. Harry 
Wood, manager of general agencies, who 
congratulated the Rochester staff on its 
fine record and its ready acceptance 0 
up-to-the-minute selling methods. 
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—_ Returning To 
Personal Production 








JOINED BY W. ALLEN BEAM 
atter Becomes General Agent for State 
Mutual Life at Cleveland; Careers 
Of Both Men 
W. Harry Jackson, general agent, State 
Mutual Life in Cleveland, has announced 
Nc intention to return to personal pro- 
ction. He will be associated with W 
tllen Beam who has been promoted to 
4 the vacancy, effective February 1. 
Jac kson went with the company in 
a and has been agent, supervisor, as- 
ciate general agent and general agent 
sith the Cleveland agency. His _ life 
Fystirance experience dates back to 1912. 
He has been an outs tanding producer 
snd was an early proponent of the estate 
nnalysis method of selling. He is a 
ember of the Cleveland Athletic Club; 
oy Heights Country Club; Cleve- 
nd Automobile Club; Association for 
Dain il Justice, and Chamber of Com- 
berce. He is active in the Life Under- 
writers Association, and an officer in the 
‘leveland Chapter of Chartered Life Un- 
ferwriters. 
W. Allen Beam, who has been assistant 
vneral agent for the Guy A. Reem 
hfce at Detroit since 1936, has been in 















» insurance business more than twelve 
rs. Born in Mancelona, Mich., he 
matriculated at Alma College in 1921, In 
1923 he transferred to the University of 
i 1, graduating in 1925 after spe- 
¢ in business administration. He 
has an outstanding college sports record. 
having played football, basketball and 
baseball two years at Alma, in his sec- 
nd year being chosen Michigan inter- 
egi fullback. His fraternity is 
Zeta Sigma. He was president in 1933- 
of the Flint Life Underwriters Asso- 
ciation; is a member and past president 
of the Junior Chamber of Commerce; 
past president of the Michigan State 
Junior Chamber; past president of the 
Flint Lions’ Club; past president of the 
Flint University of Michigan Club. and 
member of the Acacia Country Club. 


B. T. Bent Made an Officer 


Bartlett T. Bent has been made an 
assistant secretary of the Travelers. He 
has been with the company since 1909 
vhen he joined as clerk in the agency 
department. In the World War he spent 
seventeen months in th U. S. Air Service 
and five months with the Royal Air 
Force. Returning to the Travelers he 
was assigned to the Group department, 
where he became chief clerk. In 1924 he 
was transferred to the department of 
bfice supervision, director of which was 
Secretary Daniel A. Read. Later Mr. 
Bent became office supervisor. 


th 





EUGENE ARNETT DEAD 





redited With Making $1,000,000 As 
Oklahoma State Agent for Kansas 
City Life 

Eugene Arnett, eccentric millionaire of 
klahoma who died this week at 62, 
vas one time state agent for the Kan- 
kas City Life. In 1904 he went to Okla- 
oma City with the Kansas City Life 
ontract and amazed the insurance peo- 
le there by employing agents on a 
alary basis instead of commission. He 
ad an uncanny faculty for picking men 
ind the salaried agents produced mil- 
ons of business, Arnett retiring in 1916 
vith what was said to be a fortune of 
1,000,000. He devoted the rest of his 
le to study and research in many fields, 
ut never again engaged in business. 


n 


Hic 





NAMED IN RANNI AGENCY 


,ueorge Weinrod has been appointed 
“tons manager for the James G. Ranni 
‘gency, Manhattan Life, New York City, 
hith offices at 384 East 149th Street. A 
raduate of New York University, Mr. 
Veinrod has been in the business for 
Wwelve years and was formerly an as- 
‘tani manager for the Metropolitan 
Ale, He is 37 




















“DID I TELL YOU ABOUT MY BOY?” 


“Did I tell you how well Gordon is doing in his busi- 


ness? 


“He hasn’t been in it very long but he’s very enthusi- 
astic about it because it’s a business where his a@ccom- 
plishments determine his earnings. 


“You see, Gordon is an agent for the Provident Mutual 
Life Insurance Company. He has been working on 
what his Company calls the ‘Ten-a-Month’ plan, which 
helps him to find the right people to sell life insurance 
to. He says next year he'll sell even more insurance 
than he did in 1937. 


“I'm certainly proud of Gordon and I think he’s in a 


marvelous business.” 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 














Brooklyn Supervisors 
Score in First Venture 


HOLD MANAGEMENT MEETING 





Exchange of Ideas Proves Worthwhile 
As Managers Join With 
Agency Assistants 





The conference of the 
Brooklyn Life Supervisors Association 
held Wednesday morning in Brooklyn 
was the first big venture of that new 
organization. The meeting, which was 
conducted with smoothness and informal- 
ity, may prove an important step in 
bringing closer together the supervisors 
and managers charged with the responsi- 
bility of agency management in Brook- 
lyn. In addition the meeting demon- 
strated the serious purpose of the new 
organization and the ability of its mem- 
bers to give constructive ideas on the 
subjects assigned to them. 

Three members of the Brooklyn Life 
Managers Association who addressed the 
meeting were William H. Kee, Mutual 
Life of New York; Alfred G. Correll, 
New England Mutual Life, and Jack 
Warshauer, Guardian Life. Mr. Kee dis- 
cussed the report of the Brooklyn Bar 
Association on cooperation with agents 
as an important step at the beginning of 
a new year. Mr. Correll stressed the 
importance of careful selection of new 
agents. Mr. Warshauer summarized the 
meeting. 

The conference which included a series 
of six twenty-minute talks presented 
during the morning covered subjects of 
agency meetings, contests, recrui iting 
training and joint work. Following the 
luncheon held in the Hotel Bossert, the 
meeting was. thrown into open forum 
and the questions asked back and forth 
demonstrated the interest in the morn- 
ing’s subjects and the advantage to be 
gained by the sharing of ideas and ex- 
perience. 

Supervisors on Program 

Edward Rosenbaum, assistant manager, 
Peacock agency, Equitable Society, gave 
some particularly interesting observations 
on the advantages of joint work between 
supervisor and agent as a method of 
training. It is the only way, Mr. Rosen- 
baum declared, to discover how well 
equipped the agents are to write busi- 
ness in the field. Mr. Rosenbaum has 
found it helpful to take an agent with 
him when he calls on his old policy- 
holders, because it shows the agent that 
a life insurance man who knows his 
business is welcome and it gives the 
supervisor a chance to train an agent 
while going about his own business. He 
said joint work gets the new man into 
production and keeps the old man out 
of a slump. 

Robert C. Buckley, supervisor, Austin 
agency, Aetna Life, stressed the import- 
ance of getting a sales contest off to an 
enthusiastic start. He advised running 
only a few contests during the year and 
having a good reason for each one of 
them. 

Carl E. Haas, educational director, Kee 
agency, Mutual Life, explained how uses 
of the printed word and action or demon- 
stration in speaking add to the spoken 
word at an agency meeting. He empha- 
sized the importance of being prepared 
in advance for a serics of six or eight 
meetings and to inject into those meet- 
ings enthusiasm and _ self-confidence 
through a thorough grasp of the subject. 

Jerome Siegel, McGeorge agency, Pru- 
dential, is president of the Brooklyn 
Life Supervisors Association and pre- 
sided over the mecting. Among the 
several managers present was Capt. Wil- 


management 


liam J. Pedrick who was recently ap- 
pointed by the Equitable Society in 
Brooklyn. The program committee in- 


Rosenbaum and 
agency, Actna 


cluded Mr. 
Rowland Lomer, 


Life. 


Haas, Mr. 
Austin 


L. E. SIMON IN FLORIDA 
Lawrence E. Simon, general agent, 
Massachusetts Mutual Life, New York 
City, has gone to Florida. He will be 
away all of February. 
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Mortgage Protection 
Plan Told to Agents 

ALBERT SHORT, JR., VIEWS TOPIC 

Many Mortgages in Trust Company 


Portfolio Can Be Guarded by Insur- 
ance, He Tells Girard Convention 





Albert Short, Jr., general agent Girard 
Life, Philadelphia, has met with suc- 
cess in developing a mortgage protec- 
tion plan and gave instances as to how 
life insurance can pay off a mortgage on 
a home, leaving the property clear of 
any encumbrances to the wife and fam- 
ily. 

Among other things he said: 

“I would like to stress in mortgage 
protection that there are two parties 
involved in the mortgage agreement, 
namely the borrower and the lender. 
From now on we will speak of the bor- 
rower as the home owner and the lender 
as the trust company. It is my belief 
that in the quest of insurance sales along 
mortgage lines we have put the cart be- 
fore the horse. By that I mean that 
we have always considered the home 
owner the prospect to be approached 
immediately. 


The Trust Company 

“Suppose, however, that we had a defi- 
nite plan which we could use to solicit 
the other side of this situation—the trust 
company. A very ordinary and usual 
situation to find today with a large trust 
company is in accordance with the fol- 
lowing illustration: The home owner 
purchased his home ten or twelve years 
ago between 1925 and 1930. We will 
say he paid $10,000 for the property. 
The first mortgage was made at $5,000. 
The property has depreciated, through 
the depression, to a value of $7,500; it 
has further depreciated every year due 
to obsolescence alone. This means that 
the trust company has a loan on its 
books which is steadily becoming more 
poorly secured. In the trust company’s 
portfolio of mortgages are very many 
which fit the above case. What will 
happen in the next ten years? Simply 
this: The mortgage investments of the 
trust company which can be graded from 
good to bad will steadily move down the 
line toward poor and many loans which 
today may be fairly secured will result 
in a loss or a potential loss in the fu- 
ture unless some remedy is found. 

“This remedy is very obvious and at- 
tempts have already been made by the 
trust companies to bring about a change 
in the mortgage situation. Home owners 
are called into the offices and requested 
to make reductions in the loans. In many 
cases this is impossible due to the cir- 
cumstances of the owner and the result 
is the trust company receives very little 
reduction but plenty of promises which 
do not materialize. A plan, therefore, 
that would allow the home owner to re- 
duce his mortgage over a period of years 
in monthly payments, which fit into his 
budget and which he is able to make 
would answer the purpose. 

“Taking again the above illustration, 
the man with the $5,000 mortgage at 
Age 40, paying 51%4% interest, could make 
an agreement with his mortgagee that 
would result in a monthly payment of 
$53.95. This amount would pay the in- 
terest on his loan monthly, also an 


amount of amortization exactly adequate 
to repay the entire loan in 120 months, 
or ten years. 


If we were to add to this 


Girard Life 


(Continued from Page 3) 


by Col. D. Gordon Hunter, vice-presi- 
dent of the Phoenix Mutual Life. Mr. 
Lincoln’s address discussed assets and 
character. Col. Hunter’s was to the 





ALBERT SHORT 


effect that production objective should 
be production of an increasing quantity 
of quality business at a constantly de- 
creasing cost by a compact group o% 
men of whom the great majority are 
successful. 


Importance of Timing 
In Insurance Selling 

VIEWS OF GUSTAVE JAY, JR. 

Prospect Should Be Seen When Most 


Responsive; Pave Way to See 
Him Again 





Putting punch into sales action was the 
title of a paper read before the Girard 
Life convention by Gustave Jay, Jr., of 
Jay & Jay, general agents, Newark, N. J. 
He said in part: 

“If you have observed a prize fight 
very closely, you realize that the out- 
standing assets that a fighter has are 
timing, feinting, covering up, and finally 
delivering a knockout punch. The at- 
tributes of a good salesman are in the 
same category. Timing is particularly 
essential. The object is to spend as much 
time in the field as you can and make 
every call count. The best way to do 
this is to find out not only the time of 
the day, but the hour of the day and the 
season of the year that your assured is 
going to be most responsive to your call. 
We all know that a blow delivered as 
your adversary is rolling with the punch 
or stepping away is just wasted effort, 
but the one that catches him as he is 
on the way in is the one that is going 
to count. Do not call on your prospect 
at the busiest hour of the day, or the 
busiest day of the week, or the busiest 
season of the year. See him when he 
will be responsive and at a time when 
he will devote the time to listening to 
your story, when he cannot complain 
that he has not the time to talk to you. 

“When a prize fighter feints, he is will- 
ing to make a lead, but he does not al- 


E. W. Owens on Imagination’s Value 


Ernest W. Owen, branch manager Sun 
Life of Canada, Detroit, had as the key- 
note of his address before the Girard 
Life convention last week thirteen keys 
to success. They were the keys of time, 
knowledge, imagination and vision, en- 
thusiasm, work, will power, concentra- 
tion, philosophy of life, opportunity, 
faith, cooperation, achievement and suc- 
cess. Discussing imagination and vision 
he said: 

Imagination is very essential to suc- 
cess. The difference between a success- 
ful salesman and a “dub,” in most in- 
stances, is imagination. 

A great many physicians today are 
following a humdrum practice, but it 
took Pasteur to discover what medicine 
could do, because he had imagination. 
Sir James Simpson discovered chloroform 
because he had imagination. Any one 
of them could have been following the 
everyday humdrum practice of a phy- 
sician, but they went beyond the com- 
mon garden variety and made great dis- 
coveries in the world for the betterment 
of humanity, because they had imagina- 
tion. So it is with any successful in- 


dividual. To be an outstanding success, 
he must have imagination. 

“Some years ago, I decided that I 
would like to sell a contract for my 
company, farther North than anyone 
else in the world, and I went almost to 
the rim of the Arctic and made a sale 
to a man in a Hudson Bay post. One 
thing I have never forgotten as I pene- 
trated that vast country: No matter 
how far I went in, there seemed to be a 
greater urge to keep on and on, and I 
was reminded of that poem by Robert 
Service, who also lived for a time in 
northern Canada, in which he says: 

“‘They say there is always a land of 

beyond 

To us who are true to the trail; 

A vision to seek, and a beckoning peak, 

And a farness that never will fail. 

A pride in our souls, that mocks at a 

goal, 

In manhood, it irks at a bond, 

But, try as we will. unattainable still, 

Behold it! Our land of beyond.’ 

“Closely allied to imagination is vision. 
These two go hand in hand and help 
some to strive for the unattainable.” 





figure a monthly life insurance premium 
on Ordinary life of say $11.93, he would 
have a total monthly payment of $65.98. 
We now have the plan which can be 
presented to the trust company as one 
which would be salable to the borrower. 
We could go a little farther. Since the 
home owner under this arrangement is 








BUT— 


General Agent's Contract. 








WE DO NOT COMPETE 
with our own General Agents— 


We have some open territory in western Pennsylvania, Northern 
New Jersey, Virginia, Indiana, and other points. 
For men of General Agency calibre we have a worth while 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 
















making his mortgage a much better in- 
vestment for the trust company, he is 
entitled to some concessions. They 
should be an extension agreement for 
the ten-year period which relieves the 
owner of any possibility of a demand for 
the money before the expiration of that 
time, and a reduction in the rate of in- 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
insurance. Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 

A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 





ways land a blow. This prevails jn yo 
selling. Many times when a prog, 
cannot talk about business he will , 
about pleasure. Learn about his hob}; 
learn about his pleasures and yoy y 
find when he will not talk about ing 
ance he will talk about these things » 
if you do not sell him insurance, at |p. 
he has gotten to know you a great (, 
better and you have left the way 0p 
to see him again.” 


PLANNING AGENT’S WORK 

Ceneral Agent E. P. Pfister Says Th, 

He Should Divide City Into Se. 
tions When Making Calls 

Addressing the Girard Life conven; 
in Atlantic City last week on organizs 
the daily work of an agent E. P. Pfy, 
general agent, Cleveland, Ohio, adyjc 
agents to devote portions of the day 
definite duties. "J 

“Work out your plan so you are, 
wandering all over town in one day”; 
said. “Divide your city into sectic 
and work each section a certain day 
the week; then when you are ma; 
appointments you will know you willy 
.n that section on a definite day inst; 
of making several appointments in » 
treme parts of the city and spending ly 
your time getting from one appointm 
to the other. 

“A convenient way of keeping tah, 
vour time is a daily pending file y¥ 
thirty-one sections—one for each day; 
the month. When you make your x 
pointment, put a notation in the spay 
provided, then each morning or evens 
when you are scheduling your dy 
work you will have a number of ej 
under that date for a certain loci 
and from your prospect list you can$ 
in enough other calls in that. vicini 
to make a day’s work. Don’t be afr: 
to put in more calls than you will 
able to make. as it is better at the « 
of the day to have had more than} 
could do rather than kill time beew 
someone was not in.” 








terest that he is paying the trust o 
pany of at least one-half of 1%. 
reduction, as I have said, should be! 
view of the fact that he is propos 
to improve the quality of his loan x 
also due to the fact that the trend 
mortgage interest is already downwa 
Many requests are being received rez 
larly by institutions holding mortgz 
for a reduction of interest. It is 
difficult to refuse these requests if th 
are at all reasonable so that the tm 
company will do well to take the 
by the horns’ and receive something! 
return for the consideration they m 
likely would be forced to give a lit 
later. 

“We now have all of the ingredi 
that are necessary to a sales plan ti 
can be presented to the home ovt 
Certain arguments can be presented 
him such as the fact that he is 
repaying a loan which he must 
to do at some time, also that he m 
consider that the amount of paym 
representing amortization of his loan" 
be simply sums put into a savings } 
which result in a rate of 534% oi 
pound interest. This is a result atl 
rate of return that he could not ? 
sibly achieve in any other medium, 
savings without some element of % 
There can be no risk in this plan 
he is only repaying a debt in connec 

(Continued on Page 12) 












John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 
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Massachiselt Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


Bertrand J. Perry, President 


Organized in 1851, the Massachusetts Mutual (owned 
exclusively by its policyholders) has paid to its 
policyholders and their beneficiaries more than 
Seven Hundred and Ninety Million Dollars 


Comparative Summary of 


Annual Statement Figures 




















S December 31, December 31, 
ASSETS _ 1936 1937 
Bonds, Mortgages, and other Assets... . . $552,883,174 $590,199,665 
Interest Due and Accrued............. 7,651,700 7,689,945 
Premiums Due and Accrued............ 11,578,083 11,798,759 
$572,112,957 $609,688,369 
LIABILITIES 
eee Terre $440,240,634 $468,109,088 
Policyholders’ ci al aN i ih oy gs 97,137,180 105,482,458 
Policy Claims in process of settlement. . . . 2,018,383 1,767,712 
Dividends to Policyholders............. 4,784,907 4,948,545 
a la aerate 2,090,951 2,228,182 
Miscellaneous Liabilities............... 291,028 487,161 
$546,563,083 $583,023,146 
Special Reserves .......06csecssceveess 5,500,000 6,000,000 
$552,063,083 $589,023,146 
AN sg hcl wah dca os $ 20,049,874  $ 20,665,223 


TOTAL CONTINGENCY FUNDS.... 


$ 25,549,874 


$ 26,665,223 


On December 31, 1937, the Company had in its Offices and in Banks 


Cash Balances of over EIGHT MILLION DOLLARS 


And held more than FORTY-SEVEN MILLION 
DOLLARS in United States Government Bonds 


During the year 1937 the Company paid to Policyholders and Beneficiaries 
the sum of FORTY-SIX MILLION DOLLARS 
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IDEAS that CLICK 
By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 17 





In every life insurance sale there is a 
motive on the part of the buyer for buy- 
ing. When the agent discovers that mo- 
tive and makes his presentation conform 








Commodore! 


Smooth sailing past 60, 
to it, he is approaching the close and 
with the close comes the pay-off. 

Oftentimes an agent gets all the fac- 
tual information: date of birth, ages of 
the wife and children, minimum income 
requirements. But he fails to discover 
the man’s “buying philosophy.” A sec- 
ond agent drops in on the same prospect, 
discovers that the man’s big interest in 
life is sailboating and appealing to that 
interest sells a retirement income con- 
tract, at the same time providing the 
needed protection for wife and children 

F. Turner Munsell, manager of the 
Vanderbilt branch, New York Life in 
New York City, in view of those buying 
motives, advises his agents to shift the 
appeal as a regular and important part 
of the organized close. Having present- 
ed an insurance proposal, they try to 
uncover their prospect’s “buying philoso- 
phy.” 

There’s a vulnerable spot in every 
man’s armor, Mr. Munsell declares. 
Shift the appeal to profit, ambition, self- 
ishness, pride, love, fear, duty or any 
other of those certain incitements which 
move people to action. When the right 
appeal is discovered, direct the close of 
the through that channel. 

Here is an actual case: Mr. Munsell’s 
prospect was a wealthy widow whose 
evident need was insurance for tax pur- 
poses. She had no desire to buy for 
that reason. Conversation revealed that 
she possessed a deep devotion for her 
two children, a son and daughter, and 
also brought out that the father had left 
to each child a trust fund with the right 
to draw out principal as well as interest. 
Pointing out the possibility that that 
source of income might become dissi- 
pated, Mr. Munsell suggested that his 
prospect set up an additional trust which 
would always provide the children with 
“an income from mother.” The appeal 
was right. The widow bought insurance 
on her life to set up a substantial fund 
under interest option for each child. 

The agent has a far better chance of 
closing the case when he finds the cor- 
rect appeal to the buyer. 


sale 


Some New Top een Made 
By National Life of Vermont 


The National Life of Vermont closed 
the year with new insurance amounting 
to $47,139,782, an increase of 3.29%. In- 
surance in force reached a total of $533,- 
955,109, an increase of $14,174,100, being 
the largest increase for any year since 
1930. 

Assets as of the end of last year 
reached a new high figure for the com- 
pany at $195,971,063, an increase of $8,- 
196,533, which was a gain of 50% in as- 
sets since 1929, 

The mortality rate was only 52.81% of 
the expected, the lowest mortality the 
company has experienced in ten years. 


Net interest earned on invested assets 
was 3.62%. 





SIX ACCORDED HONORS 





Members of Davis Agency in New York 
on Phoenix Mutual Life Presi- 
dent’s Staff for 1938 

Six members of the Sam P. Davis 
agency, Phoenix Mutual Life in New 
York, have been notified of their ap- 
pointment by President Arthur M. Col- 
lens to serve on his field staff during 
1938. They are: Adolph Frankel, Wil- 
liam J. Huber, H. Reuben Johnson, I. 
Austin Kelly, 3rd, John H. Kull and 
Stanley V. Wright. 

This recognition comes as a reward 
for particularly outstanding work in_ all 
details of selling and servicing. The 
honor, which must be earned each year, 
gives the appointees the opportunity to 
work in closer cooperation with the home 
office for the improv ement and extension 
of the company’s service to the public. 





T. A. BRADSHAW PROMOTED 

Thomas A. Bradshaw, law assistant at 
the home office of the Provident Mu- 
tual Life, has been promoted to assistant 
counsel. 





¢. O. Fischer Shuns 
Dependence on Luck 


WAS SPEAKER AT BALTIMORE 





Charleston Agency of Massachusetts 
Mutual Awards Three Cups For 
Efforts During Contest 





Addressing the luncheon meeting of 
the Baltimore Life Underwriters, Jan- 
uary 13, Chester O. Fischer, vice-presi- 
dent Massachusetts Mutual, emphasized 
the futility of depending upon luck in 
the hope of being successful. 

“A man may be lucky for one day 
or one week, but he certainly is not go- 
ing to be lucky for a whole year,” said 
Mr. Fischer. “When the close of 1938 
rolls around, if you are inclined to say, 
‘I was lucky this year,’ pause and look 
over your shoulder. As you review your 
activities and your accomplishments, you 
will see that your achievements are the 
results of your own good common sense. 
You will recall many instances when you 
cracked the whiplash of intelligent will 
power over yourself and forced yourself 
to conform to the rigid rules of time and 
effort control. You will remember that 
you adhered to those minimum perform- 
ance requirements which have been so 
definitely proved essential that they may 
well be catalogued as fixed laws for suc- 
cess in life underwriting, practically as 
fixed as the law of gravity.” | 

Mr. Fischer was met in Baltimore by 
Lloyd Mallon, agency assistant. Three 
loving cups were awarded during an 
agency meeting in Charleston, closing a 
sales contest. The first cup was won by 
the Charleston agency, in competition 
against the company’s agency in Louis- 
ville. The second cup went to B. Frank 
Marlowe for the largest number of lives 
insured during the contest period, and 
W. McKinley Scott was awarded the cup 
for the largest premium volume during 
the period. 
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J. Raymond Schutz, Educator, 
Heads Standard Life of Ind, 


J. Raymond Schutz, who for twenty 
years has been director of sociology and 
economics at North Manchester Col. 
lege, has been elected president of the 
Standard Life of Indiana by the board 
of directors. A director of the com. 
pany, he succeeds Harry G. Leslie, for. 
mer governor of Indiana and one of the 
founders of the company, who died in 
December. He is a widely-known lec. 
turer on insurance and economics. He 
was educated at Yale and Oxford Uni- 
versitics and at the University of 
Geneva, Switzerland. He helped or. 
ganize the company. 

The board announced that, despite the 
business recession, the company made a 
net gain of $2,869,000 last year with a 
net increase in resources of $174,255.37 
and a 90% increase in life insurance in 
force December 31 last year as con- 
pared with the same date a year ago. 





Camps Heads Boston Mgrs. 


At the annual meeting of the General 
Agents and Managers Association of 
Boston held this week, Manuel Camps, 
Jr., general agent, Penn Mutual, and 
immediate past president of the. Boston 
Life Underwriters Association, was 
clected president. 


PRU. N.Y.C. MEDICAL REFEREE 


The appointment of Dr. Berthold R. 
Comeau as medical referee for the Pru- 
dential with offices at 150 Broadway, 
New York City, was announced by Dr. 
Chester T. Brown, the company’s medical 
director. Dr. Comeau will succeed Dr. 
Paul E. Carlisle, who after several years 
as medical referee in the New York 
territory has been transferred to the 
home office as associate medical director. 


MUTUAL LIFE TRUSTEE 


Robert C. Stanley, president, Interna- 
tional Nickel Co., has been elected a 
trustee of the Mutual Life of New York. 


W. A. PAXTON A DIRECTOR 


Walter “A. Paxton, treasurer of the 
Berkshire Life, has been elected a direc- 
tor succeeding the late Z. Marshall 
Crane. 


H. T. BURNETT A DIRECTOR 

H. T. Burnett, agency vice-president 
of the Reliance Life, has been elected a 
director, 


THOMAS LOONEY DEAD 
Thomas Looney, general agent for the 
Massachusetts “Mutual in Memphis, 
Tenn., died last week. Mr. Looney had 
been with the company for many years 
and had trained many men to be suc- 
cessful life insurance producers. 




















EDWARD L. FOUTCH DEAD 
Edward L. Foutch, president of the 
Pyramid Life of Topeka, 
office of which is in Kansas City, died 
on Monday at 48. 
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Raiding of Social 
Security Funds Seen 
PRESENT GOVERNMENT PLAN 





President Linton of Provident Mutual 
Talks on Growing Tax Burden 
and Unsound Financing 





Addressing a joint meeting last week 
of the Philadelphia Chapter, National 
Association of Cost Accountants and the 
National Management Association at the 
Stephen Girard Hotel, Philadelphia, M. 
Albert Linton, president Provident Mu- 
tual Life, predicted that the Social Se- 
curity program would result in too heavy 
a tax burden for the future. “The pres- 
ent plan carefully limits the pensions we 
shall have to pay in the near future,” he 
said, “but it passes on to the distant 
a pension burden that is esti- 
mated to be equivalent to nearly 10% 
of the earnings of the workers then in 
the taxpaying group. And furthermore, 
there is talk of possibly including other 
types of benefits in the contributory 
plan. It has been indicated that sur- 
vivors’ benefits (meaning perhaps wid- 
ows’ pensions and aliowances for de- 
pendent children of insured persons who 
die before age 65) and total permanent 
disability benefits might be added. li 
this were done it might double the bene- 
fit load, raising it ultimately to 20% of 
the earnings of the taxpaying group. 

Would Exploit Funds 

“The President’s most recent budget 
message indicated that the billion dollar 
deficit would be covered by borrowing 
from social security and other ‘funds and 
not by borrowing from the public. We 
have not the slightest doubt that the 
presence of social security funds in 
large volume will have the effect of 
stimulating unwise expenditures that 
would not have been made had it been 
necessary to levy new taxes or to bor- 
row money to cover them. 

“It will not take long for pressure 
groups to find out that social security 
funds can be obtained simply by issuing 
special treasury securities to the social 
security accounts. The presence of these 
government securities in the reserve ac- 
count would make the account appear to 
the public to be on just as solvent and 
orthodox a basis as though the money 
had been applied to retire publicly held 
debt. This certainly is cause for deep 
concern,” 


TRIBUTE TO 79-YEAR-OLD AGENT 


Ralph Mowry of Buffalo Given Birthday 
Party; Praised by J. Harry 
Wood; Gets Gift 
The regular annual meeting of the 
Buffalo general agency, John Hancock, 
on January 15 was made the occasion 
of a birthday dinner party for Agent 
Ralph Mowry, 79 years old. Associ- 
ated with the Buffalo office since 1910, 
he was presented with a leather booklet 
containing an original poem and _ in- 

scribed by all those present. 

General Agent Percy G. Lapey was 
toastmaster and introduced J. Harry 
Wood, manager of general agencies, who 
brought greetings of home office. 











METROPOLITAN FILES PLANS 
Plans for the Metropolitan Life’s new 
twenty-eight story unit of the home office 
to be erected facing Madison Square 
and adjoining the present new building 
on Twenty-fourth Street, New York 
City, were filed with the Manhattan 
Housing and Building Department on 
Wednesday. 


BERT STOWELL PARTY 
The Bert Stowell agency, Provident 
Mutual Life, New Brunswick, N. J., held 
an agency party last weck with Willard 
K. Wise, agency vice-president, as 
speaker. 








FORMER DIRECTOR DIES 
John Winthrop Auchincloss, member 
of an old New York family, who died in 
New York City this week, was formerly 
y.crecter of the Mutual Life of New 

ork, 


He was &. 








COLUMBIAN NATIONAL LEADERS 


Shearer Agency, Boston, Led Field; 

Foremost Personal Producer Louis 

J. Rosenberg, South Bend 

News of his company’s top five agen- 
cies in life production during 1937 has 
just been released by A. A. McFall, vice- 
president, Columbian National Life. 
Leading the field was the Howard A. 
Shearer agency, Boston; second, Mid- 
town agency, New York; third, fourth 
and fifth, in that order, Harmelin agency, 
New York; Beardslee agency, New York, 
and the Lamb agency, Chicago. 

Top agencies in total of new issued 
accident and health premiums were the 
George L. Dyer Co., St. Louis; Shearer 
agency, Boston, and Nesbitt agency, 
Springfield, Mass. 

Leading personal producer of the com- 
pany last year was Louis J. Rosenberg, 
general agent, South Bend, Ind. Mr. 
Rosenberg earned the presidency and 
secretaryship of the Columbian Na- 
tional’s Star Producers Club for his ex- 
cellent production record. Unfortunately 
he will not be present when the club 
holds its meeting in Bermuda next month 
because he has been in poor health 
lately. Taking his place will be vice- 
president of the club, Russell A. Free- 
man, Idaho Falls. 





New England Mutual Starts 
Plans for New Home Office 


The New England Mutual Life, which 
last year acquired a site for a new home 
office building in the Copley Square dis- 
trict of Boston Back Bay, will proceed 
at once to prepare plans for construc- 
tion of its new home office which will 
start some time in 1939. The Boston 
architectural firm of Cram & Ferguson 
has been selected to draw the plans and 
associated with them will be another 
firm of architects, Perry, Shaw & Hep- 
burn, also of Boston. 


The site of the new home office build- 
ing embraces about two acres and covers 
the block bounded by Boylston, Claren- 
don and Newbury Streets, property for- 
merly owned by the Massachusetts In- 
stitute of Technology. The New Eng- 
land Mutual, now in its one hundred 
and third year since being chartered, has 
occupied its present home office in Post 
Office Square at 87 Milk Street since 
1875. This was the company’s third 
home office, the first being on State 
Street in the location now occupied by 
the Merchants National Bank and the 
second on the corner of State and Con- 
gress Streets where the State Street 
Trust Co. now stands. 


Berkshire Life Makes An 


Invested Income Increase 

In the financial statement of the Berk- 
shire Life covering the business of 1937 
one item which stands out is an in- 
crease in interest earnings for the year 
of more than $50,000 in spite of the diffi- 
culty all companies are experiencing in 
finding suitable investments showing a 
satisfactory interest return as well as 
the fact that the company’s cash and 
short term government certificates had 
increased substantially. 

Payments to policyholders were close 
to $5,000,000, the excess of income over 
disbursements being more than $3,- 
000,000. 

Total admitted assets at the close of 
the year increased by more than $2,500,- 
000 ‘to $58,900,000. New insurance placed 
was in excess of $16,000,000, the total 
amount in force at the close of the year 


being $208,607,820. 


TAXI DEATH LOSS IS $90,000 
Philip C. Rider, New York broker, 
was killed as a result of a triple taxicab 





crash at Seventh Avenue and Forty- 
eighth Street, Monday night. He had 
suffered a fractured skull. Mr. Rider 


carried $45,000 accident insurance and 
policy had double indemnity provision. 





Case of 


the Van Burens 





SECOND SESSION 
January 31st 


Insurance Tax Service 
Prentice-Hall Inc. 


Former President, 





THIRD SESSION 
February 7th 
Mr. Jacob Mertens, Jr. 


Partner, Davies, Auerbach & 
Cornell. 


Mr. Edward I. Sproull 
Partner, Quinn, Berran & Co. 
Accountants. 





FOURTH SESSION 
February 14th 


. Mr. Valentine Howell 


Associate Actuary. 


Mr. Harris L. Wofford 


Mr. John D. Smyers, Editor 


Mr. C. Lamont Post, C. L. U. 
Chartered Life 
Underwriters. New York Chapter. 


tions made. 


carry on at the 














THE és 
PRUDENTIAL * 


MAS THE 
STRENGTH OF 
GIBRALTAR 





The estates of the members of the Van Buren 
family were carefully examined for us by 
representatives of The Chase National Bank at 
our first session on January 24th. 


We are deeply grateful to these gentlemen for 
the time and effort expended by them in their 
study of this interesting case. 


We feel our agency members and other friends 
present have benefited materially from the 
constructive analysis and sound recommenda- 


The Underwriter and the Insurance Tax Editor 


Second Session—DRUG & CHEMICAL CLUB 
Monday, January 31st at 4:30 P.M. 


PLEASE BE IN YOUR SEATS PROMPTLY 


HARRIS L. WOFFORD, C. L. U. Manager 


And Associates 


Frank J. Mulligan, Assistant Manager 
Presiding 


Manhattan Ordinary Agency 


The Prudential Insurance Company of America 
Home Office: Newark, N. J. 


90 John Street 


New York City 


Telephone BEekman 3-8036 
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Group Life Increased 
Over 30% Last Year 


ORDINARY BUSINESS IS UP 3.9% 





Total New Insurance Written Last Year 
By Forty Companies Was Close 
To $9,000,000,000 





Figures compiled by the Association 
of Life Insurance Presidents from re- 
ports of forty companies having 82% 
of the total life insurance outstanding 
discloses that the total new paid-for 
business of these companies for 1937 was 
$8,991,807,000 against $8,651,636,000 in 
1936—an increase of 3.9%. Ordinary in- 
surance totaled $5,590,982,000 against $5,- 


371,239,000—an increase of 4.1%. In- 
dustrial insurance was $2,640,144,000 in 
comparison with $2,695,602,000—a_ de- 


crease of 2.1%. Group insurance amount- 
ed to $760,681,000 against $584,795,000— 
an increase of 30.1%. 

For December of 1937, new life insur- 
ance was 5.1% less than for December, 
193%. The total for December, 1937, was 
$763,692,000 as contrasted with $805,077,- 
000 for December, 1936. Ordinary in- 
surance was $462,582,000 against $508,- 
144,000—a decrease of 9%. Industrial in- 
surance was $213,976,000 against $216,- 
363,000—a decrease of 1.1%. Group in- 
surance was the only class to show a 
gain being $87,134,000 against $80,570,- 

an increase of 8.1%. 





Mutualization of General 
American Is Progressing 


Another substantial forward step in 
complete mutualization of the General 
American Life was taken at a meeting 
of the company’s board in St. Louis, 
January 21, when a total of 7,417 shares 
of the company stock was called for re- 
tirement. A total of $445,020 was set 
aside to pay off this stock at the price 
of $60 per share plus accrued interest 
that was agreed upon in 1936 when the 
mutualization plan for the company was 
arranged. 

This stock, plus the shares that were 
retired in 193 and 1937, brings to a 
total of 14,250 shares the amount of the 
original capital stock that is now retired 
for the benefit of the policyholders. This 
is 281%4% of the 50,000 shares of stock 
originally outstanding. 

The directors asserted that in order 
to further complete mutualization it is 
their purpose to apply $777,000 for stock 
retirement in 1938, 1939 and 1940. Ex- 
cluding the shares now being called for 
retirement there are 35,750 shares re- 
maining outstanding that are subject to 
call under the mutualization program. 

Otto J. Burian, who has been actuary 
for the General American Life since 1933 
has been elected vice-president and ac- 
tuary. Laurence A. Smith was elected 
comptroller, Fred H. Eyler, assistant 
comptroller; Anthony Gatzert, who had 
been assistant secretary, becomes agency 
secretary. 





RELICENSED IN MISSOURI 


With approval of Governor Stark the 
Missouri Department has reinstated li- 
censes of the Modern Woodmen of 
America and the Knights of Columbus. 
Both these concerns were barred from 
doing business in Missouri in 1936 by 
former Superintendent of Insurance 
O'Malley. 





WANTS BANK LIFE INSURANCE 
Low cost life insurance, supervised by 
the State Banking Department, is pro- 
posed by New Jersey Assemblyman Os- 
car R. Wilensky of Passaic. A _ plan 
similar to that in operation in Massa- 
chusetts is being framed into legislation 
by the Passaic legislator, who proposes 
to introduce the bill within a few weeks. 





WRITINGS IN NEW YORK CITY 

The Life Underwriters Association of 
the City of New York estimates total 
sales of life insurance in its territory 
in December, 1936, were $62,867,000, and 
in December, 1937, $53,536,000. 


The Wife's Spot in Insurance 


One of the outstanding papers read 
before the Girard Life convention in At- 
lantic City last week was the one de- 
livered by Mrs. Louis H. Baxter, wife 
of the company’s Chicago general agent. 
It told how an insurance man’s wife can 
help her husband. She began by say- 
ing that an insurance man’s wife needs 


MRS. LOUIS H. BAXTER 


a good managing head, particularly the 
ability to manage money. She then took 
up conditions in the home and what 
should be the attitude of a wife when 
her husband is away from the home so 
much on business. In part she said: 

“Good health is very essential to the 
well-being of a salesman and health is 
greatly influenced by the conditions in 
the home—mental conditions, I mean. 
We all know discouragement is harmful. 
Scolding is harmful. Sarcasm is harmful. 

“We hear a lot these days about hus- 
bands being in the ‘doghouse. When 
the husband is in the ‘doghouse’ it means 
that he has done something that has 
irritated or earned the disapproval of 
his wife. When husbands are in the 
‘doghouse’ they do not expect any favo- 
rite dishes at mealtime, or to have any 
clean linen laid out. They just crawl 
into the darkest corner of their ‘dog- 
house’ and stay there. Some of their 
men friends may come around and throw 
them a few bones, but more than likely 
they will want sympathy, as they may 
be in the ‘doghouse’ too. 

“Seriously, this ‘doghouse’ business can 
hurt your husband in more ways than 
one. I have a friend who is continually 
at her husband because he works late 
every evening. He is not in the life in- 
surance business either. About two years 
ago he was sent to another city to put 
a shipping concern on its feet and he 
is doing it, but only through his own 
efforts and not with the assistance of 
his wife. She is constantly complaining 
that he is ‘late for dinner,’ ‘brings home 
work,’ ‘makes flying trips to New York.’ 
and so it goes. 

Avoiding Irritation 
“Tt is mighty hard not to find fault 


GENERAL LIFE CENTENARY 

That the General Life of London cele- 
brated its centenary December 25 brings 
to light the interesting fact that one 
hundred years ago Christmas Day was 
not observed universally as a public holi- 
day. The office was founded Christmas 
Day, 1837, as the Protestant Dissenters’ 
& General Life & Fire Assurance Co. 
Ten years later the board decided to en- 
ter the open market for business and the 
limiting reference to Protestant Dissen- 
ters was accordingly dropped. When the 
fire business was sold in the nineties the 
title was cut again ‘to its present simpli- 
fied form. 





and nag. I am not saying I have never 
nagged, but I have tried to stop. Maybe 
I haven’t quite succeeded. I still catch 
myself up once in awhile. We all have 
tempers and some of us can conceal 
them more successfully than others; but 
when you wait for two hours in front 
of a business building for your husband 
to pick you up and take you to a dinner 
party, can you take it and grin? The 
answer is NO. But for goodness sake 
know enough to ston the scolding after 
a certain amount of it. 

“You can stand anything if it is for 
business. You not only can, but you 
must; that is, you must if vou want your 
husband to succeed in life insurance 
selling. 


Building Enthusiasm 


“It is a woman’s job to build his en- 
thusiasm. Now I am not speaking of 
earning wives or career wives. I am 
discussing the millions of women who 
live in their homes and send their hus- 
bands out each day into a competitive 
world to earn a living. Her lot is not 
easy. Her field, the home, is cftcn mere 
drab monotony broken by hectic domes- 
tic emergencies and the man’s contribu- 
tion is generally merely the financial one. 
Her part is to take care of the children, 
and see that there are good meals and 
solid comfort for her family. Often she 
is tired out and untidy at the end of 
the day—the time she knows she should 
be neat and cheery. She must meet her 
returning husband with a smile. Isn’t he, 
in effect, a king re-entering his king- 
dom? It is a pity more wives do not 
realize this and meet their husbands with 
this in mind. 

It doesn’t take much effort to draw 
out the activities of your husband’s busi- 
ness day. Sometimes he wants to for- 
get his business; but if you show some 
interest in what he is doing he will 
gradually begin to talk. Try to excel 
in helping him. You must believe in 
him and his ability; and if you succeed 
in building up his enthusiasm for his 
business, he won’t let you down. 


Hobbies 


“The word living to me and living 
suggests not only the every day routine 
of work—it suggests something outside 
and beyond: hobbies. Has your hus- 
band any hobbies? What do you do 
about them? My husband is very fond 
of horseback riding. He cannot allow 
much time for this pleasure but he has 
figured it all out and combines business 
with pleasure. This not only satisfies his 
craving for horses and riding, but it 
gives him business contacts. 

“Once a week we have friends in or 
go to the homes of friends, and the rest 
of the week—well—I live alone and try 
to like it. Every time I see the title of 
Marjory Hillis’ little book ‘Live Alone 
and Like It,’ I have to chuckle to myself 
because that is practically what the wife 
of a life insurance salesman does, and 
being the wife of a life insurance sales- 
man I do it myself—that is, figuratively 
speaking. Fortunately, I do a great deal 
of reading. I have one boy of 14 who 
keeps me fairly busy. I minded dread- 
fully being left alone so much in the 
very early stages of the business, but I 
soon got over that and looked at things 
as sensibly as I could.” 





GUARANTEE MUTUAL MEETING 


Fifty-four general agents of the Guar- 
antee Mutual Life, Omaha, from twenty 
states, were in attendance at a four- 
day agency building conference held at 
the home office January 17 to January 
20, under direction of A. Olson, 
agency vice-president. A new plan of 
agency building that includes a series 
of rating charts for analyzing and scor- 
ing new agents was discussed. This 
feature, which is based upon the com- 
pany’s own experience, was enthusias- 
tically received. The program included 
group meetings of the company’s three 
new field divisions. 


Eisendrath Agency Expands; 
New Brokerage Manager 


The Julius M. Eijsendrath agency 
Guardian Life, New York City, following 
the close of a successful year which 
showed a substantial increase in volume 
of production over 1936, has taken ad. 
ditional space adjoining its present of. 
fices on the ninth floor of the Enipire 
State Building and is planning an ex. 
pansion program for 1938 which will 
mean the addition of several new men 
to the agency force. 

Leo Louprette, who has been with the 
Guardian Life in New York City for 
number of years, has just been appointed 
brokerage manager in the Eisendrath 
agency. 

Ivan S. Spring, formerly brokerage 
manager, has been promoted to position 
of agency cashier. His appointment js 
based on Mr. Eisendrath’s belief that it 
is advantageous to have a cashier who 
is a practical life insurance man. Mr. 
Spring is a C. L. U. 

Now entering its sixth year the Eisen- 
drath agency is one of the leaders of 
the company, standing second among all 
Guardian agencies in 1937. George L. 
Bobbe is production manager. 


BIDS FOR REINSURANCE 








Various Proposals Made to Take Cos- 
mopolitan Life Business or Service 
Thrift Certificates 

Proposals for reinsurance of the Cos- 
mopolitan Old Line Life, service of thrift 
certificates and handling of approximate- 
ly $3,000,000 in assets in liquidation of 
the company as ordered by the court 
were submitted to District Court at Lin- 
coln, Neb. At a joint conference of the 
court, attorneys for the companies sub- 
mitting bids, and the Insurance Depart- 
ment, the various bids were studied and 
the successful bidders will be announced. 
_ The proposals submitted were offers 
in some instances only for reinsurance 
of the life business and in some in- 
stances to service thrift business. In 
others it was proposed to handle both. 





Mortgage Plan 


(Continued from Page 8) 
with which he has given his personal 
bond. 
Agent Indispensable 


“There is one factor still left in the 
plan and this is to fit into the picture the 
need for the life insurance agent’s ser- 
vices. To my mind he is indispensable 
for several reasons: First, to the trust 
company because this plan cannot be pre- 
sented properly and explained thorough- 
ly without the services of an expert. To 
hire men to do this would entail con- 
siderable expense. The insurance agent 
can render this service to the trust com- 
pany at no expense to them. He is ask- 
ing for one thing only—the aid and co- 
operation of the trust company in his 
work and their request for life in- 
surance to accompany the arrangement, 
this life insurance to be assigned as ad- 
ditional security in the event the home 
owner should not live to make the pay- 
ments he has agreed upon. The insur- 
ance agent is not only indispensable be- 
cause he can render the service at no 
cost, but also because the home owner 
needs a personal solicitation with an ex- 
planation in order to be truly sold rather 
than forced or to have the feeling of 
being forced to do something he is not 
thoroughly convinced is to his best in- 
terest.” 


TO TALK ON RECRUITING 

Robert E. Wilkins, home office super- 
visor of Ordinary agencies, Prudential, 
will be guest speaker at the first lunch- 
eon meeting of the season of the Life 
Insurance General Agents and Managers 
Association of Northern New Jersey in 
Newark February 1. 








Thorpe B. Isaacson has been appoint- 
ed general agent for the Lincoln Nation- 
al Life in Utah and southern Idaho with 
headquarters at Salt Lake City. 
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.  uvpenwerTer Cements ; 
’ Co : EMPLOYES WROTE $1,096,918 MAKING POLICIES ATTRACTIVE LONDON LIFE APPOINTMENT 
ands; ansas City Life Shows During 1937 $1,096,918 was produced Since January 1 Acacia Mutual Life The London Life, Canada, has opened 
anager Substantial Increases by office employes of the Edward A. policies have been issued in popular legal a new Ordinary branch office in the 
: : anees Clty Like of Cit Woods agency of Pittsburgh. Among brief form, with a design developed by Transportation Building, Montreal, with 
, Agency, The Kansas City — = pore ty, those writing policies were numerous Lester Douglas in cooperation with the J. M. Brown, formerly manager of Phil- 
ollowing fifo, closed the year with su — clerks and stenographers. Maurice B. company’s policy revision committee, lips Square branch, Montreal, manager; 
r which [Rains in all departments as shown by Cohill, assistant manager, had under his Howard W. Kacy, chairman. The new J. A. Sully, formerly manager for Man- 
on Or nowy ho gl OO $3 a team captains underwhom policy design combines attractiveness itoba and northern Ontario, succeeds 
n ad- Assets i d “a , : : ° =n i ae 
sent of. [yi000, standing at the close of the year were divided the office boys and girls. with readability. him at Phillips Square. 
Empire [Bt $105,242,470. The increase in insure OS — 
an ex- [ence in force for the year was $10,828,- 
ich will JK) making the total business in force 
ew men 6,530,497. Total payments to policy- 
olders during the year amounted to 
with the [f0260,450. 
ty for a In addition to legal reserves the Kan- 
Ppointed [as City Life has several special reserve _ 
sendrath [Biems and an unassigned surplus exceed- 
ng $6,000,000, with total surplus for pro- 
‘okerage [ection of policyholders of $8,889,495. 
Position — Moy f 
ment is MISSTATEMENT VOIDS POLICY ae i 
f that it sume 
ier who [Not Necessary to Show Fraudulent In- ~ 
in. Mr, tent as Long as Answers Were 
Material to Contract 
e Eisen- The Indiana Supreme Court has ruled 
iders of [that incorrect answers to. questions in 
nong all [applications for life policies are suffi- aw Pp L U %. 
orge L, [cient grounds to give insurance compa- 
nies the right to — ea Bs 
jeath of the insured. e rule, e P : — . 
E om held, applied whether or not there : e All life insurance advertising, into whatever 
as intent to defraud the company, 1 - ° ° ° e ° ° ° . 
ke Cos- ce questions incorrectly answered were designation it — fall — institutional, historical, 
rvice = material to the insurance contract. informative, selling—builds prestige for the writing 
The decision was made in an appeal 
he Cos- [foi the New York Life against Mrs. Anna y: agent. 
of thrift [Bi Kuhlenschmidt of Evansville. The Pe : 
ximate- geompany contested the policy issued to t © The 1938 campaign of the John Hancock adds a 
tion of [pier husband. The widow won a suit in ne te tice build; by b “ed 
e court fmtie vote Court = = gagon — the pius to its prestige building power by becoming a 
ine [psupreme Court ordered a new trial. 2 ° i ae 
a latinn to evidence Mr. Kuhlen- al step - an organized ane anne an actual 
es sub- [schmidt stated that he never had had =| tool in the writing agent’s kit. 
Depart- [ge disease of the kidneys, when in fact ra te 
ied and fie had consulted a kidney specialist only : ¢ For each 1938 advertisement, which concentrates 
ounced few months before. His death about 2 . : eng 
offers ie year od obtaining the policy resulted ag its appeal on a single life insurance need, a com- 
from another cause. Ba. > r 3 
mein. @ The court held: “If it is to be as- RE plete selling kit has been devised . . . a follow- 
ss. In [Bsmed that there is no fraud shown, the through which puts the agent strongly in the 
e both, efect of the statute is to make the wore. = gi * 3 
statements representations and that if a. advertising picture. 
hese representations are material to the . 
contract and are not substantially cor- * In the agent’s kit will be the following sales helps: 
rect, it is sufficient defense to the policy 
regardless of whether they were made A BOOKLET thoroughly descriptive of the 
fraudulently or otherwise. z 
ersonal plan advertised. 










NEW POST FOR E. J. PHELPS, JR. 





in the —Made Associate General Agent of Mas- 
ure the sachusetts Mutual Life in Omaha; 
’s ser- Father Was General Agent 







ensable Edward J. Phelps, Jr., for sixteen years 
e trust [Basociated with an agency of which has 
be pre- [Rfather was general agent for twenty- 
rough- [eight years, retiring recently, has been 






rt. To fRapointed associate general agent of the 
il con- #\assachusetts Mutual agency in Omaha, 
- agent [Bby Ernest Whitlock, General Agent. The 


it com- 
is ask- 
nd co- 
in his 
fe in- 
ement, 
as ad- 
home 
e pay- 
insur- 
le be- 
at no 
owner 
an eX- 















appointment became effective January 11. 


Mr. Phelps, a Chartered Life Under- 


writer since 1935, is a graduate of Le- 
land Stanford University. 
A. E. F., he was in overseas service dur- 
ing the World War. 
Interrupted record of consecutive weekly 
production throughout his sixteen years 
in the field. His sales have averaged 
$350,000 annually through the past ten 
years, 


With the 


He has an un- 





ERWIN WINS PRESIDENT’S CUP 
General Agent Walter D. Erwin, Los 


rather BAngeles, is the first American Life In- 
ing of Bsuranc. Co. agency to win the Presi- 
“ = dent's Cup which was put into compe- 
‘st in- 














tion three months ago. I 
reside in the Los Angeles agency until 
April 1 when it will be re-awarded to 


The cup will 





G the agency which shows the largest per- 
wate] tentage of gain in paid business over 
ential, Bthe corresponding period in 1937. The 
lunch- BBLos Angeles agency also received a 
e Life Bheautifut plaque for winning the high 
nagers honors in its division. 
sey in 
ORDINARY SALES IN CHICAGO 

, Estimate of total Ordinary sales for 
point- BDecember as reported by the Chicago 
a ‘ssociation of Life Underwriters is 
> wit 46,392000. The total writings for No- 





vember amounted to $33,477,000. 






ATTRACTIVE LEAFLETS for distribution 


or mailing. 


A DEVICE which will help both agent and 
prospect to more definitely visualize the 
need and the life insurance answer. 


A SALES TALK thoroughly field-tested. 








* To its function of prestige building, this advertising 
adds the plus value of helping to streamline the 
sale. It builds prestige-plus for the John Hancock 
field man. 











lire INSURANCE Company 
or 


JOSTON, Massacmusetrs 


IOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY 


BOSTON MASSACHUSETTS GUY W COX, Presiden: 
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Continental American Field Force 
Enthusiastic at Annual Meeting 


When the gavel sounded calling into 
i meeting of the Conti- 
nental American Life at Wilmingt 

Del, last week William M. Rothae 


vice - president of 


1 
> annua 


mel, 
that 


Was 


recently made 
charge of production 
He had to deliver a pro- 


g« ods to 


company in 
on a hot spot. 
duction vice-president’s bill of 
Continental 
gents 


American 

general a and 
short notice at the 
selection for the 
called upon to 
directors of the 
Life. It 
Rothaermel got off 


the cream of the 
Life managers, 


agents on very and 
same time justify his 
important post he 
fill to the officers and 
Continental 
said Vice-President 
to a flying start by providing a program 
full of helpful material for the dual 
meeting and injecting enough pep into 


was 


American can be 


By W. L. Hadley 


session 


a lively 


the proceedings to enable each 
to move along to auinien at 
tempo. It was a good meeting. 


The session on Friday when Vice- 
President Rothaermel presided over a 
Panel Discussion of Sales Methods and 
Sales Technique” in which seven very 
diversified stars of the Continental Amer- 
ican production family were put through 
their paces by their new chief was par- 
ticularly good. There was most prolific 
note taking on the part of the listeners 
and highly complimentary remarks were 


heard throughout the audience at its 
conclusion. 
No life insurance company is more 


happily blessed in the possession of an 
outstanding student of economics than is 
the Continental American Life in the 
person of Vice-President Claude L. Ben- 
ner, who is charged with the investment 
activities of that company. His talks 
before the agency forces of the Conti- 


Continental American Leaders Tell 
Of Sales Methods That Succeeded 


Leaders of the Continental American 
field force who met in Hotel DuPont, 
Wilmington, last week discussed their 
selling methods and heard President A. A. 
Rydgren on the results of last year’s 
business 

Vice-President W. M. 
stalled the officers of the Leaders Club 
for 1938-39. a y were: Harry Greene 
of Newark, J., president, who topped 
the rank of - Leaders Club, and Mat- 
thew J. Lauer, general agent, New York 
City, vice-president, who was second in 
point production, The other members of 
the Leaders Club follow: Jules Anzel, 
Kruh Agency, N. Y.; Louis May, Hancel 
Agency, N. Y.; Arthur B. Cheyney, 
Philadelphia Branch; Samuel E. Sproul, 
Wilmington Branch; Max J. Hancel, 
Hancel Agency, N. Y.; Sam’ B. Sapir- 
stein, Lauer Agency, N. Y.; Herman V. 
Nathanson, Lauer Agency, N. Y.; Mah- 
lon B. Simon, Philadelphia Branch; 
Murray April, Hancel Agency, New 
York; Robert Kruh, Kruh Agency, N. 
Y.; Harry Schultz, Lauer Agency, N. Y.; 
Ralph R. Purnell, Salisbury Branch; 
William S. Carmine, Salisbury Branch; 


Rothaermel in- 


George J. Ainbinder, Newark Branch; 
David Moskowitz, Newark Branch, and 
Robert S. O'Neill, Syracuse Branch. 
Irving sm of the M. J. Lauer 
Agency, New York City, was installed as 
commander-in-chief of the 1938 Minute 
Men Club. He won this position by 
leading the members of the Minute Men 
Club. General Agent E. D. Turner, Jr., 


Richniond was installed as lieutenant 


commander, he being second in volume 
in the Minute Men Club. The other 
members of the a Men Club are 
Paul B. Passmo Philadelphia; Ells- 
worth C. Burt, " Raltieneoe: Philip H. 
Mathias, Baltimore ; Samuel J. DuBoff, 
Kruh Agency, N. John E. Harris, 
Wilmington; Clarence L. Collison, Salis- 
bury; Jack Tyler, Kruh Agency, N. ee 
Ormond L. Andrew, Salisbury; Charles 


l. Haycraft, Washington; Martin W. 
Lammers, Philadelphia; William  F. 
Craven, Philadelphia; Fred F. Kellogg, 
Mt. Vernon; L. Reyner Dukes, Balti- 
more; Harry W. Alexander, Salisbury; 
Edgar O. Barton, Toledo, and Joseph G. 
Creamer, Hart isburg. 
President Rydg sren in his 
Position at the Beginning of 1938,” 
rratulated — th field force on their 
achievement in 1937. The annual state- 
ment shows a new high in insurance in 


talk, “Our 


con- 


force of $123,390,103, an increase in as- 
sets of 8% to $21,131,862, also a new 
record, and a plus of 6% in new paid 
business with a substantial increase in 
surplus. Mr. Rydgren pointed out that 
the assets of the company have increased 
72% from 1929 to 1937. The new insur- 
ance in 1937 shows an increase of 21% 
over the new insurance written in 1929 
and the insurance in force has increased 
33% during the eight-year period, and 
payments to policyholders have increased 
72%. In discussing the financial strength 
of the company President Rydgren em- 
phasized the fact that the assets are 
valued with conservatism and the first 
aim of the company is security and 
safety. He pointed out that during the 
year 1937 the surplus increased so that 


nental American Life have always been 
mighty important contributions to the 
annual meeting programs. To this writ- 
er’s mind the 130,000,000 folk making up 
the population of this country could 
have listened to his talk last Saturday 
noontime and received inspiration and 
profit thereby. Something of what he 
had to say will be found in another col- 
umn of this report of this meeting. | 
count it a privilege to be permitted to 
present it to the readers of The Eastern 
Underwriter. 

The officers and field force of the 
Continental American Life look into 1938 
with enthusiasm and confidence. The 
fine traditions of the company, the han- 
diwork of the late Philip Burnet, its 
founder and president for many years, 
. projected through its much loved Old 
Guard Organization into the since ac- 
cumulated agency force and they march 
on determined to keep high their banner 
in the firmament of life insurance. 





now the assets are more than 10% in 
excess of policy reserves and all other 
liabilities, giving to policyholders of the 
Continental American an extra margin 
of safety that is approximately double 
that which is usually considered neces- 
sary for a life insurance company. 

Another point emphasized by President 
Rydgren was that Continental American 
had an average policy last year of $5,213 
and 83% of the new business was on 
policies of $5,000 or more, a most re- 
markable and outstanding record. Mr. 
Rydgren expressed confidence in the 
outlook for 1938 and expressed the firm 
belief that the Continental American 
would continue to grow and show an in- 
crease in new business, assets, business 
in force and surplus and paid a tribute to 
the field force for their splendid con- 
tribution. 


Rothaermel Leads Sales Discussion 


Following President Rydgren’s talk 
Vice-President Rothaermel conducted a 
panel discussion on sales technique and 
methods and was in the form of a ques- 


Members of Old Guard Present 





Top row, left to right: 





R. Emory Willey, H. Parker Tull, Jr., J. McFadden 


Dick, Jr., Harland W. Huston, L. Reyner Dukes. 

Bottom row, left to right: J. Graham Shannahan, Harry W. Alexander, William 
S. Carmine, George McIntire, Frank J. Laird, James C. Godwin, Albert M. Walls, 
Clarence C. Collison, Ellsworth C. Burt, Dabney M. Wharton, Arthur B. Cheyney 
(Captain of Old Guard Organization), B. C. Vincent, Howard A. Todd. 


January 28, 19% 





 emmiin me Officers 
Precedes Annual Banque, 


Friday evening, January 21, ati info. 
mal reception was held by the officer 
of the Continental American in the foyer 
of the gold ballroom of the Hor 
Du Pont for the members and their wiye, 
the managerial staff, the Leaders Ch) 
Minute Men Club and other delegatg 
and guests. This reception was followe; 
by a dinner-dance in the gold ballrog, 
with music by Bob Bennett’s orchesty 

After a welcome to all delegates ay 

guests by President Rydgren, who wa 
introduced by Vice- -President Rothaer. 
mel, Mr. Rothaermel in turn asked Vice. 
President Jones to make the presentati 
of awards to the members of the Leade; 
Club for 1938-39 and to the commande. 
in-chief and lieutenant commander of the 
1938 Minute men Club. Vice-Presidey: 
Jones made these presentations with a. 
propriate remarks which fitted the in¢. 
viduality of the recipient. Vice-Pres. 
dent Rothaermel presented a plaque ¢ 
the Matthew J. Lauer agency of Ne 
York, in recognition of their being the 
leading agency in the Continental Amer. 
ican for the year 1937 in volume. 
also announced that a President’s trophy 
would be awarded to the two agencie: 
according to classification, showing the 
greatest percentage of increase in 193 
over the previous year’s record in vo: 
ume of paid business. 





tions and answers discussion. Question: 
were asked by Mr. Rothaermel and wer 
answered by William S. Carmine of the 
Peninsula branch, who has a record of 
over sixteen years where he has secure/ 
at least one completed application ; 
week. Mr. Carmine discussed his meth- 
ods which have enabled him to make this 
outstanding record. 

Following Mr. Carmine, Samuel E 
Sproul, Wilmington, was interrogated on 
his method of building prestige among 
policyholders and friends. Mr. Sproul 
emphasized the fact that in order to be 
successful you must be sincerely interesi- 
ed in the welfare of the people you 
contact. He brought out the fact that 
he is not interested so much in writing 
an application as of being of real service 
to his prospects and policyholders. 

Mahlon B. Simon, Philadelphia, dis 
cussed the use of the Family Income 
policy with reference to mortgage inswr- 


ance. Mr. Simon has been successful 
in this specialized field. ; 
Harry Greene, Newark, was _aske( 


about his method of cold canvass. He 
uses cold canvass almost exclusively an( 
has developed a technique which enabled 
him to win the presidency of the Lead: 
ers Club, ranking number one in the 
company in production. 

Associate General Agent Murray April 
New York, discussed his estate planning 
method and gave illustrations of its ux 
and presented to the convention a typ 
cal case. 

Mr. Rothaermel questioned Associat 
General Agent Jules Anzel on his meth- 
ods of prospecting and his methods o! 
presentation. Mr. Anzel has been 4 
member of the Leaders Club for fi 
ycars and has been highly successful i! 
writing a substantial volume of business 

The closing speaker on the panel dis 
cussion was Herman Nathanson, Laue! 
Agency, a new man, who has used th 
audit and programming method exclt- 
sively. He discussed not only his meth 
od of programming, but getting leat 
through referred prospects. 

Supervisor of Agencies Halstea! 
summed the highlights of the panel dis: 
cussion and suggested that the fie 
force consider streamlining their met 
ods of thinking and selling. He pointe 
out that streamlining, particularly " 
transportation, has been very prevalet! 
the last few years. The purpose is t 
reduce wind resistance and_ increas‘ 
speed. Mr. Halstead made the _ poi 
that streamlining your sales presentatio! 


would decrease sales resistance and m- 
crease the speed or the number of suc 


cessful interviews you could have. He 


also discussed what makes up a sale an’ 


(Continued on Page 16) 
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Top row, left to tight: William H. Murray, Robert S. O’Neill, Charles F. Donnelly, Jr., Edgar O. Barton, Cornelius J. Ryan, Joseph G. Creamer, J. Donald Hopkins, 
Edgar O. Barton, Cornelius J. Ryan, B. C. Vincent. 

Second row, left to right: Harry Greene, president Leaders’ Club; William M. Rothaermel, vice-president; Adolph A. Rydgren, president; Daniel E. Jones, vice- 
President and secretary; Irving Gurian, commander-in-chief, Minute Men Club; Harry Schultz; Fred Klaber, guest; Matthew J. Lauer, vice-president, Leaders’ Club. 

Third row, left to right (Group from home office): Frank A. Mitchell, comptroller; Thomas W. Reed, assistant secretary; Robert S. Morgan, assistant comp- 
troller; R, Vaughn White, assistant secretary; Leonard C. Kiesling, agency department; Dr. Samuel C. Rumford, medical director; Guy H. Amerman, assistant actuary; 
Adolph A. Rydgren, president; William M. Rothaermel, vice-president; Max S. Bell, vice-president and actuary; Ralph E. Halstead, supervisor of agencies (end of 
home office group); Robert S. O’Neill, Ray E. Goewey, Thomas L, Fogarty, Jr., John J. Blust, A. Clifford Altobellis, Charles 1. Haycraft. 


Bottom row, left to right: Jules Anzel, Robert Kruh, Matthew J. Lauer, Max J. Hancel, George J. Ainbinder, Murray April, E. D. Turner, Jr. Harland W. 
Huston, EL. Reyner Dukes, Martin W. Lammers, Charles G. Griffiths, Jr.. Ralph W. Horn. 
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Dr. C. L. Benner, Whose Forecasts Last 
Year Were Accurate, Looks at 1938 


What has proved to be a remarkable 
of the business situa- 
tion as its existed early in 1937 was 
made at that time by Dr. Claude L. Ben- 
ner, vice-president of the Continental 
American, which gave special interest to 


analysis general 


his talk before that company’s agency 
leaders and managers which was the 
closing feature of a three-day conven- 


tion at Wilmington. 
Dr. Benner reviewed his forecast of 
a year ago in which he stated that the 


greatest single danger facing business 
recovery was the possibility of a too 
rapid price increase. Last year he 
stated that in order to have continued 
prosperity it was necessary to have 


proper balance between wages paid to 
the various classes of workers and be- 
tween the price of manufactured and 
raw commodities. He pointed out how 
this warning had materialized and how 
the recent business recession had been 
caused by that very problem. 

In discussing the outlook for the com- 
ing year, Dr. Benner sti ated that his be- 
lief is that we may expect after the first 
quarter of the year a slow and cautious 
new buying but he did not think there 
would be any forward buying for pur- 
pose of piling up inventory during the 
next few months. He stated that it 
was imperative that there be a revival 
in the capital | goods industries if busi- 
ness activity is to reach a satisfactory 
level, and if the unemployed are to be 
put back to work. 


Three Essentials to Recovery 


It seemed to him that revival of the 
capital goods industries depended on: 
(1) A revival of residential construction, 
(2) An expansion of public utility plants 
and equipment, and (3) Railroad buying. 


In discussing residential construction, 
Dr. Benner stated that he felt the activi- 
ties of government bureaus along this 
line had been almost negligible and while 
it was true the government had made it 
easier to finance the building of a house, 
it had done little, if anything, to get the 
cost of the house down, which is the 
main determining factor in further resi- 
dential building. He believes that resi- 
dential construction can have no boom 
at today’s cost and that the cost of 
financing a house is a minor, not a major 
item. Dr. Benner stated that in his 
opinion the reason for lack of expansion 
of public utility plants and equipment 
was fear of government competition. He 
stated he felt that until the government 
formulated a policy in regard to public 
utility companies, it was useless to ex- 
pect a great increase in private public 
utility construction, 


Need Railroad Buying 


In discussing the condition of the rail- 
roads, Dr. Benner pointed out that this 
country never has had any real pros- 
perity when the railroads of the country 
were not making their usual outlay for 
equipment and maintenance. He pointed 
out that the railroads normally pay 20% 
of our total steel output, consume about 
40% of our coal and our fuel oil and a 
large amount of our lumber. Before the 
depression the railroads of this country 
spent annually two billions of dollars for 
material and capital expenditures and 
that during the early thirties this out- 
lay was more than cut in half and that 
beginning in 1936 and 1937 with a revival 
of earnings the railroads began to make 
larger purchases with a very stimulatiny 
effect upon general business. However, 
after the wage increase of last Summer 
and the decline in traffic which became 
so pronounced in the early Fall, the rail- 
roads once more went out of the market. 
Now it is almost impossible to see where 
they will get the money to make their 
normal purchases. Therefore, the out- 
look for increased railroad buying is 
even slimmer than the outlook for ex- 


pansion in residential and public utility 
construction, 
Difficulties Are Political 
He further said there was not much 
use to try to make many definite fore- 
casts for the course of business for 
1938 for the outcome is going to depend 


DR. CLAUDE L. 


BENNER 


upon the decisions made in Washing- 
ton and the policies they are adopting. 
Br. Benner felt that our difficulties were 
political rather than economic and that 
Sr we needed most of all was more 
cooperation between government and 
business. It was his opinion we needed 
a Congress that will be more interested 
in considering ways to reduce expenses 





than in finding means for increasing 
taxation and that revival of business 
prosperity can only come about through 
increased confidence on the part of busi- 
ness men, confidence that the Govern- 
ment is not going to be interested pri- 
marily in making it more difficult for 
them to make a profit, that it is going 
to devote some little part of its attention 
to the passage of laws that will aid 
and encourage business. Dr. Benner 
said, “If we are going to have private 
means of transportation, the railroads 
must be permitted to make a living. 
If we want public utility expansion, the 
Government must cease to compete with 
privately owned public utility companies. 
If we want residential construction to 
expand and factories to add more work- 
ers, let the Administration use its influ- 
ence to point out to the workers that it 
is impossible to pay them higher wages 
than their respective industries can sup- 
port, and that where there is no profit, 
there can be no employment.” In his 
closing remarks, Vice-President Benner 
stated that he did not believe we were 
entering another long business depres- 
sion, that now was the time for courage, 
cooperation, tolerance and good-will in 
government, business and labor and thar 
if this cooperation is evidenced, business 
ought to be well on its upward way by 
midyear. 


Sales Methods 


(Continued from Page 14) 


stated that in his opinion there were 
five steps: (1) Prospecting, (2) the ap- 
proach, (3) the presentation, (4) the 
close, and the fifth and very important 
feature, making a client. 

Mr. Halstead also pointed out four 
essentials for a successful 1938: (1) Good 
work habits, (2) daily prospecting, (3) 
enthusiasm, (4) vision. He also offered 
some specific suggestions as to increas- 
ing the average size case. One was sell- 
ing monthly income insurance instead of 
a lump sum. Another was to use the 
even premium dollar instead of the pre- 
mium per thousand dollars of insurance. 
Mr. Halstead closed his talk on the 
theme that 1938 would be as good a year 
as the underwriter thought it would be. 

Old Guard Initiation 

The Saturday morning meeting was 

featured by the Old Guard initiation. 





Managers of Continental American 
Open Annual Meeting at Wilmington 


The three-day annual meeting of the 
Continental American Life opened Thurs- 
day, January 20, at the Hotel DuPont 
with a luncheon attended by the man- 
agers, general agents and supervisors of 
the company. Those present, in addition 
to the officers of the company, were: 
Ralph W. Horn, manager, Wilmington; 
he Reyner Dukes, manager, Baltimore; 
Martin W. Lammers, manager, Philadel- 
phia; Max J. Hancel, general agent, New 
York City; Murray April, associate gen- 
eral agent, New York City; Matthew J. 
Lauer, general agent, New York City; 
Sam B. Sapirstein, associate general 
agent, New York City; Robert Kruh, 
general agent, New York City; Jules 
Anzel, associate general agent, New York 
City; R. E. Goewey, manager, New York 
City; B. C. Vincent, manager, Wilkes- 
Barre; Harland W. Huston, manager, 
Salisbury ; George J. Ainbinder, manager, 
Newark, N. J.; J. Donald Hopkins, man- 
ager, New Haven; A. Clifford Altobellis, 
manager, Albany; Fred F. Kellogg, gen- 
eral agent, Mt. Vernon; Robert S. 
O’Neill, manager, Syracuse; Charles I. 
Haycraft, manager, Washington; Corne- 
lius J. Ryan, general agent, Youngstown; 
Joseph G. Creamer, genera] agent, Har- 
risburg; E. D. Turner, Jr., general agent, 
Richmond; John J. Blust, general agent, 


New York City; Thomas L. Fogarty, 
general agent, New York City; and 
Charles G. Griffith, agency student, 
Philadelphia. 


President A. A, Rydgren welcomed 


the managerial staff and congratulated 
them upon their performance during 1937 
in which they established a new high of 
$123,390,103 in business in force, an in- 
crease in assets to $21,131,862, also a new 
high record and an increase in new paid 
business of approximately 6%, and the 
fact that 83.2% of the total business was 
on policies of $5,000 or more. Mr. Ryd- 
gren commented on the fact that this is 
one of the outstanding records made by 
any life insurance company and ex- 
pressed the conviction that 1938 would be 
another year of growth for the Contin- 
ental American. 


Vice-President Rothaermel in charge 
of agencies, analyzed the production 
record of 1937 on the basis of production 
per agent, per club member, the per- 
centage of business produced by club 
members and other factors that go to 
inake up a successful agency production. 
He emphasized among other things that 
there is a law of averages in agency man- 
agement and agency building and that 
these laws must be followed if an agency 
is to be built successfully. He pointed 
out that some managers by the force of 
their personality may be able to ignore 
for a time the law of averages but it only 
is a question of time before they will 
become operative. 


Supervisor of Agencies Ralph E. Hal- 
stead discussed the recruiting activities 
of 1937 and the results and spent some 
time discussing the man power in 1938, 


This is an association of veteran mem- 
bers of the Continental American Life 
Insurance Company with ten years or 
more of service. Membership is com- 
posed of Ellsworth C. Burt, William S. 
Carmine, Arthur B. Cheyney, Harland 
W. Huston, James C, Godwin, J. Gra- 
ham Shannahan, Carl C. Twigg, Dabney 
M. Wharton, Albert M. Walls, Theo- 
dore M. Beauchamp, F. Rawlins Camper, 
L. Reyner Dukes, O. R. C. Gore, J. 
Henry Hazel, William H. Jones, George 
O. Smith, Samuel E. Sproul, Howard A, 
Todd, John E. Williams, B. W. Wool- 
ford, John F. Hazel, James R. Crawford, 
John E. Harris, Philip H. Mathias, B. C 
Vincent, Harry W. Alexander, ‘A. : 
Challenger, J. McF. Dick, Jr., George 
McIntire, Hugh T. Meredith, Cummins 
E. Speakman and H. Parker Tull, Jr. 
Three new members were initiated this 
year, namely, Clarence L. Collison, Frank 
J. Laird and R. Emory Willey. 


Arthur B. Cheyney of Philadelphia, 
the oldest member of the field force in 
point of service and one of its largest 
producers, as Captain of the Old Guard 
handled the initiation ceremony. 

Assistant Actuary Guy H. Amerman 
then discussed “The Advantages of Rep- 
resenting the Continental American Life 
Insurance Company.” He pointed out 
the many unique and unusual features 
embodied in the contracts and services 
of the Continental American and ex- 
plained their use in the field of life un- 
derwriting. 

Vice-President Rothaermel closed the 
session with a talk entitled “The Four 
R’s.” He stated the four R’s are: 
1. Are you seeing enough people? This 
can only be determined by knowing defi- 

(Continued Next Page) 





particularly the type of man to look for 
and where to find him. 

Following Mr. Halstead’s discussion, 
Vieo-Fvssiiont Rothaermel took up the 
subject of the proper selection of the 
new man once he is found and pointed 
out through the records of 1937 and pre- 
vious years the turn-over through faulty 
selection. Mr. Rothaermel advocated the 
use of a rating chart which will select 
the man out of the business as well as 
in, and predicted that its use would first 
of all reduce turn- -over, eliminate the un- 
fit and would enable’ the manager or 
general agent to have a better picture of 
the necessary qualities for the successful 
career in life insurance. As a closing 
thought, Mr. Rothaermel listed six points 
as a broad agency building program for 
1938: (1) Selective oo (2) Proper 
initial training, (3) Follow-up training, 
(4) Adequate supervision of both old and 
new agents, (5) A definite agency sales 
plan, (6) A definite prospecting plan, 
which topped off with the ability of the 
general agent or manager will stimulate, 
motivate and enthuse new and old agents 
would insure a successful record in 1938 

Following the meeting a dinner was 
held at the Hotel Darling and attended by 
the entire managerial staff. 
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Top row, left to right: Mrs. Unger, Dr. H. H. Unger, Mrs. S. B. Sapirstein, Mrs. M. J. Lauer, Miss Audrey Greene, Harry Greene, Mrs. Greene, Mrs. M. J. 
Hancel, Max J. Hancel, Miss Jean April, Mrs. Murray April. 


Second row, left to right: George J. Ainbinder, Jules Anzel, Max J. Hancel, Mrs. William M. Rothaermel, 


Kruh, Sam B. Sapirstein, W. L. Had'ey, The Eastern Underwriter. 
Bottom row, left to right: Howard A. Todd, James C. Godwin, L. Reyner Dukes, J. Graham Shannahan, Albert M. Walls, Mrs. Walls, Stanton C. Johnson, Mrs. 


Johnson, Mrs. Vincent, B. C. Vincent. 


Sales Methods 


(Continued from Opposite Page) 
lltely your minimum budget requirement 
you of 
each call, so therefore you can set up a 


definite minimum number of calls each 
day, 2 


inl figuring out the value to 


2. Are you seeing enough of the 

kind of people? Mr. Rothaermel 
pointed out that in addition to having a 
nec the ability to pay the premium 
and pass the medical, there is a fourth 
question that must be asked: Are you 
the right person to do business with 
‘our prospect? He also pointed out 
that today there is a decided trend 
shown toward the wives of policyholders 
and women in general. Also the younger 
ag He asked the agents to analyze 
business produced last year and 
nine the age groups, occupational 
srolip and type of people they can do 


business with most profitably. 3. Are 
you saying the right thing to the right 
number of the right kind of people? 
In this there is the necessity of an or- 
ganized sales talk. Mr. Rothaermel 
stated that most agents have sales talks 
either organized or unorganized and that 
it needs constant revision and revamping 
in order to bring it up to date in light 
of changing conditions and that the 
smart, intelligent agent is constantly 
checking back and reviewing his sales 


=e — 


talk to make it more effective.. 4. Are 
you in the right business? He asked 
the question after pointing out the many 
advantages of life underwriting as a 
career. He asked the agents if they 
really felt they were in the right busi- 
ness, if they were enthusiastic, if they 
felt that they had an unusual oppor- 
tunity to be of service to their fellow- 
man. Among other things it was stated 
that they were selling an _ intangible 
rather than a tangible thing, for after 











WANTED: A BROKERAGE SUPERVISOR 


A well established life agency in New York City desires to 
add the services of a qualified brokerage man. Satisfactory basis 
of compensation will be arranged. Write giving complete history 


and record to 


Box 1317, THE EASTERN UNDERWRITER 
94 Fulton St., New York 
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William M. Rothaermel, vice-president; Robert 


all a life insurance policy represented 
hopes, dreams and plans of the father 


and husband, and it was a piece of paper 
with columns of cash values and legal 
phrases; that life insurance baptized 


with a widow’s tears becomes a modern 
miracle, furnishing food, clothing, shel- 
ter, a college education, peace of mind, 
comfort and all the things that a father 
and husband dreams of for his wife and 


family. It is the sincerest love letter 
ever written. 
Mr. Rothaermel’s closing note was on 


the basis of 1938 which offers an unusual 
opportunity for life underwriters to dis- 
tribute greater financial service to their 
fellow-men and that they can make this 
world a better place to live in through 
their efforts. 

Following adjournment, luncheon was 
held in the Gold Ball Room of the Hotel 
DuPont attended not only by all the 
members of the Leaders Cub, the Min- 
ute Men, guests and delegates, but the 
wives as well. 
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REVIEW 


INSURANCE MEN GIVE 

OF YEAR 1937 
January the New York 
depart- 
review 
preceding year. TI in the 
ance number of the New York 
orita- 


Once a year in 
Journal of Commerce insurance 
nent asks the business to make a 
of the 


annual insur 


lis results 


Journal of Commerce with an autl 


tive group of authors. It is interesting 


to note their observations 
surance John A. 
president Indem- 


found the 


Speaking of casualty in 
Diemand, executive vic« 


nity Co. of North America, 











company results for 1937 good, with an 
underwriting profit certain in all classes 
for the year. Most npanies showed 
substantial increases. Experience in auto- 
mobile casualty insurance was profitable 
despite the growing number accidents 
He thought that more than one plan pro 
viding credit ( reduce ’ dent fre 
quency is necessar} 

William S. Cra 1 ( the leading 
article on fire insurance. Wh he found 
the fire underwrit esults good, premium 
income increasing somewhat, side lines to 
the fore, he also called attention to the 
depreciation in company investment port- 
folios caused by the recessior 

One of the most interesting articles in 
the entire number is the review of ocean 
narine insurance by Henry H. Reed, gen- 
eral manager, Insurance Co. of North 
America. Naturally, the Japanese inva- 
sion of northern China, the attacks on 
Shanghai, principal port of the Far East, 
the Spanish civil war and the West Coast 
longshoremen’s strike made tl year an 
exciting one for marine insurance people. 
Hull losses have been heavy and inland 
hull rates too low. He praised the effort 
of the United States Gover: nt to es- 
tablish the American Mer int Marine in 
which effort had the cooperation of 
marine underwriters 

In discussing the bonding business E. C. 
Lunt, vice-president Great American In- 
lemnity, said many c« rs had been broad 
ened; the companies have had fair results. 
The fidelity business has had a radical re 
duction in ites 7 has beer owing 
1 systematic and well idered campaign 
to interest the business public in ad elitv 
insurance. 

In discussing conditions in the South, 
S. Y. Tupper of Atlanta, Royal manager, 


said that increased pret income trend 


continued throughout the t eight months 
of 1937. The immense cotton crop and 
low prices brought about a marked in- 


in cotton los es 
Moore, 


crease 


J. Ross 


National Au- 


manager 








tomobile Underwriters Association, thought 
that in 
insurance 
25% 


1938 total premiums of automobile 
will probably represent at least 
of the total premium volume of fire 
With the 


been a 


insurance companies. increasing 


premium volume has definite in- 
crease in hazards insured against. 

Armand Sommer, assistant to vice-presi- 
dent, Continental Casualty, discussing acci- 
dent and health, thought that business was 
in a healthier condition than ever. The 
year 1937 was excellent from a profit and 
volume standpoint. He called attention to 
the 25 cents a trip tickets paying $5,000 
for death or dismemberment for airplane 
passengers. 


. ¥. 


demnity, 


Bankers In- 
article on 


Jackson, president, 


had an_ interesting 
educational 


staffs 


meeting needs of insurance 
office 
Other authors in the issue were: 
Edward C. Stone, U. S. 


and Employers’ 


general manager 

Liability; Ed- 
vice-president, Fireman’s 
San Francisco; 


attorney, 
ward T. Cairns, 
W. J. Graham, vice- 
Ralph H. 


Fund, 


president, Equitable Society; 


Blanchard, professor of insurance at Co- 
lumbia University; John Marshall Hol- 
combe, manager, Life Insurance Sales Re- 
search Bureau; W. E. Baldwin, manager, 


America Fore, Canada; Clarence W. 
Hobbs, special representative, National As- 
sociation of Insurance Commissioners; J. 


J. Magrath, Chubb & Son; Prentiss B. 
Reed, independent adjuster, New York; 
J. H. Dittman, superintendent, burglary 


department, U. S. F. & G.; F. S. Dauwal- 
ter, director, Lid Development Office ; 
Albert J. Rifkind, lawyer; Charles F. Lis- 


comb, president, National Association of 
Insurance Agents; E. E. Robinson, sec- 
retary, National Bureau of Casualty & 
Surety Underwriters; Arthur A. Fisk, 
president, Insurance Advertising Confer- 
ence; James S. Kemper, president, Lum- 
bermen’s Mutual Casualty; Julian Lucas, 
president, Davis Dorland & Co.; Herbert 
Cobb Stebbins, secretary-treasurer, Ameri- 
can Association of Insurance General 
Agents; T. Alfred Fleming, National 
Board of Fire Underwriters; Owen P. 
Hunt, Pennsylvania Insurance Commis- 
sioner; John G. Wheatley, superintendent, 
engineering department, Royal Indemnity, 


Globe Indemnity and Eagle Indemnity; 
John P. Williams, American College of 
Life Underwriters; W. F. Roeber, gen- 
eral manager, National Council on Com- 
pensation Insurance; Albert W. Whitney, 
National Conservation Bureau, and Percy 
; assistant managing director, Na- 


Bugbee, 
tional Fire Protection Association. 


Dudley R. Gallahue, president, Ameri- 
can States of Indianapolis, has just becn 
elected a director of the Indiana Trust 


Co., Indianapolis, one of the oldest finan- 
cial institutions in the city. Mr. Gaila- 
hue also is president of the Automobile 


Investment Corporation. 
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Hugh C. White, Detroit 


Hugh C. White, general agent, 
149 scene 
necticut Mutual in Holly wood, Fla 
men in the country. ‘ 
Colonel Joseph Button, secretary-man- 
ager of the Stock Company Association, 
Washington, went down to Richmond, 
Va., last week to attend the inaugura- 
tion of James H. Price as governor of 
Virginia. For many years Virginia com- 
missioner in insurance, he renewed many 
old acquaintances at the inaugural cere- 
monies, among them being E. Lee 
Trinkle, former governor of Virginia, 
now president of the Shenandoah Life 
of Roanoke, and Junius E. West of West 
& Withers agency, Suffolk, who served 
as lieutenant governor of Virginia for 
eight years, a record equaled by Gov- 
ernor Price before he was elevated to 
the gubernatorial post. Colonel Button 
also went down from Washington the 
previous week to attend the opening of 
the biennial session of the Virginia Gen- 
eral Assembly. He has not missed an 
opening of the Assembly in more than 
fory years. 
e # * 


D. Farley Cox, Jr., vice-president of 
Appleton & Cox, Inc., marine underwrit- 
ers in New York, and son of Douglas F. 
Cox, president of the organization, will 
marry on February 28. His fiancee is 
Miss Nancy Clay Hancock, daughter of 
Mr. and Mrs. Arthur B. Hancock of 
Paris, Ky. The wedding will take place 
in Paris and the couple will live in New 
Jersey. 

e “= & 


Karl B. Korrady, vice-president and 
director of agencies, Illinois Bankers 
Life, accompanied by Mrs. Korrady, is 
stretching a business trip into the South 
and West to include a winter vacation 
to Guatemala and other Caribbean 
points, after a strenuous year in which 
he brought production of new business 
in that company up to a new high rec- 
ord. He left the home office January 15 
and will be gone until about February 5. 


* * * 


M. Keith Quimby, agent at Concord, 
1. H., for the John Hancock, has among 
his clients the two first citizens of 1938 
in Suncook, N. H. They are Joyce and 
Joan Blais, twin sisters, born on Jan- 
uary 2 Agent Quimby wrote the appli- 
cations a few days after their birth. 




















Senior Stud 


John M. Fraser, New York 


Detroit, and John M. Fraser, general ageut, 
New York, were photographed at the recent convention of the Con- 
They are two of the best known life insuranc 


* * 


Victor Kurbyweit, secretary of the 


Continental and manager of its Greater 
New York territory, has been made a 
director of the First American of the 
America Fore fleet. 


DAVID MEIKLEJOHN 


David Meiklejohn, who for years has 
been a familiar figure in William Stree! 
casualty and surety circles—a keen ob- 
server of trends and personalities—wh' 
earlier in his career was understudy t 
some of the pioneers of the Street, has 
consented to contribute from time 
time a William Street personality sketc! 
to The Eastern Underwriter. With his 
rich background of experience and fol- 
lowing among some of the biggest insu! 
ance producers in the downtown insur- 
ance district, Mr. Meiklejohn is ideally 
qualified to present such a series of pe! 
sketches. He has been assistant genera 
manager in the New York office of the 
Aetna Life Affiliated Companies for th 
past seventeen years and, as announced 
last week, will from now on devote his 
entire time to special production dv 
ties at that office. 
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H. K. Schauffler’s Career 


H. K. Schauffler, who has been appointed 
assistant manager of the National Board 
of Fire Underwriters and who will be in 
charge of public relations, has for some 
years been a keen student of mass psychol- 
ogy, of news development and its presen- 
tation. He comes from the American Tel- 
ephone and Telegraph Co., where since 
October, 1926, he was in the publicity 
division. 

Educated in public schools of Kansas 
City, Mr. Schauffler went through Wil- 
liams College, where he was editor of 
Williams Record. Returning to Kansas 
City he became a reporter on the Journal- 
Post, which at the time was getting out 
both a morning and afternoon edition. 
Among his other duties for a time was the 
running of feature stories consisting large- 
ly of interviews with celebrities who were 
in Kansas City and were caught by the 
reporter, either between trains or at ho- 
tels. Kansas City is one of the greatest 
railroad terminals in the world and notables 
galore stop there between trains. Among 
those he interviewed were Charles Evans 
Hughes, now Supreme Court Justice; Wil- 
liam J. Bryan, who ran three times for 
President of the United States, and a 
countless number of celebrities. The most 
fun he had was interviewing “Jim” Reed 
who represented Missouri in the United 
States Senate; a militant senator who could 
always be depended upon for a good story. 
At the time Senator “Jim” Reed was 
fighting several of the Woodrow Wilson 
policies. He didn’t care much though 
whom he fought. 


For a time Mr. Schauffler also handled 
the country and smaller city newspaper 
exchanges, which was a pleasure, too, es- 
pecially reading those of the state of 
Kansas where William Allen White, Ed 
Howe, Henry J. Allen and Victor Mur- 
dock were always writing unusually quota- 
ble material. William Allen White is still 
going strong. After some experience as 
an editorial writer on the Journal-Post, 
Mr. Schauffler decided to go to Oxford, 
specialized in English literature, and while 
there got an M.A. degree. 

Schauffler is an unusually good tennis 
player and so was his most intimate friend 
at Oxford, Brad Mintenir of Minneapolis, 
who had been captain of the Yale baseball 
team. They went to the Riviera and en- 
tered a tournament where they played 
against La Coste and Cochet, who at the 
time were not known outside of France 
but who later became Davis Cup winners. 
This was at Juan les Pins. Also at that 
resort Mr. Schauffler refereed a match 
between temperamental Susanne Lenglen 
and the Australian Norman Brookes 
against King Gustav of Sweden and 
Senorita D’Alvarez, the Spanish star and 
beauty. Despite his years the King of 
io len played a corking good game. Still 
oes 

After getting his degree at Oxford, Mr. 
Schauffler came back and joined the pub- 
licity division of the A. T. & T. At the 








start his work was largely in the prepara- 
tion of stories for daily newspapers. It 
wasn’t long before several unusually good 
ones made their appearance. The first 
was the opening to the public of the trans- 
atlantic telephone service. That was an 
epochal development in telephone trans- 
portation and was given a tremendous play 
by the daily newspapers of the United 
States, Canada and Great Britain. FEvery- 
body was curious to learn how it was pos- 
sible to link the great distances with in- 
stantaneous communication. The trans- 
atlantic telephone was a success from the 
start. Among the first talks were those 
between the Lord Mayor of London and 
Mayor of New York; between New York 
and London offices of the great press as- 
sociations. The first man interviewed for 
newspaper publication by the transatlantic 
telephone was the late Hugh Lewis, then 
world manager of the Liverpool & London 
& Globe. It was The Eastern Under- 
writer who interviewed him. Second per- 
son to be interviewed was Crown Prince 
of Sweden by the New York Times. The 
Crown Prince was visiting New York City 
at the time. 

Next bunch of great human interest 
stories upon which Mr. Schauffler was en- 
gaged was the initial demonstration of 


television. This was from Washington 
to New York City. 
Another interesting publicity feature 


given widespread newspaper space had to 
do with the coolness and courage of a girl 
telephone operator in California who when 
a dam broke telephoned people up and 
down the valley acquainting them with the 
fact so that they could flee to safety. 

After being with the A. T. & T. for a 
time Mr. Schauffler got out “Headquar- 
ters,” house organ of the & T. 
He was also helpful in centralizing at 
New York and preparing for publication 
material for many articles which have 
had a telephone company news twist. In 
the A. T. & T. organization the number 
of territorial telephone companies is twen- 
ty-five. 

Mr. Schauffler is married and has three 
children, two girls and a boy. 

A. Wilbur Nelson continues with the 
National Board of Fire Underwriters’ pub- 
lic relations division which he joined sev- 
eral years ago after experience on daily 
newspapers in Rochester, N. Y., and New 


York City, and will work under Mr. 
Schauffler. 
* * * 
Leonard Fondiller’s Diary of Trip 
to Russia 


Up until a few years ago most Ameri- 
cans who traveled in foreign parts kept 
diaries, inspired largely by the book which 
Mark Twain wrote, “Innocents Abroad,” 
which was really a diary in bulky form, 
but in recent years the practice has gone 
out. Probably because there are so many 
professional European news correspondents 
of American papers that it is pretty diffi- 
cult to write down anything someone else 
has not said. 

But occasionally*we run across an Amer- 





ican diary, and one of the interesting ones 
is that written by Leonard Fondiller during 
a recent trip to Russia. Son of Mr. and 
Mrs. Richard Fondiller of Woodward & 
Fondiller; New York actuarial firm, he is 
a junior at Columbia University, School 
of Business. 

Having been brought up in an actuarial 
atmosphere one of the things which im- 
pressed him in Russia was the use of the 
abacus in many places. The abacus is a 
figure calculating frame with colored balls 
(like marbles) on wires. Each ball rep- 
resents a number, such as 1,000,000 or 100,- 
000 or 1,000 or 50. The balls are moved 
up and down the wires in chain lightning 
style. 

“T had thought,” wrote Mr. Fondiller, 
“that the abacus was needed nowadays 
only for backward customers in stores so 
that the figuring could be done before their 
very eyes, but I found I was mistaken. 
For instance, it is used by all the office 
workers for Intourist (Soviet’s tourist 
agency) for balancing books.” 

I noted the abacus while visiting the 
Gosstrach—state insurance headquarters— 
in Moscow some years ago. The chief of 
administration told me the Gosstrach was 
considering the use of modern adding ma- 
chines, but many of his people thought 
that figuring by abacus was just as speedy 
and a demonstration to prove it was given 
me. 

Another interesting fact in Leonard 
Fondiller’s diary had to do with first im- 
pressions. He noted “many white clothes 
and bright dresses on the people.” 

That is in contrast to the Russia for 
years following the 1917 Revolution when 
the clothes were so shabby and drab in 
color that the effect of a visit was decid- 
edly depressing, especially noticeable at the 
opera and ballet where the women in the 
orchestra and boxes were wearing dirty 
middy blouses, the general belief being that 
if they looked prosperous some Soviet offi- 
cial would think they were hoarding money 
and would then come around to find it. 

Here are some brief observations made 
by Fondiller in his diary about Moscow : 

Streets need paving. They are mostly 
cobblestones. Probably a fifth of the acre 
space I saw from the bus is under altera- 
tion. 

Breakfast is from 8 o'clock until 2 
o'clock. Dinner is from 2 o'clock until 
8 o'clock. Supper is from 8 o'clock until 
3 o'clock in the morning. 

Ice cream at a good place costs eighteen 
cents. 

Only big shots who receive them as Gov- 
ernment presents or loans own cars. No 
private cars can be bought. 

Quite a number of women bricklayers 
and hod carriers, “but tourists are not per- 
mitted to take a picture of them as they 
work at the Moscow Hotel where I tried 
to make some snaps.” 

Guides are pretty good at chess. 

Crowds still flock to Lenin’s Tomb in 
Red Square. He is reclining in uniform, 
lower half of his body covered by a blan- 
ket, his head and hands bare. Russians 
walking by are uniformly worshipful. 

Museum of Red Revolution still one of 
Moscow’s most fascinating places to visit. 

Moscow is to be largely rebuilt and 
there will be considerable reconstruction in 
many other places. A visit to the national 
and city planning exhibition gave a good 
look into the future. Interesting to know 
that the Russians are picking their public 
buildings with an eye to function and 
beauty. In the square of railroad sta- 
tions at the exhibition are to be seen the 
terminals for Siberia, Black Sea, central 
Asia—about half a dozen large stations. 

The children’s village was the finest 
thing in social welfare care seen on the 
trip. Between 5,000 and 6,000 children 
do almost as they please in a _ park 
equipped with a great variety of toys. 
Ages ran from 4 to 16, and they seemed 
happy and healthy. Fairy tale creations 
in life-sized figures entrance the children. 
A small zoo, but a real one, with mon- 
keys, flying squirrels and similar animals 
are of special interest to children. There 
are a flower and vegetable garden, an 
outdoor stage where children do folk 
dancing, play fields, recreation houses. 


Several small children 
ing chess. 

Mr. Fondiller‘s impressions of 
grad include these observations: 

At the Hotel Europa, Leningrad, liv- 
ing rooms were large, furniture very mod- 
ern, hot water really in evidence and a 
reading lamp _ provided Orchestra at 
dinner plays very 


were seen 


play- 


Lenin- 


well 


Museums abound. Leningrad has more 


than forty-four Rembrandts, forty Reu- 
bens. Also modern art, including impres- 
sionistic exhibition. Extraordinary art ob- 
jects at former Czar’s Summer palace, 


built by Catherine the Great, at place now 
called Pushkin. Some peasant women 
walking streets barefooted were seen. 

St. Isaac’s Cathedral in Leningrad un- 
usually large structure. 

Not many habitual drinkers in the 
streets. A drunk excites Russian derision 
especially if in shabby clothes. 


’ 


* * * 


How Two Insurance Litterateurs 
Began Two Articles 

Among the prominent figures in the New 
York insurance world who are unusually 
able litterateurs, are E. C. Lunt, vice- 
president Great American Indemnity, and 
Clarence W. Hobbs, special representative, 
National Association of Insurance Com- 
missioners. 

To illustrate their writing gifts I pre- 
sent the opening paragraphs in articles 
they wrote for the Journal of Commerce 
annual insurance edition. This is the way 
Mr. Lunt started his article: 

“H. G. Wells and other philosophers 
agree with Plato that one key to our com- 
plex universe may be found in the maxim, 
Panta Rei—all things flow or pass, noth- 
ing is permanent except change. Certain 
it is that the history of corporate surety- 
ship supports such a theory, because con- 
ditions there are and always have been 
in a state of flux. Happily, the things 
that have passed have been replaced with 
better things, pretty uniformly. That has 
been true of the twelvemonth under re- 
view, changes in bond forms and rates 
having been numerous, and all of them 
having been changes for the better—bet- 
ter, that is to say, from the standpoint 
of the public. In the long run, too, de- 
velopments favorable to the public mean 
betterment to the honding companies, since 
the latter cannot hope to grow and pros- 
per except as they expand their facilities 
and improve their service generally.” 

Mr. Hobbs’ article began as follows: 

“The term ‘cycle’ is used for old sake’s 


sake. A cycle whose term cannot be pre- 
dicted is not greatly different from a 
movement purely casual. ‘Wave’ would 


be a better term. Physicists nowadays 
hinge much faith on wave movements, and 
it may at least be said that the alterna- 
tions of prosperity and depression are 
undulatory in character, however complex 
and uncertain. Prosperity rolls in like a 
wave on the sea, the swimmers in its path 
are for a time exalted on the crest, then 
they subside into the trough or are thrown 
head over heels as the wave breaks. The 
interval between wave and wave is com- 
monly one of years—the space of a few 
of them commonly comprises one’s active 
interest in wave riding.” 

* * * 


Business Man’s History 


Miriam Beard of the famous Beard 
family of writers, economists and research- 
ers has written a book, “A History of 
the Business Man,” which has had wide- 
spread editorial and book review eulogism. 
She traces business from the days ef the 
commercial cities of Carthage. The book is 
heavily documented, is brilliant and com- 
pletely informative in its earlier passages, 
but lets down in the latter part where it 
covers modern business. Publisher is Mac- 
millan. 

* * 8 


Had Nine Children 


Elmer Vrooman, special agent of the 
National Board of Fire Underwriters 
who died suddenly in a hotel in Hugo, 
Okla., a few days ago left a widow and 
nine children. 
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America Fore Group 
Has Large Resources 


STATEMENTS ISSUED 


Combined Assets of This Fleet Aggre- 
gate $242,398,632; Policyholders’ 
Surplus Totals $142,114,262 


Annual statements of the seven com- 
comprising the America Fore 
Group have been made public by Presi- 
dent B. M. Culver. The Continental re- 
nec admitted assets of $86,037,747; un- 
premiums, $20,522,705; losses in 
f adjustment, $3,163,991; reserve 
expenses, $1,330,600; re- 
dividends, $2,000,000; reserve 
for all other claims, $1,800,000; contin- 
gency reserve, $460,854; policyholders’ 
surplus, $56,579,597. 

Fidelity-Phenix has assets of $67,099,- 
370; unearned premiums, $15,367,997; 
losses in process of adjustment, $2,794,- 
562: reserve for taxes and expenses, $1,- 


ANNUAL 





panies 


ince 
process ¢ 
for taxes and 


serve for 


064,100; reserve for dividends, $1,500,000; 
reserve for all other claims, $1,600,000; 
contingency reserve, $670,956; policyhold- 


ers’ surplus, $44,101,755. 

Niagara Fire has assets of $22,098,534; 
unearned premiums, $5,349,920; losses in 
process of adjustment, $505,707; reserve 
for taxes and expenses, $342,160; reserve 
for all other claims, $400,000; contingency 
reserve, $131,960; policyholders’ surplus, 


$15,368,786. 

American Eagle Fire has assets of 
$13,286,638; unearned premiums, $3,078,- 
282: losses in process of adjustment, 
$699,687; reserve for taxes and expenses, 


$197,050: reserve for all other claims, 
$200,000; policyholders’ surplus, $9,111,- 
619. 

First American assets are $4,525,836; 
unearned premiums, $916,777; losses in 
process of adjustment, $149,826; reserve 


for ger and expenses, $55,425 : reserve 
for all other claims, $50,000; contingency 
reserve, $25,805; policyholders’ surplus, 


$3,328,002. 

Maryland assets total $3,060,648; un- 
earned premiums, $372,969; losses in 
process of adjustment, $47,498; reserve 
for taxes and expenses. $25,360; reserve 
for all other claims, $25,000: contingency 


reserve, $94,276; policyholders’ surplus. 
$2,495,545. 
Fidelity & Casualty assets amount to 


unearned premiums, $12,025,- 
302: reserve for claims, $18,681,681; re- 
serve for taxes and exnenses, $2,169,399; 
for all other liabilities, $1,200,000; 


$46,289,859 ; 

















reserve J 
contingency reserve, $1,271,748; policy- 
holders’ surplus, $10,941,639. 
Resources of Group 
* Admitted t Surplus for 
Assets Policyvholders 
Cont inental ...... $ poy ge $ 56,759,597 
idelity- Phenix 67,099,370 44/101, 755 
on vad 22'098, 534 15,368,786 
American E 13,286,638 9,118,938 
First American. 4,525,836 3,328,002 
Maryland : 3,060,648 2,495,545 
Fidelity & Casualts 46,289,859 10,941,639 
$242,398,632 $142,114,262 
on valuations on basis approved 
National Association of Insurance Commis- 
loners, 
t Market quotations December 31, 1937. 


Underwriting Results 

Premiums written by the Continental 
last year amounted to $20,590,606 com- 
pared with $18,477,436 in 1936. The un- 
earned premium reserve gained $1,246,- 
684. Losses totaled $8,248,522 and ex- 
penses $9,230,487. The Fidelity-Phenix 
reported premiums written of $15,388,278, 
as against $13,939,245 in 1936. Losses in 
1937 were $6,269,170 and expenses $6,- 
874,016 The Continental reported an 
underwriting profit of $1,846,388 and the 
Fidelity-Phenix an underwriting profit of 
$1 622.67( ) 


Fire Protection For 
Motor Boats Sought 


VALUE CONGESTION SERIOUS 





Committee Representing Various Inter- 
ests Drafting Set of Regulations 
For Boat Basins 





Rapid increase in the use of small 
motor craft for purposes, and 
many dangerous practices that have re- 
lack of proper facili- 


pleasure 


sulted because of 


ties for safe storage of these vessels 
when not in use, has resulted in conges- 
tion involving trem-ndous values. This 
lack of proper facilities in the nature 
of yacht basins, or, as they are now 
more commonly called, “marinas,” has 
been rendered more acute by improper 
fueling of motor craft and storage of 
flammable liquids. 


A special committee of the marine di- 
vision of the National Fire Protection 
Association, headed by H. E. Newell, 
engineer of the National Board of Fire 
Underwriters, and including representa- 
tives of the National Association of En- 
gineers and Boat Manufacturers, marine 
insurance interests and fire protection 
authorities, has been appointed to draw 
up recommended good practice require- 
ments for the location, construction and 
operation of municipal marinas. It is the 
thought that these practice requirements 
will serve as a basis and guide for mu- 
nicipal authorities when locating and 
constructing these essential facilities for 
motor craft. 

List of Requirements 


The details will include requirements 
for fireproof or fire resistive construc- 
tion, regulation of dock width, entrance 
and exit facilities at boat basin, subdi- 
vision of storage units, facilities for call- 
ing local fire department, location of fire 
hydrants and water lines, and numerous 
other features such as watch service, lo- 
cation of portable fire fighting apparatus, 
handling and storage of flammable liquids 
with special reference to fueling opera- 
tions and operation of gasoline supply 
for boats in the boat basin. 

There have been several fires in boat 
storage basins and the experience gained 
from study of these fires indicates the 
following contributing factors: 

Inadequate fire fighting facilities, es- 
pecially because of the location of the 
marinas, which are often remote from 
city fire protection; improper fueling op- 
erations and failure to segregate suffi- 
ciently the boat storage into a series of 
storage units. 

The committee has called one meeting 
and a tentative draft of regulations to 
have consideration at another meeting to 
be held in the near future is being pre- 
pared by Mr. Newell, who is chairman. 


HOOKER PRESIDENT OF F.LA. 


Automobile Executive Succeeds F. C. 
White, Hartford Fire; Kremer and 
Ewing New Vice-Presidents of F.1.A. 
Joseph K. Hooker, vice-president, Au- 

tomobile of Hartford, was elected presi- 

dent of the Factory Insurance Associa- 
tion at the forty-eighth annual mecting 
held yesterday in New York City. He 
succeeds F. C. White, vice-president, 

Hartford Fire, who declined re-election. 

As vice-presidents the F.I.A. elected C. 

S. Kremer, vice-president, Hartford Fire, 

and Esmond Ewing, vice-president, Trav- 

elers Fire. E. J. Sloan, vice-president, 

Aetna Fire, who has been an F.LA. 

vice-president since 1930 and before that 

was president, asked to be relieved of 
his duties. J. H. Vreeland, U. S. mana- 
ger, Scottish Union & National, was re- 
elected secretary and Gilbert Kingan, 
president, Orient, continues as treasurer. 
Manager H. P. Smith reported that 
during 1937 the association had acquired 
considerable new business, bringing the 
total insurance in force to a new high 
level; also that the premium income was 
greater than in any previous year. 








Important Rate Changes 


Announced in New Jersey 
Several important fire insurance rate 
changes in New Jersey were announced 
yesterday by the Schedule Rating Of- 
fice. Under Schedule 6 the base rate 
for public garages is reduced 5 cents 
and the 80% coinsurance discount in- 
creased from 25% to 33%. The prefer- 
ential credit for private service garages 
is hereafter omitted. Under Schedule 
11 covering breweries the occupancy 
charges are no longer cumulative and 
the coinsurance discount for risks of 
superior construction are increased. 
These changes make for moderate rate 
reductions. 

Specific rating for high valued private 
dwellings, those valued in excess of 
$100,000, is deleted in certain towns and 
cities, principally those along the At- 
lantic coast. These dwellings will now 
be subject to the general class rates. 





Travelers Fire Advances 
R. Wareing and J. T. Malone 


Two vacancies in the official staff of 
the Travelers Fire and Charter Oak Fire 
were filled at meetings of directors 
Tuesday. Robert Wareing was appointed 
assistant secretary, Eastern department, 
and Joseph T. Malone was appointed as- 
sistant secretary, Southern department. 

Mr. Wareing is a native of New Jer- 
sey, 42 years of age, who has been with 
the Travelers since July 1, 1926. Prior 
to going to Hartford he was with the 
Phoenix Assurance of London in New 
York. Shortly after joining the Trav- 
elers he was made chief examiner in the 
Eastern department. He has traveled 
extensively through the territory and is 
widely known by agents. 

Mr. Malone was born in New Haven 
36 years ago and is a graduate of New 
Haven High School. His first work was 
with the Security in New Haven, and in 
April, 1926, he joined the Travelers. As 
chief examiner in the Southern depart- 
ment he has traveled extensively. 
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New York Insurance Department Valuation Basis. 


The Tokio Marine & Fire 


Insurance Company, Ltd. 
United States Fire Branch: 80 John Street, New York 


Grorce Z. Day, Ass’t. General Agent 


U. S. Statement December 31, 1936 


$ 2,062,920.87 


. ° . 718,094.12 
. . . . 11,097,829.98 
. . . ° 13,878,844.97 


Securities comted at $623,635.21 


in various States as required by la 








Agents’ Convention at 
Hot Springs, May 2-5 
The National Association of Insur- 
ance Agents will hold its mid-ycar 
convention this veer at the Arling:on 
Hotel, Hot Springs, Ark., during the 
first week of May. Preliminary con- 
ferences will be held Monday, May 
2, with the get-together dinner the 
following evening ‘and regular con- 
vention sessions Wednesday and 
Thursday. Practically the entire 
convention will be given over to in- 
formal discussions. One of the im- 
portant subjects to come before the 
meeting will be the report of the 
committee on constitutional revision. 


LOUIS E. ENGLISH DEAD 











Influential Locally and as President of 
American Association of Insur- 
ance General Agents 

Louis E. English, Richmond (Va.) gen- 
eral agent, died suddenly January 24 fol- 
lowing a heart attack. He was about 
forty-five years old and was president 
of Louis E. English, Inc., manager of 
the Virginia-Carolina department of the 
Boston and the Old Colony, the Provi- 
dence Washington, Anchor and Camden 
Fire. He was also president of the 
American Association of Insurance Gen- 
eral Agents, of which he was one of the 
founders in 1926. 

A native of Richmond, Mr. English 
began his insurance career with a local 
company in that city in 1911. In 1916 
he became associated with the A. H. 
Harris general agency in Richmond. He 
traveled Virginia and the Carolinas and 
a part of the time made his headquar- 
ters at Raleigh. He returned to Rich- 
mond in 1920 as agency superintendent. 
Following the death of Mr. Harris in 
1921, the agency was continued as Cum- 
mins & English until April, 1924, when 
Mr. Cummins died. Mr. English operat- 
ed the agency individually until July, 
1925, when he acquired the entire in- 
terest. It has since been operated by 
Louis E. English, Inc., covering the orig- 
inal three states. 

Spencer Welton, vice-president of the 
Massachusetts Bonding & Insurance, sent 
to The Eastern Underwriter just a few 
days prior to the death of Mr. English 
a human interest article on the life and 
business career of this prominent Vir- 
ginian, This will appear next week. 





Continental Casualty Plans 
Fire-Marine Running Mate 


Definite announcement was made at 
Chicago on Tuesday by the Continental 
Casualty that it will enter the fire, auto- 
mobile and inland marine fields in the 
near future. The move is being made 
by launching a new company to be known 
as the Transportation Co. Its stock will 
be owned outright by Continental. 

No decision has as yet been reached 
as to the amount of capitalization of 
the new company. It is not expected 
that it will engage to any great extent 
in fire underwriting, but will confine its 
efforts largely to automobile and marine 
to give comprehensive coverages for its 
fleet and truck business. Policies have 
heretofore been issued jointly with the 
National of Hartford. It will also en- 
able Continental to write business for 
householders’ comprehensive policies. In 
announcing their plans Continental Cas- 
ualty officials emphasized that the new 
company may not engage in underwrit- 
ing for some time. 


J. LESTER PARSONS MARRIES 

J. Lester Parsons, head of the Crum 
& Forster fleet of insurance companies, 
and Mrs. Helen Boynton Wells of St. 
Louis were married on Saturday. They 
left for Miami where they will spend 
two weeks cruising in Florida waters. 


W. J. HELM ADVANCED 
The Royal Exchange and Provident 
Fire have advanced Walter J. Helm, 
state agent in Massachusetts, to the 
post of general agent. 
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Coverage and Basis of Rates 
Property Life Insurance 


How the New Combined System of Prop- 
erty Life Insurance and Mortgage Banks 


Can Solve the National Housing Problem. 


Unless a complete reorganization, es- 
pecially of the financial basis of build- 
ing industry, is carried out by a mech- 
anism such as Property- Life insurance 
one cannot expect an improvement or a 
fortification of the money-lending busi- 
ness, that is, again and again cases of 
emergency will occur at the critical 
points which will endanger the mort- 
gages or which will force the mortga- 
gees to take over the buildings, whereby 
great parts of the money-lending capital 
are lost or frozen. 

The accompanying chart depicts an 
average example of the critical points of 
mortgages on a building with a life- 
span of fifty years. 
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The complete form of Property-Life 
insurance encompasses preservation by 
replacement and repair in case of dam- 
age and sudden collapse through dilapi- 
dation and breakage, etc., and finally 
the repayment of the credit and its in- 
surance against premature disturbance 
of the interest payment. In this way a 
new credit insurance in connection with 
a Property-Life insurance is created. 


Recognizing the importance of Prop- 
erty-Life insurance Louis H. Pink, su- 
perintendent of insurance, endorsed the 
Property-Life insurance bill introduced 
by Senator Duncan T. O’Brien, chairman 
of the insurance committee of New York 
State Senate and thereby helped enact 
it The bill was signed by Governor 
Lehman May 19, 1937. 


A similar bill was enacted by the IIli- 
nois legislature a few weeks later with 
the support of Director of Insurance Pal- 
mer and was signed by Governor Horner. 


Principal Features of a Property-Life 
Insurance Policy 

_ The policy conditions of Property-Life 
surance have been elaborated in co- 
operation with John S. Breckinridge, 
member of the New York Bar 
(partner of William H. Hotchkiss, for- 
Mer superintendent of insurance of the 
State of New York). 

The purpose of Property-Life insur- 
ance is to insure buildings and struc- 
lures of all kinds against loss or dam- 
age resulting from the hazards speci- 
fed in P280 of the New York Insur- 
ance Law as enacted by the legislature 
in 1937, Since this type of insurance is 
Strictly a property damage insurance the 
Policy will in its general form follow 
that of existing forms of insurance cov- 


ering damage such as fire 


é to property, 
insurance. 


Hazards Covered 


The principal features of such con- 
tract are as follows: 

In general, the assured will be en- 
titled to recover damages to the insured 
structure resulting from the following: 

(1) Leakage in roofing. 

(2) Dry rot. 

(3) er in wall or ceiling founda- 
tions and in supporting or other massive 
but fireproof walls, or in supporting pil- 
lars, provided such damage renders the 
pertinent rooms unuseable for reasons 
of safety or health. 

(4) Bursting of pipes occurring be- 


nder 


By Dr. Hans Heymann 


damages only. The insured term is also 
to be determined by the company. 
Hence, Property-Life insurance is 


written for the calculated life of the 
property and covers the value of the 
property at the time of the inception 
measured by the replacement costs at 
the time of the loss. 


Premature Damages 


As in the case of fire and other types 
of property damage insurance, the in- 
sured amount payable at the end of the 
insured term is reduced by indemnities 
paid for premature damages—i.e., dam- 
ages occurring prior to the expiration of 
the insured term—whether such indemni- 
ties are paid by way of repairs or other- 








the risks assumed. 





In this, the third in a series of articles by Dr. 
on Property-Life Insurance, there is presented the general condi- 
tions of the policy contract and the basis of premium charges for 


Hans Heymann 








cause of natural wear and tear. 

(5) Dampness of rooms designated for 
permanent habitation by human beings 
provided the pertinent rooms have be- 
come unuseable for reasons of safety or 
health. 

(6) Subsoil water. 

(7) Settling of parts of the building 
provided the building has become totally 
or partially unuseable for reasons of 
safety or health. 

(8) Depreciation or deterioration to the 
extent that it constitutes physical dam- 
age to the property. 

In short, the company will cover the 
physical depreciation of the property 
plus certain other specified risks which 
are not covered by existing forms of in- 


surance. 
Hazards Not Covered 

Following the practice in fire insur- 
ance policies certain hazards are speci- 
fically excluded, such as the following: 

(1) Force majeure —i.e., earthquake, 
tornado, rock-slide, subsidence of the 
earth, flood, fire, lightning, explosion, 
windstorm and the like—but not includ- 
ing the gradual effect of weather due to 
rain, snow, heat of the sun and cold. 

(2) Invasion, insurrection, riot, civil 
war or commotion or military or usurped 
poss The or by order of any civil authority. 

(4) — and deficiencies which exist- 
ed at the time the policy was issued 
and which the insured should have 
known or did know. 

(5) Fault or errors of commission or 
omission of a contractor for which he 
is legally or contractually responsible. 

(6) Violation of the insured’s duty to 
prevent structural damages where such 
violation is intentional on the part of, 
or results from gross negligence of, the 
insured. 

(7) Willful or intentional act or acts 
or gross negligence of the insured or of 
third persons. 

Amount, Term and Premium 

The purpose of Property-Life insur- 
ance is to indemnify the assured for 
damages to his property in whole or in 
part. The insured amount and the in- 
sured term are determined by the com- 
pany only after examination of the in- 
sured object. Over-insurance is there- 
fore impossible and under-insurance— 
which is permissible—carries with it the 
right to receive partial indemnities for 


’ 


amount can 
with the 


wise. However, the insured 
be reinstated in accordance 
terms of the policy. 
Prevention of Damage 
Clearly the company in the absence of 
any provisions to the contrary would be 
at the mercy of careless or unscrupulous 
assured who permit their properties to 
run down or remain in a state of disre- 
pair. Consequently, the company will 
reserve the right of inspection and will 
insist on the assured maintaining his 
property in reasonably fair condition. 
Since the company imposes this duty on 
the assured, it is reasonable to provide 
that the company will loan funds to the 
assured to make such repairs and im- 
provements as may be necessary or ad- 
visable. Such loans are to be secured 
ee liens against the policy of otherwise. 
When partial damages to the insured 
structure of a certain character occur, 
the assured will be required to use the 
funds (the indemnity) to make the nec- 
essary repairs. For instance, if a roof 
of a building rots away, it must be re- 
placed or otherwise the building would 
soon become a total loss. 
Loans 

The company may make funds avail- 
able to the assured out of the premiums 
received under the policy only for the 
purpose of keeping the property in the 


position of an _ economically sound 
estate. 
Cancellation 
Since each insured object must first 


be examined by the company’s engineers, 
chemists and appraisers, the initial cost 
of writing a policy is considerably 
heavier than in the case of existing forms 


of insurance, where little, if any, phy- 
sical inspection is made. In these cir- 
cumstances cancellations in the earlier 


period of the insurance term would ad- 
versely affect the company’s underwrit- 
ing results. It has been proposed that 
the right of cancellation during the early 
periods, particularly in the case of long- 
term policies, where the initial pre- 
miums are somewhat low, be restricted. 


Miscellaneous Provisions 


There will also be included the usual 
provisions now found in fire and other 
policies having to do with— 

(1) Ownership and loss of insurable 

interest. 


(2) Waiver of provisions in the policy. 
(3) Fraud, misrepresentation, ete. 
(4) Other insurance. 

in hazard. 


(5) Increase 

(6) Notices and proof of loss. 

(7) Mortgag ree’s interest and mechan- 
ic S liens. 

(8) Assignment. 


(9) Arbitration. 

(10) Statute of limitations. 
Conclusion: In consideration of any 
of the proposed policy provisions, it 
should be borne in mind that Property- 
Life insurance is not life insurance but 
is at all times a form of property dam- 
age insurance. It indemnifies the as- 
sured for the actual property damages 
suffered and is not life insurance on the 
human life which pays an arbitrary sum 
fixed in the policy irrespective of the 
actual value of that life, which probably 
cannot be truly evaluated. It gives 
greater coverage than fire insurance, 
which only indemnifiecs the assured for 


the depreciated value of his property, 
which may be considerably below the 
actual cost. In short, it replaces the 


capital which has been destroyed by phy- 
sical depreciation—a property damage 
and other risks not heretofore covered. 


Premium Rates 


Because of the long term of the aver- 
age policy the premiums can be kept 
low; they are lower than the respective 
amortization rates or the rates of writ- 
ing off because compound interest is 
applied. The premium on a sixty-year 
policy in risk Class I as applied to solid 
brick and _ steel concrete structures 
would amount to 1.3% per annum; on a 
fifty-year policy 16% per annum; on a 
forty-year policy 20% per annum; on 
a thirty-year policy 29% per annum ap- 
proximately, etc. 

These premiums will 
further reduced through 
policyholders during the 
these ,participating policies. Aside from 
the fact that these original premiums 
cannot be regarded as high, in our opin- 
ion the creator of any useful capital or 
any income-producing property should 
first take into consideration the preser- 
vation and renewal quota of capital be- 
fore he can begin to build the property. 
A property which will not permit the 
bearing of this life quota—called the 
“reproduction quotient of capital” in 
economic science—should never be con- 
structed in the first place. 

Unless one decides to employ the prin- 
ciples of a careful merchant during the 
entire economic life of the building one 
can never thoroughly solve the problem 
of safeguarding mortgages, which means 
to secure the maintenance. renewal and 
reproduction of the loaned capital. 

All this would not concern the public 
if the owner used his own money. If 
he did that, he might do as he liked. 


doubtless be 
dividends for 
long run of 


Protection for Mortgagee 


However, if he gocs to the Federal 
Housing Administration and _ requests 
that he be given a guarantee for 80 or 
even 90% of a very substantial capital 
for a long period, then the FHA must 
answer: 

We can only do that if we have ab- 
solute assurance that you will proceed 
like a prudent business man, that you 
will keep books, etc., and if you create 
a sound and permanently profitable, 
useful property so that the money lend- 
ers will get their money back to the last 
penny. We owe that to the shareholders 











and debenture holders of the mortgage 
banks, to the bondholders of the corpo- 
rations and last but not least to the tax- 
payers of the nation. We must consider 
ourselves trustees of the people! 

Neither will we any longer rely on 
your promises You may have the best 
intentions, but the flesh may be weak. 
Furthermore, it is possible that the house 
and the credit may live longer than you. 
We demand an objective 100% security 
for the money which we entrust to you 
and your building. 

We see the basis for that security in an 
insurance on the life of your property 
which must be taken out for the full 
value and for its entire life span. 

An insurance which guarantees the 
maintenance, all vital repairs, and the 
complete reproduction of your property; 
which forces you to place in a positive 
reserve the amortization instalments and 
renewal instalments every year from the 
gross income in the form of premiums, 
before you consume any profit; and in 
the case of social or economic obsoles- 
cence this places funds at your disposal 
to maintain the property in a profitable 
and up-to-date condition. 

We furthermore require a gradual re- 
duction of the credit until it has been 
fully paid. This amortization can be 
taken care of by Property-Life insur- 
ance, but in that event you must assign 
the policy to us until such time as the 
credit has been fully repaid; and more 
than that, it can be provided through an 
endorsement to the policy of Property- 
Life insurance that the mortgagee has 
the right to demand from you, “the in- 
sured mortgagor, that you re instate the 
policy to the original insured amount 
after an indemnity has been paid by the 


company, and I certainly must insist 
upon this. oF : 
Under these conditions — assuming 


regular premium payment—at the end of 
the insured term—or if the building dies 
prior to the maturity, as a result of 
total loss of use, the whole insured 
amount becomes due and must first be 
used to satisfy the loan. The insurance 
must be at least as large as the 
mortgage. 
Mortgage Bank Bill Amendment 

The Mortgage Bank bill now before 
the New York legislature should be 
amended as follows: 

Amortization through Property - 
insurance. 

The 2% amortization required by the 
draft of the Mortgage Bank bill may be 
effected by means of Property-Life in- 
surance for the mortgaged property, 
under the conditions, however, that: 

(a) The amount of the Property-Life 
insurance policy be at least as high as 
the mortgage loan; 

(b) The rate of annual gross premium 
of such Property-Life insurance policy 
shall not be less than the rate of an- 
nual amortization required by the bill. 

(c) For the term of the loan all rights 
and benefits under the policy are as- 
signed to the mortgagee. 

In the case of such assignment the 
policy conditions of the Property-Life 
Insurance Co. will provide, as follows: 

Mortgagee 

(1) It can be settled by special writ- 
ten agreement between the assured and 
a mortgagee of the insured property on 
the one side and the company on the 
other as follows: 

(a) The mortgagee has the right to 
demand of the assured, that he increase 
the insured amount up to the original 
amount, reduced after the occurrence 
of a casualty according to Article 2, 


Life 
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Appeals for Strong Underwriters 
Ass’n of Field Men in N. Y. State 


W. H. Bryant, field man in New York 
State for the American of Newark and 
immediate past president of the Under- 
writers Association of New York State, 
is completing his twenty-fifth anniver- 
sary in fire insurance. Because of this 
and also because he started in the busi- 
ness with Underwriters Association he 
took occasion, when presenting his an- 
nual report early this month at the as- 
sociation meeting in Syracuse, to review 
briefly changes which have taken place 
in the last quarter century. 

Closing he appealed to the members to 
make the association a “strong, potent 
factor in our business” as there is a real 
need for a strong organization in New 
York, “one that will be aggressive and 
progressive in character. There would 
be sufficient initiative in such an organi- 
zation to instigate and develop any nec- 
essary changes for the improvement of 
our business and at the same time take 
intelligent action to eliminate such evils 
as may now exist.” 

It is Mr. Bryant’s position that changes 
in the last twenty-five years have tended 
to ieduce the influence of the field 
men’s organization. However, he be- 
lieves strongly that the association can, 
if it so desires, not allow itself to be- 
come inert but assume a position of 
greater importance. 

Contrasting the present with the sit- 
uation in New York State when he en- 
tered fire insurance Mr. Bryant said in 
part: 

Growth in Membership 

“In 1912 this organization was com- 
posed of ninety-five company members 
and 132 individual members; today we 
have 230 company members and 242 in- 
dividual members. The annual premium 
income of the member companies in this 
territory was approximately $9,000,000 
twenty-five years ago as compared with 
approximately $22,000,000 today. This 
doesn’t mean necessarily that the pre- 
mium income has increased in this ter- 
ritory to the extent mentioned, for in 
1912 there were some companies, now 
members, which then operated outside 
of our organization; however to offset 
that fact it must be remembered that 
the average rate has been reduced at 
least 40% country-wide since 1912 and, 
it is safe to assume, the same approxi- 





No. 4, by taking additional insurance, 
with corresponding increase in premium 
for the future insurance periods. 

(b) The mortgagee can demand of the 
assured that the insured amount, for the 
prevention of under-insurance, is raised 
to the required amount according to 
Article 5, No. 3 if necessary with corre- 
sponding change in premium with agree- 
ment of the company. 

(c) The company may not, even if the 
assured contradicts, refuse the premium 
payment offered by the mortgagee. 

(d) Otherwise the rights of the mort- 
gagee are determined according to the 
mortgage security certificate for build- 
ings attached to the policy. 

The debentures to be issued by the 
mortgage banks could be made eligible 
for investments of trust funds, savings 
banks, life insurance companies and the 
like only if they are protected through 
Property-Life insurance as provided in 
the proposed amendment as stated above. 





mate percentage reduction has taken 
place in our territory. 
“Due to the increased demands for 


service from companies, fieldmen, and 
local agents, with the attendant increase 
in personnel necessary to satisfy these 
demands, there has been a considerable 
increase in cost of the operation of this 
organization. This was to be expected. 
However, there has been a compensat- 
ing increase in operating revenue so 
that the net cost to the member com- 
panies in 1937 was about $250,000 as 
compared to $175,000 in 1912. The num- 
ber of employes today is 240 whereas 
in 1912 the number was only 104. There 
seems to be no question but that your 
association has been and is being op- 
erated both efficiently and economically. 


Gains in Uniformity 


“In 1912 there were seventeen stamp- 
ing offices located in the more ifmportant 
cities throughout the state. This meant 
the possibility of seventeen different in- 
terpretations of the rules. In 1915 the 
consolidation of these offices was begun, 
and by 1918 only three remained: Syra- 
cuse, Albany and Rochester. This change 
produced more uniformity in interpre- 
tation of the rules and the compliance 
therewith more effective. 


“Twenty-five years ago schedule rat- 
ing was in a state of transition. We had 
three mercantile schedules; one applica- 
ble in Rochester, a different one in AI- 
bany and still another one in the re- 
mainder of the state. Buffalo and su- 
burban territories were separate entities 
having their own rating schedules. Small 
wonder that widely divergent rates were 
produced on the same class of risk un- 
der those prevailing conditions. In 1922 
uniform schedules were adopted for the 
entire state (except New York City) and 
subsequently all risks rated thereunder. 

“Another important change occurred 
in 1922, Due to a revision in the state 
laws, it became necessary to merge the 
Underwriters Association of New York 
State, The Buffalo Board of Fire Under- 
writers and the Suburban Fire Insur- 
ance Exchange into one organization 
which was named the New York Fire 
Insurance Rating Organization. 

“For the benefit of those members who 
have entered the field since 1922, it 
might be of interest to know that prior 
to that time this organization was em- 
powered to provide its own rules and 
rating schedules, in fact we were a self- 
regulatory body. hen a new rule or 
a change in existing rule was advocated 
the subject was debated at our meet- 
ings, usually at such length that every 
member was familiar with the proposed 
revision, understood all possible inter- 
pretations and could vote intelligently 
upon the proposal. When the vote was 
taken, that action was final. 


Have No Part Now in Preparation 


Of Changes 


“How the picture has changed. To- 
day we open our mail and find a new 
rule has been adopted of which we have 
had no previous warning. Sometimes 
these rules are so worded that the in- 
tent is not clear, or there are several 
possible interpretations. Occasionally the 
rating manager is unable to give a satis- 
factory interpretation and, until an un- 
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PITTSBURGH AGENTS’ PLANS 
Manager Alexander Urges That Prob. 
lems Be Met With Friendly 
Spirit of Cooperation 


Ralph Alexander of Pittsburgh, who 
recently was appointed manager of the 
Fire Insurance Agents Association of 
that city, has issued an open letter to 
Pittsburgh agents outlining in part the 
guiding policies which the association 
plans to follow. In the first place the 
association will continue to emphasize 
that it is not restricted to fire agents 
alone, although the word “Fire” appears 
in the title. Marine, casualty and surety 
agents are welcome as members as they 
have been for some years. 

Concerning insurance problems affect- 
ing Pittsburgh agents Mr. Alexander 
says that “this association, in its en- 
deavor to improve agency conditions, 
starts with the intention of accepting 
existing conditions and of taking from 
neither agent nor company any rights 
or privileges which they now possess, 
subject only to such bounds as shall be 
agreed upon shortly in open meeting as 
being acceptable to the conscience of a 
majority of the membership. Today's 
conception of these bounds is certain to 
be broad in character. 

“We suggest the avoidance of any and 
all discussion as to responsibility for 
such conditions as may be subject to 
criticism, elimination or improvement. 
Our committee have seen sufficient evi- 
dence to satisfy us that organized com- 
panies will cooperate with organized 
agents. Our present effort is to prove 
that we are organized sufficiently to de- 
serve respect. Therefore let us keep our 
start free of all rancour. 





derstandable revision is made, confusion 
prevails, 

“Former President George Krank, in 
his retiring address of January 14, 19%, 
made a recommendation which was for- 
warded by this year’s executive commit- 
tee to the governing committee. This 
recommendation was to the effect that 
any contemplated drastic change in rule 
be first submitted to us for perusal and 
comment. To date we have not re- 
ceived favorable consideration to this 
proposal as the matter was promptly 
laid on the table. I trust the new execu- 
tive committee will not consider this a 
dead issue. We do not think the re- 
quest is an unreasonable one, nor can 
we recall any change in rule so emert- 
gent that the best interests of the busi- 
ness would have been prejudiced by the 
adoption of this recommendation. Any 
business, to be operated successfully and 
efficiently, must have the proper co- 
ordination of its several component parts. 
It was only in the spirit of cooperation 
that this recommendation was made.” 












LANS 


at Prob. 
idly 


‘gh, who 
r of the 
ation of 
letter to 
part the 
sociation 
lace the 
mphasize 
e€ agents 
" appears 
id surety 
3 as they 


1s affect- 
lexander 
its en- 
onditions, 
accepting 
ing from 
ly rights 
possess, 
shall be 
eeting as 
nce of a 
Today's 


ertain to 


any and 
lity for 
ibject to 
‘ovement, 
ient evi- 
zed com- 
rganized 
to prove 
ly to de- 
keep our 





on fusion 


‘rank, in 
14, 19%, 
was for- 
commit- 
ce. This 
fect that 
e in rule 
‘usal and 
not re- 
to this 
promptly 
Ww execu- 
-r this a 
the re- 
nor can 
30 emer- 
the busi- 


yn. Any 
fully and 
yper co- 
nt parts. 
yperation 
made.” 









January 28, 1938 


7 











Tee A Ea 
=== THE EASTERN === 





———7 so 








Seuss UNDERWRITER Gamera 











America Fore Presents Its Statements 


Once again the Companies of the America Fore Insurance and Indemnity 
Group are able to present statements which attest the strength and stability 


of our organization. 


We realize that our continued growth and success is due to the confi- 
dence of those agents and brokers who will not compromise with quality 
and are determined to provide only the best that can be obtained in 
insurance protection for their clients. 


With the loyalty of such agents and brokers the America Fore Companies 
can continue to provide American industry and other property owners 
with insurance contracts which will be dependable through depression 


Bartatvury 


and disaster. 


President 


STATEMENTS AS OF DECEMBER 3ist, 1937 


*tAdmitted Assets 


Continental........ $86,037,747 
Fidelity-Phenix.... 67,099,370 
rr 22,098,534 
American Eagle.... 13,286,638 
First American..... 4,525,836 
Maryland.......... 3,060,648 


Fidelity & Casualty 46,289,859 


*Bond and Stock valuations on basis approved by National Association of Insurance Commissioners. 
t+Contingency Reserve, representing difference between total values carried in assets for all bonds and stocks owned and total values based on December 31, 1937 


market quotations. 


Reserve for Reserve for Losses 


Premiums “claims 
$20,522,705 $8,294,591 
15,367,997 6,958,662 
5,349,920 1,247,867 
3,078,282 1,096,737 
916,777 255,251 
372,969 97,858 


12,025,392 22,051 ,080 


The American Eagle market quotations are $7,319.00 in excess of values carried in assets. 


tSecurities carried in the above statements are deposited for purposes required by law. Continental, $920,329.40; Fidelity-Phenix, $824,525.00; Niagara, $599,040.00; P 
American Eagle, $233,742.00; First American, $448,632.60; Maryland, $418,361.00; Fidelity & Casualty, $1,471,394.80. 2 


STRENGTH 


Diversified selected invest- 
ments in leading American 
industries. 


Reserves to meet every ob- 
ligation in full. 


An outstanding net surplus 
for the protection of pol- 
icyholders. 


SERVICE 


Experienced agents to serve cap 
the interests of assureds. 


Conservative underwriting policy for 


the assured’s protection. 
Adequate inspection service. 


An expense ratio that conse 
assured’s premium dollar. 


Expert adjusters, assuring competent 
and equitable adjustment of losses. 


Payment of all honest claims in 






SURPLUS FOR 
POLICYHOLDERS ’ 


{Contingency Market Quotations 
Reserve Capital December 31, 1937 
$460,854 $5,000,000 $56,759, 597 
670,956 - 3,750,000 44,101,755 
131,961 2,000,000 15,368,786 
0 1,000,000 9,118,938 
25,806 1,000,000 3,328,002 
94,276 1,000,000 2,495,545 
1,271,748 2,250,000 10,941 ,639 








CHARACTER 


Famous for fair dealing. 


ably 


Has commanded confi- 
dence of insuring public for 
over 85 years. 


Over $1,050,000,000 in 
losses have been paid by 
America Fore Companies 
full. since organization. 


rves 








America Fore Insurance 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FiDELITY-PHENIX Fire INSURANCE COMPANY 
First AMERICAN FirE INSURANCE COMPANY 
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NIAGARA Fire INSURANCE COMPANY 


MARYLAND: INSURANCE COMPANY OF DELAWARE 


THe FipELITY AND CASUALTY COMPANY 


BERNARD M. CULVER, President 
FRANK A. CHRISTENSEN, Vice-President 
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Rumsey 45 Years An Agent 


Well Known Producer of Paterson, N. J., Expert on Insurance 
of Silk Risks; Former President of Local Board and 


Thirty-one Years in State Association 


Forty-five years ago this coming June 
a young man by the name of S. D. 
Rumsey, then twenty-three years old, 
gave up a promising career in banking in 
New York City to form _an insurance 
agency in Paterson, N. His early 
home was near Englewood, not far from 
Paterson. He abandoned his connection 
with the Kountze Bros., banking house, 
then one of the best known in New 
York City, for reasons of health, his 
doctor’s advice being that he would prob- 
ably regain his strength more complete- 
ly and more rapidly if he established 
himself in some community where at- 
mospheric conditions are viewed as bet- 
ter than in New York. 

What would have happened had Mr. 
Rumsey ignored the advice given him is 
difficult to say. But today, in his sixty- 
eighth year, Mr. Rumsey is still active- 
ly operating a successful insurance agen- 
cy and his health appears excellent. Alert 
and vigorous, he goes beyond his own 
personal insurance business to maintain 
active participation in insurance organi- 
zation affairs and now serves on the 
executive committee of the Paterson 


insurance agents’ association. 
Although his agency bears the title 
Garrison, Rumsey & Co., Mr. Rumsey 


is the sole owner, Mr. Garrison having 
withdrawn some years ago. Except for a 
period of about seven years when he 
was associated with the late A. P. Hal- 
dane Mr. Rumsey has conducted his own 
production office. The Haldane agency, 
by the way, is still very oy, in busi- 
ness, being headed today by Charles E. 
Meek, Jr., who is Pe: Rog of the New 
Jersey Association of Underwriters. 
Represents Seven Companies 

Seven companies are represented ‘n 
the Rumsey agency; they are the Na- 
tional Union Fire, American of Newark, 
Massachusetts Fire & Marine, Reliance, 
Eagle Star, Alliance and United States 
Fidelity & Guaranty. Most of them have 
been with Mr. Rumsey more than twenty 
years, The National Union connection 
dates back to 1904 and the U. S. F. & G. 
came in twenty-six years ago. He has 
the reputation with his companies of 
standing for good practices. 

Competent and gaining experience as 
years passed Mr. Rumsey was not long 
an agent in Paterson before he came to 
play an important role in handling fire 
ee for numerous large assureds 

ngaged in Paterson’s major industry, 
the silk manufacturing business. Pater- 
son and silk were synonymous in those 
di iys. Using good judgment he sought to 

ro along with the development of a 
constructive enterprise on sound and en- 
during lines. A quarter century ago and 
even inter than then, but before the in- 


























S. D. RUMSEY 


vention of rayon, some of the Paterson 
silk mills carried as much as $1,500,000 
on contents alone. Raw silk at that time 
was valued at between three and one- 
half and four dollars a pound and mill 
owners carried large inventories so as 
to assure a constant supply of the valu- 
able material. Handling insurance pro- 
tection for these large risks was no sim- 
ple task and called for a keen apprecia- 
tion and understanding of physical and 
moral hazards and value of merchandise 
as well as a broad knowledge of insur- 
ance rates and forms. 

Times have changed, however, and to- 
day the silk industry in Paterson, while 
still important, does not occupy the domi- 
nant position it did. Many of the big 
factory buildings remain but the business 
conducted in most of them is not con- 
trolled by single ownership or manage- 
ment. The mills, instead, are largely 
occupied by tenants, each with a small 
amount of space. It is a family proposi- 
tion to a considerable extent with men 
and women, related to one another, car- 
rying on the work. They have machines 
which turn out thirteen yards or more a 
day each and one weaver can operate 
four machines. 

There is no necessity for these small 
families to carry heavy accumulations of 
raw material nor have they the resources 
to fiance large amounts of silk and its 
present-day substitutes. This obviously 
cuts down the insurance required, The 
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moral hazard feature, likewise, has in- 
creased in comparatively recent years 
and the frequency of strikes and other 
labor troubles led the insurance carriers 
some time ago to be more careful with 
respect to liabilities assumed on silk 
risks. With cotton backing, mercerized 
cotton and rayon used so largely in the 
“silk” business at present in order to 
lower the price and widen the sale of 
“silk” dresses, stockings and other cloth- 
ing the insurable value of raw materials 
has declined tremendously. 

Not being a one business agency, but 
having an average spread of types of 
risks, Mr. Rumsey was able readily to 
accommodate himself to altered condi- 
tions. 

Years ago, before the present fire rat- 
ing system was organized in New Jerscy, 
local agents and fieldmen handled that 
problem. Mr. Rumsey served on the 
Paterson rating committee, composed of 
local producers and company representa- 
tives. Judgment and competition both 
were rather important factors in estab- 
lishing rates then and Mr. Rumsey can 
tell amusing stories of business getting 
practices. 

The Paterson agents’ association of 
which Mr. Rumsey is a member has 
about sixty members. That is almost 
three times the total number of agents 
in the city a quarter century ago when 
the population was around 65,000. Now 
the population figures have about doubled 
whereas the number of agents has in- 
creased to 150 or more. The Paterson 
local board, of which Mr. Rumsey was 
president a few years ago, handles the 
city’s school property insurance, the 
members having convinced the municipal 
authorities that such a method is far 
superior to the old hit-or-miss custom 
of handing the coverage around as 


political favors with no one knowing. 


whether the protection was adequate, 
rates too high or too low or the forms 
correct. In the state local agents’ asso- 
ciation, the New Jersey Association of 
Underwriters, Mr. Rumsey has been a 
member over thirty years. 

Mr. Rumsey has a wide reputation as 
a good story teller. He can always re- 
call many witty and interesting anecdotes 
based on insurance selling and loss ad- 
justing in years gone by when the rules 
now in effect had not been created. 
Possessing a keen, sharp mind he sees 
the underlying humor in many situations 
which appeared most serious on the sur- 
face or to those not acquainted with full 
facts. 

Five years before he went to Paterson 
Mr. Rumsey was working for the Amer- 
ican Exchange National Bank in New 
York City. The year was 1888 and he 
was eighteen years old. In March came 
that blizzard which today ranks as the 
worst ever experienced in the Eastern 
states. For three nights young Rumsey 
was unable to get to his home in New 
Jersey, all railroad traffic being at a 
standstill, and the bank employes were 
quartered i in New York City hotels. Mr. 
Rumsey says he was conscientious and 
struggled downtown to work each day 
but many of the employes took advan- 
tage of the difficulties of the moment and 


never. showed up at the bank, located 
near Wall Street, until the streets were 
cleared. 
Paterson Conflagration 

On Tuesday, February 9, the thirty- 
sixth anniversary of the conflagration 
which swept Paterson will be observed, 
That fire caused over $3,000,000 dam: age. 
Recalling that disaster Mr. Rumsey says 

“On February 8, the thirty-sixth anni- 
versary of the conflagration which swept 
Paterson started in the car barns in 
Lower Broadway, extending through to 
Van Houten Street. Due to an excep- 
tionally high wind, of gale proportions, 
and considerable snow, it spread rapi idly 
in a_ southeasterly direction, and was 
soon beyond the control of the fire de-’ 
partment, probably assisted by the lack 
of water pressure, and the further fact 
that the immediately adjoining build- 
ings were of old frame structure, some 
dating back to the beginning of Pater- 


son. 

“When at last the fire was under con- 
trol a damage of about three million dol- 
lars had been done, and not over two- 
thirds was covered by insurance. As 
the banks, office buildings, including the 
City Hall, were among the victims, a 
great loss of important public and pri- 
vate records was suffered.” 





Dominion Regulation 
Alone Sought in Canada 


The all Canada Fire Insurance Fed- 
eration, representing over 200 licensed 
companies—stock and mutual, tariff and 
non-tariff—asks for insurance jurisdic- 
tion by the Dominion exclusively, in a 
brief submitted this week to the Royal 
Commission which is inquiring into Do- 
minion-Provincial relations. The brief 
is signed by W. E. Baldwin, who is 
Canadian manager of the America Fore 
Group, as president, and by J. A. Mann, 
K. C., as counsel, of the Federation, and 
it also carries the names of the other 
officers and directors. The brief com- 
mends the efforts of the various super- 
intendents who are now in charge of in- 
surance regulation, but points out that 
burdensome work and taxes have re- 
sulted from the division of power as 
between Dominion and provinces. 


TESCHE ROYAL EXCH. SPECIAL 


Henry W. Tesche has been appointed 
special agent in eastern New York for 
the Royal Exchange and Provident Fire. 
He will cover New York suburban terri- 
tory for the Provident and also repre- 
sent the Car & General in these terri- 
tories for the group’s casualty business. 
Mr. Tesche was formerly special agent 
for the Scottish Union & National for 
about ten years. 


CAMDEN BRINGS MILLS EAST 

Allen Mills, state agent of the Cam- 
den Fire in Iowa and Nebraska, has 
been put in charge of agents in the field 
adjacent to the home office in Camden, 
N. J. Mr. Mills was formerly at the 
head office in the underwriting depart- 
ment before being sent West. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Even at peril of being criticized by 
my good friends for talking about my- 
self and experiences I have had, my mind 
harks back to the eighties, comparing the 
art of entertaining then and now. There 
were no movies nor automobiles nor 
dancing and dining to take people from 
leisurely and enjoyable meals, and when 
there was a goo ‘d dinner on, pe: ple stayed 
“put,” and the art of conversation to- 


gether with good living flourished. 
Speeches were made during dinner time 
and not by schedule, as now. The ex- 


cellent meals and good wholesome wines, 
the latter taken moderately and leisurely, 
followed by good digestion, and the con- 
versational talent developed a feeling of 
well-being and good fellowship, so well 
expressed and not translatable into Eng- 


lish by the German word “Gemueth- 
lichkeit.” Wines were not just con- 
sumed, but enjoyed leisurely with food, 


which made for temperance. 

I remember when friends of my par- 
ents celebrated their crystal wedding, and 
their house at 132 Amity Street, Brook- 
lyn, was directly in the rear of ours on 
Congress Street, that jointly a frame 
covered viaduct was built between the 
two houses over the space of the two 
gardens between connecting the parlor 
floor of the celebrants with ours, the 
latter being used as a dining room. Each 
table seating four had a magnum of 
Pommery and a full course dinner was 
served. We were allowed to remain 
around until we fell asleep. An orches- 
tra played in both houses continually. 
Very few of the people who attended 
this party survive—I know only one— 
Oscar Huettlinger, then a popular young 
bachelor, who always had time to take 
an interest in us kids. 

Such entertaining is unknown today, 
more’s the pity. It was not entirely a 
question of money, the spirit of enter- 


St. Paul anit Gains In 


Assets, Surplus, Premiums 


The St. Paul Fire & Marine reports 
for 1937 increases in assets and net sur- 
plus despite the severe drop in market 
value of securities and a gain of $1,402,- 
178 in net premiums. Assets of Decem- 
ber 31, 1937, were $39,649,093, a gain of 
about $250,000. Capital is $4,000,000 and 
net surplus $23,309,581, nearly $900,000 
above the figure for 1936. A voluntary 
reserve of $1,707,940 that existed in the 
1936 report is eliminated entirely in the 
1937 statement. The unearned premium 
reserve is $9,303,853, compared with $8,- 
647,086 at the close of 1936. The con- 
flagration reserve of $525,000 shows an 
increase of $75,000. Net premiums last 
year totaled $12,078,969 compared with 
$10,676,790 in 1936. 








ALLISON F. KELSEY WEDS 

Allison Fuller Kelsey, who owns and 
operates an insurance agency in Mont- 
clair, N. J., and Miss Louise Ann Chris- 
tison, daughter of Mr. and Mrs. Hugh 
Christison of Methuen, Mass., were mar- 
ried last Friday afternoon at the Central 
Presbyterian Church in New York City. 
After their wedding trip Mr. and Mrs. 
Kelsey will make their home in South 
Orange, N. J. The bridegroom attended 
the Hill School and Prince ton University. 
His father, J. A. Kelsey, is president of 
the Standard of New York and general 
agent for the fire branch of the Tokio 
Marine & Fire. 


taining in this way has been lost and 
nothing has taken its place, and so right 
down the line. In the early days of this 
century at our get-togethers and ban- 
quets, etc., we never lacked the neces- 
sary talent among our members to en- 
tertain ourselves, nor did we have to 
hire professional entertainers (a damn 
nuisance) and jazz bands that sound to 
me like a band of gorillas dancing around 
in the jungles and beating their breasts 
and emitting various howls, and stopping 
all intelligent conversation. Perhaps it 
is meant to do that, because the art of 
conversation has been lost. And we 
didn’t have to listen to the conversation 
of some scheduled speakers, whether we 
wanted to or not. 

One of our best musical entertainers 
at our Summer outings was Mrs. Chit- 
tenden, wife of Manager B. C. Chitten- 
den of the Adjustment Bureau at Albany, 
N. Y¥., who so often favored us with 
the beautiful voice of mature woman- 
hood, not the nasal and over throaty 
squeaky squawk of the professional sing- 
ers we are asked to “give the little lady a 
hand to” by the sissy master of cere- 
monies hired nowadays, 

We also had good musical talent among 
our members who could play the piano 
well, also some that could play the vio- 
lin. Sometimes we did not even have to 
hire the hotel band. 

I had the great pleasure of meeting 
Mrs. Chittenden recently at a dinner 
dance, and she is the same fine, popu- 
lar and talented lady, a friend and good 
scout she always was. She is a grand- 
mother now and I being a grandfather, 
we talked at length about our children 
and grandchildren with a great deal of 
joy. I salute you, Mrs. Chittenden. May 
you live long and happy. Besides other 
god points, she is also a close reader of 
my Tales. Mr. Hadley of The Eastern 
Underwriter will also remember her well. 





New York University 
Lectures Begin Feb. 2 


New York University School of Com- 
merce at Washington Square, New York, 
announces the following courses in in- 
surance beginning February 2: Prin- 
ciples of Insurance, Insurance Law and 
Practice, Fire Insurance, Casualty In- 
surance, Social Insurance. The lecturers 
are Professor S. B. Ackerman, associate 
professor of insurance, New York Uni- 
versity, and Edward R. Hardy, secretary, 
Insurance Institute of America. 





NAMES TIMES SQUARE AGENCY 


The Milwaukee Mechanics of the Loy- 
alty Group has appointed the Times 
Square Agency, Inc., 1472 Broadway, 
New York City, as Manhattan and Bronx 
fire and inland marine agent. Nathan 
Greenbaum is president of the agency 
with William Posner vice-president and 
Henry Schaat secretary. 


SERVICE CLUB FORMED 


Old Employes of Fireman’s Fund Gather 
n San Francisco and Dine 
Officials of Company 


A permanent organization known as 
Fireman’s Fund Twenty-five Year Club 
was formed January 17 at San Francisco 
when thirty-two employes, headed by 
Chairman of the Board J. B. Levison 
and President Charles R. Page, were 
feted at a dinner. Toastmaster was 
Thomas F. Ryan, assistant secretary, 
who has been with the company for 
forty-four years. It was agreed to make 
the dinner an annual event. Employes 
become eligible upon reaching their 
twenty-fifth year of service. 

Active employes who attended and 
their years of service were Arnold Bow- 
hay, 25; Kenneth Brown, 34; Edward 
E. Eitel, 33; Frank L. Emerick, 26; Les- 
lie J. Gardner, 32; Leland S. Gregory, 
27; Leslie J. Haefner, 31; Walter Hof- 
mann, 44; Calvert E. Hydes, 27; George 
Tordan, 26; Mr. Levison, 47; William 
H. Menzies, 26; Alfred E. Mueh. 35; 
Bayard FE. Nourse, 32; Edward D. 
Owens, 25; Mr. Page, 35; Charles Pres- 
ton, 28; Mr. Ryan, 44: Clayton Schwerin, 
27: Chester A. Swift, 35: Alfred E. 
Webber, 39: Kenneth Smith, 25, and 
Harry Goodall, 33. 

Retired members who were honored 
at the dinner and their vears of service 
were T. E. Palmer, 28: Grayson Dutton, 
46; Frank G. White, 47; Harry Fowden, 
45; R. C. Delamater, 43; Fred H. Smith, 
32: Fred P. Butler, 46; H. D. Swales, 43, 
and W. C. Faull, 45. 





Ohio Farmers Surplus 
$2,007,403; Meeitng Held 


The ninetieth annual meeting of the 
Ohio Farmers Insurance Co. and_ the 
forty-seventh annual meeting of the Ohio 
Farmers Agents Association of Ohio 
convened at the home office of the com- 
pany in LeRoy, O., on January 18 and 
19. More than two hundred agents and 
guests were registered, 

Secretary J. C. Heistand of the Ohio 
Farmers Insurance Co. read a condensed 
financial statement, the figures indicating 
that the company had a good year and 
that it is in a prosperous condition. As- 
sets as of December 31, 1937, are $4,802,- 
488, loss reserve $159,836, surplus $2,007,- 
403, unearned premiums $2,505,065, and 
other reserves $130,182. 

Prominent among Ohio Farmers rep- 
resentatives attending the meeting were 
T. W. Anderson of the E. K. Schultz 
general agency, Philadelphia; Sydney T. 
Perrin, manager of the New York City 
metropolitan area; Fred A. Spear, gen- 
eral agent, Los Angeles; Stuart K. Fray- 
ser, special agent, Richmond, Va.; special 
agents from Ohio, Indiana and Illinois, 
and many agents from those and other 
states. 





NEBRASKA LOSSES DECLINE 


Nebraska State Fire Marshal Davis re- 
ports losses from fires in 1937 were a 
third of a million dollars less than in the 
previous year. The estimated 1937 fire 
waste was $2,031,581, compared with $2,- 
344,049 in 1936. The losses represented 
7% of the total value of the buildings 
involved, 18% of their contents and 13% 
of all property at hazard, including au- 
tomobiles. These figures do not repre- 
sent fire losses where fire departments 
were not called. Notoriously incomplete 
records are received for automobile and 
farm fires, the fire marshal explained. 
Omaha reported a fire loss for the year 
of $313,957 in 3,700 blazes. 
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AMERICA FORE CHANGES 


Six Field Changes Made in Western 
Territory, Affecting Illinois, 
Iowa and Wisconsin 


_ E_ A. Henne, vice-president of Amer- 
ica Fore Group at Chicago, announces 
the following field changes affecting 
Illinois, Iowa and Wisconsin. 

E.R. Phillips, Niagara and First Amer- 
ican special agent, transferred from the 
southern Illinois field to Iowa, where he 
will represent all six of the companies 
in everything excepting farm. J. W. 
Lenehan, special agent for Continental 
and American Eagle, succeeds Mr, 
Phillips as special agent in southern 
Illinois for Niagara and First American. 

A. P. Mapes, at present special agent 
for inland marine, succeeds Mr. Lene- 
han as special agent for Continental and 
— Eagle in association with J. W. 

u 

L. S. Wallace, Jr., special agent for 
all six America Fore companies in south- 
ern Illinois, will be made representative 
for Niagara, Niagara-Detroit Under- 
writers and Maryland as special agent 
in association with his father, L. S. 
Wallace, Sr. John Leichtenberg, special 
agent representing all SIX companies in 
southwestern Wisconsin, is made repre- 
sentative for Fidelity-Phenix and First 
American in the western half of that 
state. 

é. Vincent, special agent repre- 
senting all six companies in the north- 
western part of Wisconsin, has been 
made special agent for Continental and 
American Eagle throughout the western 
half of the state. 








Central Manufacturers 
Mutual Business Larger 


In the sixty-second annual statement 
of the Central Manufacturers’ Mutual, 
Van Wert, Ohio, all items are shown 
at a new high. This includes assets, 
surplus, net premiums, underwriting 
profit and dividends to policyholders. 
With bonds on an amortized basis and 
stocks at market value assets amounted 
to $6,228,039 and policyholders’ surplus 
$2,894,909, an increase of $520,855 for the 
year in assets and $130,252 in surplus. 
With 44.7% of assets in U. S. Govern- 
ment bonds and 9.9% in cash the Central 
is in a very liquid position. 

Net premiums in 1937 amounted to 
$3,703,728, an increase of 12.5%. Paid 
losses were $1,089,491 and underwriting 
profit $1,005,630. Policyholders’ dividends 
amounted to $876,879. 





HARRY E. PHILLIPS DIES 

Harry E. Phillips, state agent of the 
Home in the New York suburban de- 
partment, died last Friday at his home 
in Hackensack at age 67. He had been 
ill about a year. Surviving are his wid- 
ow and two daughters. Mr. Phillips was 
well known in the suburban field, having 
served the Home ten years and prior to 
that the St. Paul F. & M. for many 
years. 





NEW YORK FIRE DIVIDENDS 

Directors of the New York Fire, a 
member of the Corroon & Reynolds 
group, have declared the regular quar- 
terly dividend of 20 cents a share, plus 
an extra of 5 cents a share, payable 
January 29 to stock of record Janu- 
ary 
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HE Royal-Liverpool Groups insure the 





buildings in connection with a large 
mining company in South America — over 
11,000 feet above sea level. 


Here, surrounded by mountains that are 
snow-capped practically all the year ’round, 
is a mining settlement well protected by 
most modern fire appliances—over two miles 
above sea level! 


This is No. 5 of the series,"’Round the World with 
the Royal-Liverpool Groups.” No. 6 takes the Groups 
to a spot in Palestine 683 feet below sea level. 
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Aerial Explorations Photo 


ROYAL’ LIVERPOOL GROUPS 


ONE HUNDRED FIFTY WILLIAM STREET, NEW YORK, N.Y. 


AMERICAN & FOREIGN INSURANCE COMPANY ° BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. ° CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO, LTD, °®* THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. e¢ QUEEN INSURANCE COMPANY OF AMERICA 
THE NEWARK FIRE INSURANCE COMPANY ° FEDERAL UNION INSURANCE COMPANY . ROYAL INSURANCE COMPANY, LTD, ° STAR INSURANCE COMPANY OF AMERICA 
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Brooklyn Brokers Hear 
Exchange President 

W. R. CRANE INSTALLS OFFICERS 

Believes Fire Companies Ought To 


Extend Coverage Rather Than 
Reduce Rates 








Officers of the Brooklyn Insurance 
Brokers Association were installed at 
a well attended luncheon meeting Wed- 
nesday at the Hotel Bossert, Brooklyn. 
Wilbur R. Crane, president of the New 
York Fire Insurance Exchange and sec- 
retary of Crum & Forster, installed the 
following: 

President, Sylvester P. Eisemann; 
vice-president, J. E. Fries; treasurer, E. 
C. MacCormack; secretary, Jacob L. 
Schneider; members of executive com- 
mittee; Bernhard Stern, chairman; John 
Piselli, Victor Gauthier, Charles Reppa 
and Alex Goldberger. 

Committee chairmen for 1938 have 
been named as follows: grievance, H. 
Lester Heistad; finance, V. C. Steuer- 
wald; legislative, M. L. Nathanson; 
membership, Fred Schmidt; entertain- 
ment, Harry Ellis; publicity, Emanuel 
Bochner and bulletin, Alex Goldberger. 
On the broker association’s joint com- 
mittee are Messrs. Stern, Nathanson, 
Fries and Goldberger. 

Mr. Crane spoke briefly on “Features 
of Exchange Work.” He said that the 
exchange has been confronted at times 
with serious opposition, but in the past 
two years has accomplished much in 
solving many intriguing problems with- 
out discrimination. He pointed out that 
insofar as the exchange has proven it 
can succeed it is essential for those in 
the insurance business to support its 
movements and he urged the brokers to 
cooperate with the exchange as they 
have in the past. He stated that there 
should be liberal and increased coverage, 
rather than reduced rates and that con- 
tracts should be broadened and extended 
to make them more saleable. 


FRED T. HEATH DIES AT 71 

Fred T. Heath, well-known insurance 
agent in Long Island City, died Monday 
at his home in Brooklyn at the age of 
71. He had been ill about a week with 
pneumonia. Head of the agency of Fred 
T. Heath, Inc., 29-46 Northern Boulevard,e 
he had been in insurance about forty 
vears. He was general agent for Long 
Island for the New Hampshire Fire and 
local agent for the Aetna, Phoenix, 
Springfield and Georgia Home. For 
many years Mr. Heath was associated 
with the late George Emener, a former 
sheriff of Queens County, in the firm 
of Emener & Heath. He was also vice- 
president of the Long Island City Agents 
Association. His widow survives. 


TAKES JAB AT JAMES ROOSEVELT 

Westbrook Pegler, World-Telegram 
and syndicate columnist, devoted a re- 
cent column to James Roosevelt’s in- 
surance activities, written in the char- 
acteristic Pegler vein of taking a shot 
at people. 


McCLELLAN HEADS TROY ASSN. 

J. S. McClellan has been elected presi- 
dent of the Underwriters Association of 
Troy, N. Y. J. A. Van Wie is vice- 
president, C. H. Butt secretary and W. 
C. Chase treasurer. 








400 Attend Dinner Of 
Independent Brokers 


JUDGE CONWAY TOASTMASTER 





President Locke Suggests Brokerage As- 
sociation Conferences Before Company 
Organization Rules Go Through 


Four hundred members of the Inde- 
pendent Brokers Association of Brook- 
lyn, Inc., and members of their families 
attended the twelfth annual dinner and 
dance of the association, held at the 
Livingston, Brooklyn, Tuesday night. 
Albert Conway, Supreme Court justice, 
was toastmaster. Recuperating from his 
appendicitis hospital experience Super- 
intendent Pink could not be present, but 
the Department was represented by 
Deputy Superintendent Edward J. Mc- 
Laughlin, Charles E. Wheeler, chief ex- 
aminer of casualty companies; Joseph F. 
Lawyer, chief examiner Department’s 
brokerage bureau; Sam Kosman of the 
Liquidation Bureau and others. 


On the Dais 


On the dais among others were these: 

Elting C. Niver, executive vice-president, N. Y. 
Board of Fire Underwriters; Julian Lucas, for- 
mer president National Association of Brokers; 
. Hardy, secretary Insurance Society of 
N. Y.; Prof. S. B. Ackerman, N. Y. University; 
William J, Manning, president Brooklyn Fire 
Agents Association; Leonard D. Saunders, execu- 
tive secretary, Insurance Federation; Samuel 
D. Rosan, chairman, Independent Brokers Asso- 
ciation of Brooklyn; George F. Sullivan, presi- 
dent General Brokers Association of the Met- 
ropolitan District; Arthur C. Goerlich, president 
Bronx Insurance Men’s Association; Sylvester 
P. Eisemann, president Brooklyn Insurance Bro- 
kers Association. 

In his talk at the dinner President 
Peter A. Locke of the Independent Bro- 
kers Association said in part: 

A suggestion I would like to make would be 
to ask our insurance officials and lezislators to 
find a way to prevent money lending institutions 
from directing the peainn of risks through cer- 
tain brokers only. If the Insurarc> Department. 
legislature, rating bureaus and development of- 
fices would confer with the brokers’ associations 
before enacting rules and regulations for the 
public we are sure that nine-tenths of their 
public relations problems would be solved. 





L. M. KANE IN HOSPITAL 

Larry M. Kane, who is with Frenkel 
& Co., insurance brokers at 80 Maiden 
Lane, New York, and who is a past 
commander of Insurance Post No. 1081, 
American Legion, went to St. Luke’s 
Hospital, New York, this week for a 
stomach operation. 


WM. L. VOIGHT A FATHER 
William L. Voight of Cross, Brown & 
Rounds, Inc., insurance brokers at 116 
John Street, New York, is the proud 
father of a newly arrived baby girl, 
Carol Clay. 


ON MEDITERRANEAN CRUISE 


Morris Glickenhaus, president of Gus- 
tav Frank & Co., Inc., insurance brokers 
and agents at 505 Fifth Avenue, New 
York City, accompanied by Mrs. Glick- 
enhaus, sailed last Thursday on the Vul- 
cania for a Mediterranean cruise to 
celebrate their twenty-fifth wedding an- 
niversary. 


SAMUELS’ LICENSE REVOKED 


Superintendent of Insurance Pink of 
New York has revoked the agent’s li- 
cense of George Samuels, 117 Feather- 
bed Lane, New York. Samuels was 
charged with failure to properly account 
for premiums collected. 











STARTS WAR ON PART-TIMERS 





Monmouth County Association of N. J. 
Votes to Copy Program Devel- 
oped by Bergen County 

A campaign to weed out many part- 
time agents from the insurance field was 
instituted at Red Bank, N. J., last week 
by the Monmouth County Insurance 
Agents Association. Officials of the or- 
ganization said they would begin ‘m- 
mediately the business purge which they 
said has been carried on in Bergen 
County and which is rapidly being adopt- 
ed by other counties in the state. Al- 
bert Robbins, Asbury Park, was named 
clean-up director. 

The first step in the contemplated task 
would be to obtain a complete index from 
the state department of banking and in- 
surance of all licensed agents in the 
county. Negotiations with the compan- 
ies employing part-time agents will then 
be undertaken in an effort to halt the 
practice. 

Stephen A. Pawley, president of the 
association. which has fifty-two members, 
and Louis E. Bronson, Ocean Grove. its 
publicity director, both termed nart-time 
agents injurious to the assu~ed and the 
recognized agents as well. 

Other officers of the association include 
Herbert M. Farrow, Red Bank. vice- 
president; Alfred L. Stanshury, Asbury 
Park, secretary, and Donald C. Butcher, 
Freehold, John A. Jones, Belmar, and 
Monroe C. Hawes, Manasquan, members 
of the executive committee. 


N. J. Women Meet Feb. 7 in 


Newark to Plan Own Assn. 


Mrs. Cristine B. Nolan, North Bergen, 
N. J., who is forming an organization of 
insurance women in that state, has ar- 
ranged to have a number of them meet 
her at dinner February 7 at Wilkens 
Coffee Shop, 9 West Park Place, New- 
ark, to consider plans for an associa- 
tion. The purposes outlined are mutual 
aid and cooperation through the various 
branches of insurance education and em- 
ployment. The proposed organization 
would be open to women agents and 
women employed in offices of stock com- 
pany agencies. Those interested are re- 
quested to communicate with Miss 
Marian A. Cramer, care Walter A. Schae- 
fer & Co., 47 New Street, Newark, tele- 
phone Mitchell 2-6363. The dinner 
charge will be from 55 to 95 cents. 


Results of New York 
Bridge League Games 


The New York Insurance Bridge 
League held a tournament January 20, 
the winners being as follows: Section 1. 
First—Leonard Peterson and 
Payne. Home Insurance Co; second— 
J. J. Dunn and H. F. Ihnen, Chubb & 
Son; third—John Schmid and William 
Bunney, Hartford Accident & Indem- 
nity. 

Section 2. First—R. B. Armstrong and 
A. E. Abderhalden, Globe Indemnity; 
second—E. G. Weaver and E. K. Lewis, 
North America; third—S. A. Romolo, 
National Surety, and Henry Friedlander, 
Manhattan Mutual. 

Section 3. First—K. G. Ross, National 
Bureau, and J. W. Snyder, J. A. Eckert 
¢ Co.; second—James T. Browne and 
Henry Alcabes, New York Underwriters; 
third—Fred Knight, Weekly Underwriter, 
and C. E, Coleman, Marsh & McLennan. 








ASS’N SEEKS TO INCORPORATE 


State Senator Jacob J. Schwartzwald, 
Democrat of Brooklyn, has introduced 
in the Senate at Albany a bill providing 
for incorporation of the Brooklyn In- 
surance Brokers Association. Under New 
York laws a special act of the legislature 
is required to permit use of the word 
“insurance” in the title of a corporation 
other than an insurance company. 





SAMUEL S. STOVIN DIES 
Samuel! S. Stovin, New Haven (Conn.) 
insurance and real estate agent for fifty 
vears, died this weck at age 57. He was 
born in Kiev, Russia. Surviving are two 
sons and a daughter. 


CLIFTON H. CORNISH DIES AT 7 

Clifton H. Cornish, 71 years old, treas- 
urer of the New Bedford, Mass., agency 
of Cornish & Co., Inc., and past presi- 
dent of the Massachusetts Association 
of Insurance Agents, died last week after 
a long illness. In 1888 he became a 
partner in the agency which was estab- 
lished in 1867 by his father, I. S. Cor- 
nish. The deceased is survived by his 
widow and two daughters. Since 1934 
the agency has been conducted under 
its present name with Mr. Cornish, Ed- 
son S. Cowen and D. Chester McKinnon 
as members. 





Supplemental 


(Continued from Page 1) 


losses it covers smoke losses arising 
from all types of stationary heating and 
cooking units, other than open fire 
places. It matters not whether the fuel 
used is oil, paper, wood or gas. Smoke 
damage from all detached stoves is spe- 
cifically excluded. 

In the new contract “insurrection” and 
“civil commotion” have been dropped 
from the list of perils insured against. 
This change was closely allied to the de- 
sire of the companies to be free of a! 
“war risk” evidenced by the new “war 
risk exclusion clause.” The term “riot” 
is comprehensive and it was not the in- 
tent to narrow the riot .cover. 

Explosion Coverage 

The new endorsement in the Middle 
Department covers against all direct loss 
or damage by explosion, but excludes 
coverage of explosions originating with- 
in steam boilers, pipes, flywhecls, engines 
and machinery connected therewith and 
operated thereby. The purpose of this 
exclusion is to exclude steam pressure 
explosions of low and high pressure 
boilers (whether or not on or off prem- 
ises of the property insured) and of 
pipes and apparatus connected there- 
with, as well as loss caused by the burst- 
ing asunder of flywheels and rotating 
machinery due to centrifugal force. Un- 
der the law in many states the excluded 
coverage is held to be strictly a casualty 
form of coverage and cannot be written 
by fire insurance companies. The fire 
insurance policy does, however, pick up 
the ensuing fire damage. 

Sitdown Strikes Covered 


Because of many queries under the 
old contract relative to liability for loss 
caused by acts of sitdown strikers, the 
riot coverage in the new contract now 
specifically includes direct loss or dam- 
age by acts of striking employees of the 
owner or tenant(s) of the described 
building(s) while occupied by striking 
employes, excluding, however, loss re- 
sulting from damage to or destruction 
of the property owing to change in tem- 
perature or interruption of operations 
when such change in temperature or in- 
terruption of operations results from riot 
or strike or occupancy by striking 
employes. 

The motor vehicle coverage under the 
old contract which was restricted to “any 
self-propelled vehicle” has been broad- 
ened to “vehicles running on land or 
tracks” and the words “motor” and “self- 
propelled” dropped. 

Rates 

The general dwelling property build- 
ing and contents rate is 6 cents for eac 
$100 of coverage in the Middle Depart- 
ment. This is the same as the old rate 
for the six point contract but in reality 
amounts to a reduction because the pro- 
tection is liberalized by inclusion of the 
smoke damage and changes. For the 
general run of non-hazardous classifica- 
tions, mercantile and otherwise, the rate 
is 2 cents for fire resistive buildings and 
contents and 8 cents for all other types 
of construction. These rates are use 
only when the contract is attached to 2 
fire policy written subject to 80% co- 
insurance. 

Smoke damage alone may still be pur- 
chased the rates being 2 cents for 
dwellings other than farms, 6 cents for 
farm property, and 1-4/10 cents for 
buildings except as mentioned. Contents 
of non-fire resistive buildings carry the 
6 cent rate. 
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THE STATE OF TENNESSEE 
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Tennessee has 42,022 square milcs.............. pices 1.39% of the U.S. 
Tennessee has 2,616,556 population ..........0..--0- +oe+- 213% of the U.S. 


Tennessee has an estimated per capita wealth of $1,909... .1.39% of the U.S. 


A state could not help but be beautiful if three fourths of its land area remains forested and 
the mountains include the Great Smokies and Lookout. During recent years tourists have ta!:en 
advantage of 6,633 miles of surfaced roads to explore every corner of this delightful state, 
gaining some impression of the scenery, but appreciating, too, its importance in agriculture and 
industry. 


Tennessee reports each year a total value of manufactured products exceeding $350,000,000 and 
mineral production approximating $24,000,000. 


In the valuation of farms, land and buildings, however, Tennessee has the impressive total 
of 245,657 farms valued at $743,222,363 and a combined valuation of livestock and crops reaching 
a total in some years of $200,000,000. 


‘Tennessee is among the leading Southern States in the field of education, having the University of 
Tennessee, Vanderbilt University, the University of Chattanooga, the University of the South, 
also known as “Sewanee,” together with other institutions of learning. 


Tennessee insures, with the old established stock companies, 
$804,900,018 of its property values against fire and pays 
$7,398,667—1.657 of the premiums of the United States. 


American Equitable Assurance Com- Merchants and Manufacturers Fire 
pany of New York Insurance Company 
O. ganized 1918 Capital $1,000,000.00 Trenton, N. J. Chartered 1849 
. e Capital $1,000,000.00 
Globe & Republic Insurance Company ‘ 
of America . 
enieislidikt Established 1862 ‘NeW York Fire Insurance Company 
Capital $1,000,000.00 Incorporated 1832 Capital $1,000,000.00 
* s 
Knickerbocker Insurance Company Sussex Fire Insurance Company 
of New York Newark, N. J. Incorporated 1928 
Organized 1913 Capital $1,000,000.00 Capital $1,000,000.00 
92 William Street ananaeee New York 


One of a series designed to acquaint insurance men and insurance buyers with a few facts about our country. 
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N. Y. C. Fire Losses 
Lowest in 23 Years 


THE 1937 TOTAL WAS $5,978,267 





28,145 Fires in the City; Twenty-Three 
Convicted of Arson; False Alarms 
Again Increased 
Fire Commissioner John J. McElligott 
reports that the fire loss for New York 
City last year was the lowest in twenty- 
three years, losses being estimated at 
$5,978,267, a decrease of $1,745,363 from 
1936. The per capita loss for the year 
was 844 cents, compared to $1.05 the 

year before. 

Commenting on the record, Commis- 
sioner McElligott said. “While we all 
recognize that the element of luck can 
and often does play a large part in fire 
losses, we nevertheless feel that the 
uniformed force of the Fire Department 
during 1937 established a fine record for 
public service.” 

The Fire Department has not been 
so fortunate since 1915, when the city- 
wide fire loss was $5,757,018, Commis- 
sioner McElligott added. 

During 1937 there were 28,145 fires, a 
decrease of 361 under 1936. There were 
7,527 fires in tenements, a number small- 
er by 490 than the number recorded for 
the previous year. 


Losses by Boroughs 


The Borough of Manhattan led in fire 
losses last year with a total of $2,647,970. 
Brooklyn was second with $1,895,965 and 
Queens third with $768,297. The Bronx 
was fourth with losses totaling $551,140 
and Richmond was last with losses fixed 
at $116,895. 

The number of fires of suspicious 
origin increased in 1937, the total being 
236, twelve more than in the previous 
year. A net decrease of thirty-six was 
recorded in the number of fires known 
to have been of incendiary origin. Last 
year 128 such fires were recorded as 
against 164 for the previous year, 

Eighty-six persons were arrested for 
arson in 1937, an increase of nineteen 
over the previous year. Of this number 
twenty-three were convicted of arson 
and eighteen for juvenile delinquency. 
Four were convicted of malicious mis- 
chief and eight of charges such as rob- 
bery, felonious assault, etc., in connec- 
tion with fires. Thirteen cases are still 
pending and the others were dismissed. 

Malicious false alarms continued to 
increase despite all efforts being made 
by the Fire and the Police Departments 
to stop this practice. Last year 9,180 
false alarms were turned in. This was 
620 more than in the previous year. 


N. Y. Dep’t Studying Albany 
And Rochester Loss Ratios 


The New York Insurance Department 
is now making a study of fire insurance 
premiums collected and losses paid in 
Albany and Rochester, N. Y., during the 
last ten years to determine whether low- 
ering of present rates is advisabk 
There is considerable agitation in Albany 
for rate reductions following the acqut- 
sition of expensive new fire department 
equipment. However, it is said that the 
fire loss ratio has not improved as much 
in Albany as was expected. A confla- 
gration hazard still exists due largely 
to the presence of narrow strects ‘and 
many old buildings along these streets. 


BURKE—ELDER WEDDING 


Miss Mary R. Burke, formerly sec- 
retary to Lawrence P. Frayser, Virginia 
special agent for the Great American at 
Richmond and more recently secretary 
to Colonel Joseph Button, secretary- 
manager of the Stock Company Asso- 
ciation, Washington, was married in 
Richmond January 22 to Jules J. Elder, 
Virginia and North Carolina _ special 
agent for the Connecticut Fire. Mr. 
Elder, who had his headquarters at Ra- 
leigh for several years, is now located 
in Richmond, where he formerly had his 
headquarters. 
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NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
HART DARLINGTON, Manager 
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HART DARLINGTON, President 
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Number of Large Fires 
Showed Drop in 1937 

HINDENBURG LOSS GREATEST 

Only 23 Fires With Loss of More Than 


$250,000 Each, Decrease of 19 
From 1936 Figure 








Last year there were twenty-three fires 
in the United States involving a loss 
estimated at $250,000 or more each, ac- 
cording to the National Fire Protection 
Association. This is a decrease of nine- 
teen fires from the total for 1936 and 
is the lowest number since 1933, When 
there were twenty-two such fires. li 
except two of the large fires of 1937 
occurred in the northeastern quarter of 
the country while in 1936 only about 
one-half the fires were in that section. 
Three fires causer losses in excess of 
$1,000,000 each and seven caused losses 
of $500,000 or more. 

Largest of the fires in the $1,000,000 
or higher category was the loss of the 
airship Hindenburg at Lakehurst on 
May 6. The property loss, confined to 
the airship, was $3,750,000. Two fires 
caused losses of slightly in excess of 
$1,220,000. One was the Cincinnati con- 
flagration in January at the time of the 
Ohio River flood and the other the dust 
explosion and fire at the Krause Milling 
Co., Greenfield, Wis., April 10. 


Contributing Causes of Fire 


As usual, says the N. F. P. A. Quar- 
terly, inferior construction and_ highly 
combustible contents are the two fac- 
tors most frequently noted by an analy- 
sis of the reports on these large fires. 
Next in order are lack of adequate pri- 
vate protection, unprotected vertical 
openings and headway of fire when dis- 
covered. 

“These large losses might have been 
prevented or extinguished in their incip- 
iency had adequate preparation been 
made beforehand. Recognized fire pre- 
vention and fire protection rules had 
largely been disregarded. With little 
or no means to detect or extinguish a 
fire before it gets a head start, with 
plenty of combustible material to feed 
upon, and with but little provision in 
the way of construction features to con- 
fine a fire to a reasonably small area, 
even the best equipped fire department 
is handicapped in its efforts to prevent 
complete destruction. <A_ little fore- 
thought and expense certain'y would have 
been prefitable investments in most of 
these cases where values of $250,000 or 
more were involved. 

“A study of the times of day that 
these fires occurred shows that the eight- 
hour period from 4 a. m. to noon on Sun- 
days is the most likely time for large 
loss fires, as five of them gccurred dur- 
ing that time. Twelve, or one-half (no 
information was available as to the time 
of one fire), of the fires occurred dur- 
ing Saturday or Sunday, generally when 
there was the least business activity. 
This continues the trend of previous 
years and seems to indicate that fires 
which start during greatest business ac- 
tivity are detected and extinguished be- 
fore becoming large losses, while those 
occurring during periods of decreased 
activity are more likely to spread be- 
yond control before being detected.” 


HARTFORD BOARD OFFICERS 

William H. Wiley of the Tuller-Wiley 
Agency of Hartford, Conn., has been 
re-elected president of the Hartford loc7l 
board. Other officers elected are Paul L. 
Avery, vice-president; Edwin S. Cowles, 
Jr., secretary-treasurer, and members of 
the executive committee: Thomas S. 
Oakes, Daniel J. Mahoney, Edwin Aish- 
berg, Charles B. Rice and Nathan H. 
Weinstein. The board will celebrate its 
seventy-fifth anniversary in 1939. 





TORRINGTON ASS’N ELECTS 

R. E. Doty has been elected president 
of the Torrington, Conn., Association of 
Insurance Agents. E. W. Madeux is 
vice-president and W. B. Jennings sec- 
retary. ‘ 
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Participating Stock 
Fire Policies Opposed 


HEARING ON CODE BILL HELD 





Doyle Says Such Contracts Would 
Threaten to Break Down Principle 
of Rate Control 





Serious objections to New York State 
permitting stock fire or marine insurance 
companies, authorized to do business in 
this state, to allow their policyholders 
from time to time to participate in the 
profits of operation were expressed by J. 
H. Doyle, general counsel of the National 
Board of Fire Underwriters, before the 
hearing on the New York Insurance Law 
Revision conducted last Thursday in the 
New York Board of Fire Underwriters’ 
magnificent and spacious board room at 
&5 John Street. He told the Joint Leg- 
islative Committee that to allow boards 
of directors to “make reasonable classi- 
fications of policyholders” for participat- 
ing policies appears to be nothing more 
than to authorize rebates from fixed pre- 
mium charges. 


Continuing his argument against par- 
ticipating policies by stock companies, 
Mr. Doyle said that if the code bill is 
passed with that authorization it will 
turn the business loose from long estab- 
lished rate control measures and in addi- 
tion create many instances of unfair dis- 
crimination. He asked the question— 
what is to stop companies from evading 
the spirit of “reasonableness” in order to 
favor special districts of the state where 
it might be advantageous, for competitive 
reasons, to lower rates through partici- 
pating policies ? The provision is full of 
possibilities of abuse, Mr. Doyle assert- 
ed. It puts New York in the position of 
taking leadership in a movement which 
would threaten to break down the prin- 
ciple of fire rate control, The rating or- 

ganizations and not individual companies, 
or their directors, should have control of 


authorizations of rate changes, he said. 

J. J. Magrath, now with Chubb & Son, 
underwriters, but chief of the rating 
bureau of the New York Department 
when the code bill was prepared, said 
that few states now permit stock com- 


panies’ participating policies. It is an 
infant idea which may, or may not, 
progress, 


Silence Reigns 


Aside from these few remarks of Mr. 
Doyle, the hearing on the fire marine 
company section of the code bill last 
Thursday came the nearest to being a 
“love feast” of any hearing yet held. 
It was practically impossible for Assem- 
blyman R. Foster Piper, chairman of 
the committee, to get anyone present to 
stand up and express opposition to the 
draft provision of this section. The hear- 
ing was held in the National Board of 
Fire Underwriters Building to be con- 
venient for fire company executives who 
might wish to attend. But practically 
none came. It was largely the same 
group of lawyers, with the sprinkling of 
company men, agents and brokers, in at- 
tendance at previous hearings at the 
State Building on Centre Street. Within 
an hour after the hearing was called to 
order by Mr. Piper all the speaking on 
fire insurance was over. Invitations to 
talk were of no avail. Even during the 
hour of comparative activity there were 
frequent periods of deadly silence. 

Chairman Piper announced that amend- 
ments to the code bill filed prior to 
February 15 will be considered by the 
committee. He gave no_ indication 
whether the bill, revised to meet objec- 
tions, will be introduced in the legisla- 
ture this year. The feeling generally is 
that the bill will not pass this year, even 
though it may be introduced bee order that 
additional hearings can be h 

The hearing was opened vith a brief 
review by Professor Edwin W. Patter- 
son of Columbia University, chairman of 
the law revision committee, of changes 
in the fire and marine section of the 


new Dill. Minimum capital for a fire 
or marine company is increased from 

200,000 to $250,000 and for a combination 
fire and marine company from $400,000 to 
$500,000. Foreign companies, admitted to 
New York, would have several years in 
which to meet their new requirements. 
Mutual companies would be required to 
have a paid-in initial surplus of $150,000 
and to maintain $100,000 in permanent 
surplus. 

A. Chalmers Charles, requescating the 
American Institute of Marine Under- 
writers, said that he had given the In- 
surance Department several suggested 
amendments. He did not say what they 
were but Prof. Patterson arose to inform 
the committee that he could see no 
agreement to any proposal that marine 
companies be permitted to write third 
party property damage or liability ex- 
cept in the strictly marine insurance field 
where they have been doing it in the 
past. He sees no major change in un- 
derwriting privileges until there is a 
broader conception of overlapping of 
writing powers than now exists. 

Extension of Mutual Powers 

Mutual spokesmen included A. V. 
Gruhn, counsel for the Federation of 
Mutual Fire Insurance Companies, and 
former United States Senator Felix He- 
bert, representing New England factory 
mutuals. The former said he would of- 
fer an amendment to provide extension 
of powers by allowing mutuals to com- 
bine fire and marine insuring privileges. 
He said he was looking toward the future 
when mutual insurers might desire to 
broaden the scope of their activities. 

A little excitement, which served for 
the moment to arouse some of those 
present from day-dreaming, centered 
around discussion of a suggestion thrown 
out by Professor Patterson that some 
more satisfactory method be found for 
determining the assets of mutual compa- 
nies for purposes of fixing lim‘tation of 
risks accepted. The code bill contains 
this provision: 

“No mutual company shall expose itself 
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to any loss on any one risk, except as 
otherwise provided, in an amount ex- 


ceeding 10% of its 
— 

Professor Patterson is not inclined to 
give much weight to the contingent lia- 
bility of policyholders through 
ment as a factor in determining 
although the mutual representatives 
pointed out that with respect to the 
insurers of sprinklered and other high 
grade risks the assessment liability 
does have a real asset value because 
the assureds are of the type able to pay 
if called upon. Mr. Gruhn believes some 
sort of compromise formula is possible 
of attainment. In some of the New 
England states the practice has long 
been to give consideration to contingent 
as well as tangible assets. 

Professor Patterson said he was will- 
ing to recommend omission from the 
code bill of Section 60.7 which says that 
“no insurance contract issued to a resi- 
dent of this state by any alien insurer 
shall be invalidated by the intervention 
of war between the United States and 
the foreign country in which such in- 
surer is domiciled.” It was pointed out 
that the United States government has 
full control over contract obligations if 
war is declared and that at best the 
section would require considerable quali- 
fication. Therefore it seems preferable 
that it be removed from the law re- 
vision. 


surplus to policy- 


assess- 
assets 





KREMER HEADS PHILA. PATROL 

John Kremer, Insurance Co. of North 
America, was re-elected president of the 
Fire Insurance Patrol of Phil: adelphia 


last week. Other officers chosen are 
John Glendening, Franklin Fire, treas- 
urer; Samuel P. Rodgers, Insurance Co. 


of the State of Pennsylvania, secretary. 
Directors are George Y. Shermer, Dur- 
ban & Co.; Otho E.-Lane, Fire Asso- 
ciation ; Benjamin Harrigan, Curtin & 
Brockie, and T. Magill Patterson, Penn- 
sylvania Fire. 
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Inland Marine Insurance as Applied to 


Business Requirements of ‘Today 
By D. C. Bowersock, 


Marine Secretary, Providence Washington 


Inland marine insurance, particularly 
as it applies to business, is a natural 
outgrowth of ocean marine insurance 
and, therefore, is a legitimate offspring 
of the oldest form of indemnity known 
to man. 

A comparatively few years ago, due to 
the rapid expansion of business gener- 
ally, insurance problems confronted man- 
ufacturers and others which were not 
readily solved by the so-called standard 
forms of insurance then available. Since 
marine underwriters had always been ac- 
customed to flexibility in policies and 
had made a business of drafting con- 
tracts to specifically meet the peculiar 
needs of individuals and industries, it 
was only natural for brokers and agents 
to approach these underwriters for as- 
sistance in attempting to cover what 
then appeared to be unusual risks. 

For many years it was felt that if 
some semblance of a transportation haz- 
ard could be found, that in itself would 
justify the assumption of other classes 
of liability as an extension of the basic 
transportation contract. Perhaps the 
peak effort in this direction was accom- 
plished when one underwriter insured 
under a transportation policy the fire 
risk on a number of theatres and paci- 
fied his conscience by inserting the words 
“This policy covers the insured property 
while in transit or- otherwise.” 


Preparation of Definition 


About this time it became apparent to 
all students of the business that some- 
thing must be done to end this kind 
of unsound underwriting, and yet, at 
the same time safeguard the flexibility 
in underwriting procedure so necessary 
to marine underwriters if they were to 
provide the service required of them. 
While it was recognized it was unwise 
to hinder the development of this class 
of business in its effort to meet legitimate 
commercial needs which could not be 
adequately met under the so-called stand- 
ard forms of policies, it was equally 
clear no one should ignore the fact that 
there was a definite need for the spe- 
cific coverages with which you are all 
acquainted. 

As a result of this trend of thought, 
a committee of fire, casualty and ma- 
rine underwriters, working in conjunc- 
tion with representatives of state insur- 
ance departments, labored diligently on 
this question and there was promulgated 
a nation-wide definition and interpreta- 
tion of the insuring powers of marine 
and transportation underwriters, which 
finally was adopted at the National Con- 
vention of Insurance Commissioners of 
the United States held in Chicago June 
2, 1933. Today, practically all the larger 
states have put this definition into effect. 

We can get an excellent idea of the 
latitude given inland marine underwriters 
if we briefly review that portion of the 
definition dealing with commercial trans- 
actions. There are, of course, a number 
of rulings bearing on personal insurances 
but for the purpose of this discussion I 
will confine my remarks to the commer- 
cial side of the picture. 

,. 


Coverage of Imports 


Where perils of transportation are in- 
sured, and this may be accomplished un- 
der either an inland or an ocean form 
of policy, it is permissible to insure im- 
ports received on consignment wherever 
the property may be, that is, in storage 
or otherwise, without restriction as to 
time, under a marine form of policy. 
On imports not on consignment a marine 
policy providing transportation insurance 
can be extended to include coverage in 
such places of storage as are usually 
used by importers so long as the prop- 
erty remains segregated in the original 


form of package in such a way as can 
be identified; but the marine coverage 
or any extensions thereof shall be 
deemed to have been completed when 
such property has been sold or delivered 
by the importer, factor or consignee, or 
removed from the places of storage com- 
monly used by importers and placed on 
sale as part of the importer’s stock in 
trade, or delivered for manufacture, proc- 
essing or change in form to the prem- 





Talks to Big Buyers 

The accompanying article by Mr. 
Bowersock, well known authority on 
inland marine insurance and a fre- 
quent lecturer on the subject, con- 
sists of extracts from an address de- 
livered last week in New York City 
before a meeting of members of the 
Risk Research Institute, organization 
of insurance managers of large buy- 
ers of protection. 











ises of the importer or another for any 
of such purposes. 

At this point it would be well to make 
clear that the extended coverage apply- 
ing to such property while not in transit 
can be made to fit the peculiar needs 
of each assured, For example, some 
contracts are only extended to provide 
fire, or fire and sprinkler leakage cov- 
erages, while others include varying haz- 
ards up to so-called “all risks” condi- 
tions. 

It is likewise possible to insure, on the 
same terms as importations, “spot” pur- 
chases for inclusion with or substitution 
for bona fide importations. 

Exports may be covered under either 
an inland or ocean transportation form 
of policy, wherever the property may 
be, without restriction as to time from 
the moment the merchandise has been 
designated and is being prepared for 
exportation. With respect to domestic 
shipments, the authorization of the in- 
land marine underwriter becomes more 
restrictive. 


Coverage of Business Organizations 

The definition has pretty well restrict- 
ed the use of inland marine insurance 
on domestic shipments to cover only 
while the merchandise is in due course 
of transit. Asa result of specific author- 
izations, however, it is possible to pro- 
vide a considerable amount of coverage 
to business organizations. For example, 
let us consider a policy commonly sold 
to a cotton goods manufacturer. This 
policy covers the gray goods from the 
time they leave the mill of the manu- 
facturer, while enroute to a processer 
by any mode of conveyance, while there 
for processing, and from thence in tran- 
sit to the ultimate consignee or factor. 
Thus under one contract the manufac- 
turer has the benefit of continuous cov- 
erage from the time the gray goods 
leave his mill until the finished product 
is definitely placed either in the hands 
of a factor or a customer. Under such 
a contract the assured has a wide choice 
of coverages ranging from the so-called 
“all risks” form down to the insurance 
of fire risk only. 

For a machinery concern there is avail- 
able among the more or less standard 
forms of contract, policies covering on 
patterns, died and moulds in foundries 
other than those of the assured, or poli- 
cies insuring the machinery during the 
period of installation in a purchaser’s 
plant, and, if the goods are sold on time, 
insurance is available to cover either 
the interest of the manufacturer only or 
the interest of both the manufacturer 
and the purchaser until payments have 
been completed. 

Under the pattern installation and de- 


ferred payment forms of contract, rates 
are usually averaged so that it is only 
necessary for the manufacturer to re- 
port to the company the total amount 
at risk rather than to attempt to set up 
an elaborate system for keeping exact 
detail values at each location. 


Department Store Policies 


A department store, in addition to 
being able to insure incoming and out- 
going shipments under a transportation 
policy, can obtain an inland marine con- 
tract covering fur or cloth garments ac- 
cepted by them for storage, alteration, 
repairing, cleaning or remodeling, against 
practically “all risks,” which contract as- 
sumed liability from the moment the 
property becomes at the risk of the 
assured and continues to cover without 
interruption so long as the same remains 
at their risk, which period of time is fre- 
quently from four to six months in dura- 
tion. It is likewise possible for depart- 
ment stores to obtain policies covering 
property sold on deferred payment or 
out under lease, similar to the contract 
previously described for the manufac- 
turer. 

With the tremendous deferred payment 
business done by industry today, the in- 
land marine instalment sales contract 
has met a real need. Can you visualize 
the practical problems which would con- 
front a manufacturer or sales organiza- 
tion selling on time, if the so-called 
standard fire and casualty forms of in- 
surance were all that were available? 
Yet under these modern contracts, the 
unpaid balance items or the sales values 
of the unpaid items where double inter- 
ests are insured, are all that are needed 
to permit complete insurance on such 
property. Some of these contracts cover 
under one rating formula sales made 
from coast to coast and from Hudson 
Bay to Mexico. 

Inland marine insurance companies 
have provided special floater policies for 
the moving picture industry, with the 
result that practically all movie proper- 
ties, such as films, cameras, finished neg- 
atives, positives, theatrical settings and 
equipment are covered while on location, 
in studios, or wherever the property may 
be, thus ideally meeting the specific needs 
of this stupendous industry, which needs 
could be adequately met under no other 
form of insurance. 


Forms Drafted for Special Needs 


There are a multitude of forms which 
have been drafted to meet special needs. 
For example, for some time manufactur- 
ers of mohair cloth were confronted 
with an almost insurmountable sales ob- 
stacle due to the layman’s belief that 
mohairs were highly susceptible to moths. 
This belief was not entirely unfounded, 
with the result that the industry made 
great strides in mothproofing their prod- 
ucts. While it was believed that some 
of the processes would prove efficacious, 
the public still had to be convinced, and 
industry could not wait for years of ex- 
perience to prove their mothproofing 
theories. The assistance of inland marine 
underwriters was sought with the result 
that an insurance certificate in the form 
of a card was given to each ultimate pur- 
chaser under which moth insurance was 
provided for a period of five to six years. 
This met a real need and today we find 
even rug cushion manufacturers guaran- 
teeing their products against moths un- 
der an insured guarantee. 

With the rebirth of bicycles it was 
thought that it would be of great as- 
sistance to salesmen if they could offer 
an insurance certificate insuring each 
bicycle sold against the risks of fire 
and theft, and such insurance was 
promptly provided. 

For some time merchants and insur- 
ers have been toying with the idea of 
selling certain commodities with a re- 
placement guarantee. That is, if the 
article is destroyed or damaged from 
certain named causes, it would be re- 
placed by the merchant, who in turn 
would cover his loss under an inland 
marine policy. Many insurance depart- 
ments, however, have held that this 
makes the merchant an insurer. which 
is contrary to insurance law. The Ap- 
pellate Division of the New York Su- 





preme Court at Albany has held re- 
cently in effect that a watch company 
giving out replacement agreements was 
not in the insurance business, since they 
insured their liability and made no charge 
to the purchaser similar to an insurance 
premium. Whether or not. this decision 
is to be appealed, I cannot say; but 
if it ultimately stands, it will have a 
far-reaching effect. 


Insuring Radio Towers 


About a year ago construction was 
started on a number of radio towers 
of radical design. Insurance was sought 
on these towers for the period of con- 
struction and for several months there- 
after. The necessary coverage was ob- 
tained. It was a wise investment on the 
part of the assured as the experiment 
has not been 100% successful. 

It would be possible to outline cover- 
ages almost indefinitely, but I am sure 
you can appreciate the possibilities of 
this form of insurance from what has 
been said, plus the knowledge that since 
inland marine policies are not subject 
to state regulations, they may be made 
to conform (within the scope of the ma- 
rine definition) to individual needs in 
each case. This condition must con- 
tinue to exist if marine contracts are 
to be of value to purchasers and pro- 
vide facilities comparable to those freely 
offered in the London market. 

I am, therefore, firmly of the opinion 
that the future of inland marine insur- 
ance can best be served if sufficient 
control is maintained to permit a grad- 
ual and intelligent growth of this busi- 
ness to include an increasing number of 
lines which are not now adequately pro- 
vided for by the more commonly known 
forms of insurance. Growth must be 
gradual in order that the necessary study 
may be given to produce contracts that 
will justify their existence. 





PROTECTIVE ASS’N OFFICERS 


Harvey R. Preston of Springfield, Mass., 
New President; Membership 
Now Over 2,000 


Harvey R. Preston of Springfield, 
Mass., was elected president of the 
Service Men’s Protective Association at 
the annual meeting held last Friday in 
Boston. He is also president of the 
Massachusetts Association of Insurance 
Agents. Other officers elected were as 
follows: Vice-president, Harry  E. 
Moore, Boston, who also is president 
of the Insurance Brokers Association of 
Massachusetts; treasurer, Alfred N. 
Miner of Gilmour, Rothery & Co.; clerk, 
Louis Hoffman of John C. Paige & Co., 
Boston. 

Directors were elected as_ follows: 
Herbert G. Fairfield, Walter B. Buttin- 
ger, E. B. Neal, Jr, John H. Eddy, 
Joseph Weinberg, Arthur D. Cronin, 
Franklin J. Connors, Gilbert F. Powell, 
Harold C. Read, John M. Benting, all 
of Boston; H. L. Murphy, Pittsfield; 
Walter H. Wilcox, Woburn; C. Conrad 
Parker, Worcester; Robert G. Green- 
wood, Winchendon; Fred R. Smith, 
Haverhill; Edwin J. Cole, Fall River; 
Lawrence U. Fuller, Lynn; W. Harold 
Howatt, Springfield; Bradford Skinner, 
Springfield, and Charles C. Hewitt, Bos- 
ton. 

The meeting adopted some changes in 
the by-laws which evoked rather pro- 
tracted discussion. One result was the 
decision to discard the advisory com- 
mittee and leave the running of the 
affairs of the association to the regular 
officers. Present membership was an- 
nounced at 2,063. 


LISCOMB, MENARD TO SPEAK 


Among those who will speak on the 
program being arranged for Pittsburgh 
Insurance Day, February 14, are Charles 
F. Liscomb, president, National Asso- 
ciation of Insurance Agents, who will 
talk at the banquet, and Albert R. Me- 
nard, assistant director, Business Devel- 
opment Office, who will address the fire 
insurance round table conducted by the 
Smoke & Cinder Club. The Insurance 
Club of Pittsburgh is the sponsor of the 
Insurance Day gathering. 
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New ideas, new inventions and new 
methods in ‘industry, following one an- 
other today with startling rapidity, con- 
stitute a serious challenge to the ingenu- 
ity and progressive thought of fire in- 
surance, Clarence T, Hubbard, assistant 
secretary of the Automobile of Hartford, 
told the members of the Cleveland, O., 
Board of Fire Underwriters at their an- 
nual meeting Wednesday. The increas- 
ing number of shifts and changes in busi- 
ness call for improved underwriting 
judgment and wide knowledge by pro- 
ducers of how to adjust insurance cov- 
erages to meet new trends. 

“The easy-going and indifferent agents 
will lose to the aggressive and trained 
insurance representatives, as one indus- 
try gives way to another,” asserted Mr. 
Hubbard. “Those who have control of 
insurance accounts, say for a clay brick 
manufacturer, mav be facing a receding 
business—of this I am not sure, but of- 
fer this merely for mental speculation— 
while those insuring the glass brick pro- 
ducer may be facing a rapidly expand- 
ing business. Agents may find gas dis- 
tributing utilities on the decline and 
electrical utilities on the increase. The 
eventual introduction of television may 
create auxiliary industries of mushroom 
growth offering new insurance opportuni- 
ties. 

New Insurance Problems 


“Electric razors, rubber-tired lawn- 
mowers, new fuel substitutes. gaseous 
electricity, new adaptations of plastics, 
and other ideas may in a short time be- 
come trends, and these trends will shift 
insurance accounts and develop new in- 
surance problems. Air conditioning is 
adding worries to underwriters of fire- 
proof buildings—and glass-brick has not 
vet been put to a real test. 

“Therefore, in the swift kaleidoscope 
changes which are before us, there is a 
challenge even to the industries and busi- 
ness activities which seem firmly an- 
chored, in which we include insurance. 
We are in a cycle of ‘change’ and we 
cannot get away from that fact. Ideas, 
styles, methods are undergoing rapid 
transformations—insurance is bound to 
be affected more and more in the fu- 
ture. 

“Change has not come so swiftly to 
us because of the many legal conformi- 
ties which block uniform action. Never- 
theless, we have seen a definite drift 
towards the ‘grouping of hazards’ under 
one policy, such as the additional haz- 
ards endorsement, and the various inland 
marine contracts. This trend will un- 
doubtedly continue. 

“The trend is towards insurance sur- 
veys, of technically serving a property 
owner with the best of scientific insur- 
ance knowledge. That’s a trend which 
's impressing insurance executives as 
more important than mere salesmanship. 
Insurance salesmanship, without a back- 
ground of insurance technical knowledge, 
's not of much encouragement to the fu- 
ture, 

“The whole trend of insurance is to- 
ward service—engineering service, sales 
service, medical service, inspection and 
tating service. This is a healthy trend 
when you look far enough ahead to 
magine the time when the fabricated 
‘onstruction of buildings may be substi- 
tuted for the present frame constructions 
and the country eventually be quite fire- 
proofed. Who knows, fire and property 
surance may eventually develop more 
into a service proposition rather than a 
Protective offering, similar to the value 
of teamboiler insurance at the present 
ume f 
“It’s unfortunate that the trend of in- 
surance has drifted to the point where 
the price or the cost factor seems to be 
the main issue of present-day salesman- 
hip. The public has been made price- 
‘onscious through various consumers’ 
movements, which are gaining momen- 


Today’s Rapid Changes in Industry 
Bringing New Trends in Insurance 


tum and would rather imply a trend to- 
wards a greater analytical interest on 
the part of the consumer in everything 
he buys and pays for in the future. 
“Fire insurance has a most credible 
record of having constantly reduced the 
cost of its product through years, thick 
and thin, but now, the cost level seems 
too low, with too much emphasis being 


put on the price factor with a disregard 
in salesmanship, and public relations, to 
the wonderfully constructive activities 
for which fire insurance stands—engi- 
neering service, fire prevention activities, 
its value to credit extension, an economic 
backlog, a vital force in the financial life 
of the nation which in its performance 
conserves life, property and credit, im- 
proves building, electrical and transporta- 
tion codes, punishes crime, encourages 
quality and averts financial disaster.” 





ELECT J. E. GALE PRESIDENT 

J. E. Gale has been elected president 
of the Bridgeport, Conn., Association of 
Insurance Agents. 
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Articles of incorporation have been 
filed with the Indiana secretary of state 
by the Colfax Insurance Service, Inc., 
of South Bend, formed to operate a fire 
and casualty insurance agency. Incor- 
porators are Richard A. Muessel, Walter 
M. Hildebrand and Clifford A. Fletche: 





GOLD FOUND GUILTY 
Gustave Gold, Flushing, N. Y., was 
found guilty in the Court of Special 
Sessions, Kings County, on the charge 
of selling insurance policies of associa- 
tions not licensed in the State of New 
York. 
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At 1:00 a. m. on November 22, the fire depart- 
ment responded to an alarm from the Aero 
Automatic Fire Alarm System at the Guggen- 
heim-Goldsmith Co. plant in San Antonio, 
Texas. The watchman, who was patrolling 
outside, did not even know there was a fire 


until the fire department arrived! 


Guided by the Aero annunciator at the door, 
firemen quickly located the blaze in the drawer 
of a desk. It was the work of but a few minutes 


to extinguish the flames with a hand extinguisher. 


Ina letter to A.D.T., the Guggenheim-Goldsmith 


Co. wrote: “As a result of this fast service, the 








AERO PREVENTS $100,000 LOSS 


San Antonio Plant Where Aero Recently Prevented Serious Fire Loss. 


total damage was only $109.26, and had our 
plant not been equipped with Aero, we fee! sure 
the loss would have been in excess of $100,000 
... this is the second time in the last six months 


>? 


Aero saved us a heavy loss! 
* * * 
Your clients and prospects look to you for ad- 
vice on protection as well as insurance. Tell them 
that belated discovered and delayed alarms are 
the underlying causes of nine out of ten serious 
fires...that the Aero Automatic Fire Alarm 
System prevents small fires from becoming big, 
because it detects fire automatically when it starts 


and automatically summons the fire department. 


AERO AUTOMATIC FIRE ALARM 
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Controlled Companies of AMERICAN DISTRICT TELEGRAPH CO., 155 Sixth Avenue, New York, N. Y. 


Central Station Offices in all principal cities. 


A NATION-WIDE PROTECTION SERVICE 
AGAINST FIRE, BURGLARY AND HOLDUP 
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Stranding Held Proximate Cause of 
Loss to Cargo of Bananas by Rot 


United 


States this month reversed a judgment of 


The Supreme Court of the 


the Fourth Circuit Court of Appeals 
(89 F, (2d) 545), which affirmed a judg- 
ment of the Federal District Court for 
Maryland in favor of the defendant in 
the action by the Lanasa Fruit Steam- 
ship and Importing Co., Inc., against the 
Universal Insurance Co. The case was 
remanded for further proceedings in the 
lyistrict Court in conformity with the 
Supreme Court’s opinion. This opinion 
was delivered by Chief Justice Hughes 
The plaintiff was the owner of a cargo 
of bananas aboard the Norwegian steam- 
ship Smaragd While proceeding up 
Chesapeake Bay to Baltimore on July 21, 
1935, the vessel stranded and before she 


could be floated the entire cargo of 
bananas became overripe and _ rotted, 
causing a total loss. Plaintiff held a 
floating policy issued two years pre- 
viously. The general coverage clause 
of the policy embraced perils of the sea. 
A rider providing that the coverage 
should be free of particular average ex- 
cept in certain circumstances had been 
canceled 


The Circuit Court of Appeals had held 
that the loss was not within the general 
clause, referring to the rider as 
parties had so interpreted 


coverage 
showing the 
the clause. 
The Supreme Court said: “Both courts 
below have decided the case upon the 
assumption that the fruit was in sound 
condition when shipped and would have 
becn merchantable at the end of the 
voyage had it not been for the stranding 
and the consequent delay. In view of 
this course of proceedings we make the 


same assumption.” 
Rider Not Controlling 

The court did not regard the rider to 
the policy as either controlling or per- 
suasive. It did not affect the application 
of the general coverage clause. The 
main question was: Does the general 
clause of the marine cargo insurance 
policy, insuring for loss caused by perils 
of the sea, cover a loss where a marine 

‘ril, viz. stranding, has so delayed the 
voyage that the cargo has become a total 
loss ? 


Stranding, the court said, is a peril of 


the sea, and it was the stranding which 
caused the delay. 
The cargo was perishable fruit. But, 


though perishable, it was insured for the 
voyage against sea perils, and the 
question was whether a sea peril caused 
the loss. The sole question was held to 
be whether in the circumstances the 
stranding should be regarded as_ the 
proximate cause of the loss. “It is true,” 
the court said, “that the doctrine of 
proximate cause is applied strictly in 
cases of marine insurance; but in that 
class of cases, as well as in others, the 
proximate cause is the efficient caus« 
which may be nearer in time to the 
result.” 

The court quoted the discussion of this 


] 
sole 


subject by Lord Shaw in the English 
case of Leyland Shipping Co. v. Nor- 
wich Union Fire (1918), A. C. 350, 368- 
371. It said that the same principle ap- 
plies although within the network of 
causation there may be found the op- 
eration of natural forces to which a 
aaa ter, within the coverage of the pol- 
icy, has given play. It cited the decision 
of Jus tice Story in Magoun v. New Eng- 
land Marine, 1 Story 157, as an illustra- 
tion, 


Precedents Reviewed 


‘real 
the 


“If we apply this principle of the 
efficient cause’ to the instant case,” 


Supreme Court said, “it can hardly be 
doubted that upon the facts assumed the 
loss would be within the coverage of the 


policy. Indeed this is not strongly con- 
tested, but it is insisted that the case 
is controlled by certain precedents to 


should give heed in dealing 
with an ancient form of words. These 
precedents are found in certain English 
cases to which the Circuit Court of Ap- 
peals referred. The court recognized 
that a number of American cases had 
taken a different view, but thought that 
in the absence of a contrary decision by 
this court or any Federal court, the cited 
English cases should be followed in the 
view that in the field of marine insur- 
ance ‘it is highly desirable that our de- 
cisions be kept in harmony with those 
of England,’ 89 F. (2d) 549.” 

The Supreme Court reviewed at length 
the cases referred to and concluded: 
“We lay on one side cases of protracted 
voyages caused by storms and the spe- 
cial questions to which their varied cir- 
cumstances give rise. Such a case is 
not before us. The instant case is one 
of stranding, a sea peril insured against, 
and we think that the well-settled doc- 
trine of proximate cause, meaning the 
real efficient cause of the requires 
the conclusion that, upon the assumptions 


which we 


loss, 


of fact we stated at the outset, the loss 
of the cargo was within the general 
coverage clause of the policy.” 

Justice McReynolds and Justice Suth- 


erland were of the opinion that the case 
was correctly decided by the court below 
on grounds adequately stated. 

The decision left open the op portunity 
to try any other issues of fact or law 
which may properly be presented in the 
District Court 





EDWARDS ASSOCIATE MGR. 
S. Bruce Edwards has been appointed 


associate manager of the ocean and in- 
land marine department of the Automo- 
bile Insurance Co. at the Boston office. 
Recently he has been in charge of the 
marine department at_ the Indianapolis 
office of the Actna Life & Affiliated 
Companies. 


LLOYD’S NON- MARINE OFFICERS 

\t the first 1938 meeting of the com- 
mittee of Lloyd’s Fire and Non-Marine 
Association, M. W. Drysdale and A. J. 
Hullet were re-elected as joint chair- 
men, and G. J. L. Menges was re-elected 
as deputy-chairman for 1938. 


Higher Rates for Grain 
Ships in River Plate Trade 


An interesting situation has been cre- 
ated by a small increase in the differen- 
tial which is now quoted in grain con- 
tracts for the insurance of cargoes by 
Greek ships from the River Plate. The 
differential is graded according to the 
class of tonnage, and it is estimated that 
for vessels up to twenty years of age 
and classed 100-Al by Lloyd’s Register 
the increase amounts to only about $200 
on a $250,000 cargo, while the corres- 
ponding increase for a similar cargo 
shipped in a vessel of between twenty 
and thirty years of age would be about 
$325. 

These increases, which appear to be 
very small in relation to the total values 
of the cargoes, are estimated to provide 
some compensation for the heavier 
claims ratio yielded by Greek freighters 
on the basis of underwriting records. 
The increase in the differential took ef- 
fect at the beginning of 1938 and consid- 
eration is now being given to the ques- 
tion whether the additional charge should 
be met by the shipowners or the ship- 
pers. It is hoped that the question will 
be amicably settled in the near future 
before the export of Argentine grain 
commences in earnest. 


ADOPTS FINANCING PLAN 





Glens Falls Group wp Ready to Use Pro- 
gram Developed for Local Banks 
By Allan C. Stevens 
The Glens Falls Group has filed let- 
ters with the Peoples National Bank & 
Trust Co. of White Plains, N. Y., in 
connection with the premium financing 
program for local banks developed by 
Allan C. Stevens, insurance agent of 
White Plains and president of the Great 

Eastern Fire. 

The Glens Falls Group has been usine 
a plan available to their agents through 
the Glens Falls Investment Corp., a 
subsidiary. 

To facilitate application of the sy stem 
an explanatory booklet entitled, “Guide 
for Local Banks in the Financing of In- 
surance Premiums,” has been prepared 
and is being distributed by Mr. Stevens 
to banks, insurance agents and others 
at $1 per copy. 


LLOYD’S AGENTS AT PHILA. 

Parker & Co. of Philadelphia, marine 
surveyors and adjusters, have been ap- 
pointed agents of London Lloyd’s at the 
Port of Philadelphia. As insurance 
brokers Parker & Co. have specialized in 
aviation coverage for years. 


NATIONAL UNION DIVIDENDS 

Directors of the National Union Fire 
of Pittsburgh have declared a dividend 
of $1.50 a share plus an extra dividend 
of $1 a share, both payable February 
14 to stock of record January 31. 











The Globe & Rutgers has declared the 
regular semi-annual dividend of $2.50 a 
share on the cumulative second preferred 
stock. 
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Proportion of Hulls 
In Foreign Market 


MARITIME COMMISSION DATA 


Change in Favor of Facilities Abroad 
Said Not to Be Indicative Of 
Permanent Trend 





According to the annual report of the 
Maritime Commission the proportion of 
insurance placed in the foreign market 
on vessels on which the United States 
government holds mortgages increased 
from 50.5% on October 26, 1936, to 53.4% 
on October 25, 1937. During the same 
time the participation of American com- 
panies in such insurance decreased from 
43.78% to 41.5%. 

The report states that the change in 
favor of the foreign market is not in- 
dicative of a permanent trend. Various 
factors temporarily upset the customary 


balance. The adoption of a definite 
policy by the commission and the an- 
ticipated expansion of the syndicate 


reverse the relative posi- 


should quickly 
American and _ foreign 


tions of the 
markets. 

“The fund’s percentage represents a 
part interest on forty-nine privately 
owned vessels in the amount of $8- 
524,200. In addition, the fund wrote poli- 
cies to the extent of $9,227,000, repre- 
senting total coverage on forty-one ves- 
sels owned by the commission. The 
total of $17,751,200 now in effect repre- 
sents a diminution of $3,758,350 from the 
amount written as of October 26, 1936. 
Although the commission has a 5% par- 
ticipation in vessels on which it holds 
mortgages, this figure is only a little 
more than 2% of the insurance written 
on all American ocean-going vessels. 
The commission, therefore, feels that 
the maintenance of the reserve, or a 
government insurance fund, will not be 
detrimental to the growth of the Ameri- 
can commercial market. 

Almost Equally Divided 

“Replies to the annual questionnaire 
sent to United States shipowners indi- 
cate that their insurance at the present 
time is almost equally divided between 
the American and foreign market. The 
contemplated lifting of the syndicate’s 
maximum line to $4,000,000 is expected to 
provide a healthy stimulant to the growth 
of the American market. The direct 
writings of the syndicate will be divided 
$3,000,000 to strictly owned and _ con- 
trolled American insurance companies 
and $1,000,000 to foreign companies which 
are admitted members and actually do- 
ing business in the United States. 

“To prevent the accumulation of top- 
heavy lines, reinsurance will be per- 
mitted by the commission to a reason- 
able extent, but in no event reducing 
the participation of strictly American 
companies below two-thirds of the ca- 
pacity of the syndicate. As a further 
safeguard, records of all reinsurance 
placed both by members of the syndicate 
and non-members will be made available 
to the commission in order that it may 
be properly informed of all arrangements 
for the insurance of American hulls.” 


Auto Held Not a Package; 
Ship Can’t Limit Liability 

An interesting marine case recently 
heard in the British High Court con- 
cerned a claim against the Charlton 
Steam Shipping Co., by Studebaker Dis- 
tributors for damage to cargo. It was 
argued that a certificate given by an 
underwriter’s surveyor should be taken 
as conclusive evidence that the cargo 

had been properly stowed and the ship- 
ping company claimed to limit its liabil- 
ity to $250 per package under a clause 
in the bill of lading. 

Justice Goddard held that the survey- 
or’s certificate was in such guarde od 
terms as not to constitute conclusive evi- 
dence of proper stowage but the chief in- 
terest in the case turned on the defini- 
tion of the term “package.” The cargo 
consisted of automobiles and it was held 
that an automobile was not a package 
so that the shipping company could not 
limit its liability under the clause. 
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A. & H. Leaders Encouraged by 
1937 Growth of Their Business 


Premium Gain of 10% Expected; Keener Interest Shown by 
Agents and Brokers; Effects of National Week, Hospitali- 


zation Movement, Uniformity Program Given 


The accident and health business en- 
joyed one of the best years since the de- 
pression in 1937 and when the final re- 
sults are known a few weeks hence they 
will undoubtedly point to an increase in 
premium volume of about 10%, a slight 
improvement in loss ratios, and an un- 
derwriting profit on accident insurance 
writings. The increase in premium was 
due in part to the general improvement 
in the country’s business as a whole 
and the cheerful sentiment which pre- 
vailed during the first part of 1937. The 
business recession, to be true, slowed up 
production during the latter half of the 
year but was not of sufficient influence 
in making serious inroad on the general 
improvement in volume. 

Leaders in the accident and health fi Id 
point to renewed interest of many gen- 
eral casualty agents in A, & H. during 
the past year, such interest being stimu- 
lated by the Accident & Health Wek 
campaign. There is also the growing 
realization on the part of many company 
executives that this line is a profitable 
one to push. Agents whose production 
previously had been inconsequential have 
been awakened to the value of having 
accident and health as a definite part of 
their sales equipment. Entering the ficld 
seriously, they have been surprised to 
realize after several months of steady 
work that the sale of this line is not as 
complicated as they had previously con- 
sidered it, but is readily mastered by 
intelligent and reasonable study and ef- 
lort. 

Some Potent Factors 


There is no question but that the eco- 
nomic and social changes being experi- 
enced by the country are enlightening 
the people to the need of self-protection. 
As one executive expresses it, the Social 
Security Act, the legalizing of hospitali- 
zation plans, the activities of A. & H. 
Week and the formation around the 
country of accident and health clubs have 
all been potent factors in reawakening 
the interest in one of the oldest forms 
of insurance protection. 

A cross section of opinion as to trends 
and developments in A.&H. during 1937, 
compiled by The Eastern Underwriter 
irom reports received from companies— 
both large and small—writing this line, 
indicates conclusively that accident and 
health is now being conducted on a sound 
basis. Eastern executives feel that a 
stabilizing factor has been the uniformity 
program of the Bureau of Personal 
A.&H. Underwriters, which during 1937 
‘continued its good work in organizing, 
tandardizing and popularizing personal 
accident and health insurance.” This 
frogram, it is felt, has encouraged agents 
who were formerly frightened away by 
the endless variety of policies, requir- 
ng analysis of wording and leading to 
arguments in which the agent was un- 
able properly to defend his policy. 
Effect of Uniformity Program 


Pertinent to the change this program 
me brought about is the comment by 

F. White, superintendent of A.&H. 
i the Royal, Eagle and Globe Indemnity 
ton ‘panies. He says: 

In my travels, which have embraced 
practically the entire United States, the 
‘ne thing that impresses me more than 
‘nything else is the popularity of per- 
‘onal accident insurance in most agencies 





as the result of the uniform program of 
the Bureau of Personal Accident & 
Health Underwriters. I have been told 
repeatedly that the agent now feels 
privileged to sell this insurance, know- 
ing that it’s a standard commodity * * *.” 
Along the same line Harry Prevost, 
United States F.&G., says: “Each year 
the business should be that much nearer 
the ideal of the most dependable pro- 
tection for the insured and a safely 
established, matured line for the insurers 
—as a result of this program. In the 
opinion of John E. Ahern, Travelers, “it 
has put the business on a better basis 
and thereby made it attractive to push.” 
E. C. Bowen, Aetna Life, believes that 
“it has unquestionably helped the sale 
of accident insurance agents and 
brokers are no longer confused by a 
great multitude of varying coverages.’ 
ag pro the salesmanship angle John 
Lydon, Ocean Accident, says in part: 
Pat ‘the standardized program be- 
ing followed by the major part of the 
large companies, many agents have fa- 
miliarized themselves with the coverage 
afforded and instead of competing with 
some other agent against a certain type 
of policy, it became a question of sales- 
manship between the producer and the 
buying public and the theme was the 
need of protection for a given client. 
For this reason, agents have become 
more favorable to the solicitation of ac- 
cident business and in my travels I have 
met less resistance in the last five years 
to the sale of this insurance than I had 
previously.” 
A. J. Mountrey, Standard Surety & 
Casualty, thinks “the uniform program 
has in some instances helped to increase 
the sale of accident insurance. It has 
undoubtedly helped to change the mental 
attitude of many insurance agents who 
had previously manifested a lack of in- 


(Continued on Page 39) 


GIBSON MADE A VICE-PRESIDENT 
The election of David C. Gibson, direc- 
tor of advertising, as a vice-president of 
the Maryland Casualty was announced 
yesterday by Silliman Evans, chairman 
of the Board. Mr. Gibson has been iden- 
tified with the Maryland since 1934; prior 
to that time he spent several years in 
newspaper and advertising work. 


J. J. KING ON HONOLULU TRIP 








John J. King, president, Hooper- 
Holmes Bureau, Inc., accompanied by 
Mrs. King, is sailing tomorrow from 


San Francisco for a Honolulu vacation. 





Speiser Judgment Affirmed 

The New York State Court of Ap- 
peals has just affirmed judgment of 
the Appellate Division of conviction 
against Milton Speiser and Thomas 
| R. Hughes of the former leading firm 
of Speiser & Speiser, negligence law- 
vers, New York City. Speiser and 
Hughes were convicted in the New 
York Court of Special Sessions last 
February on a charge of conspiring 
tc bribe witnesses after one of the 
most protracted trials ever held in 
this court. Chief investigator of 
Speiser & Speiser irregularities was 
Bernard Botein, former Assistant D.A. 
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Leon S. Senior Makes 
His Annual Meeting Report 


Leon S. Senior, 
Compensation Insurance Rating Board, 
in reporting yesterday at its annual 
meeting, said that in the past year thirty 
risks with a total premium of $495,000 
were filed with the Board by nine car- 
riers under the retrospective rating plan. 
Two risks with $35,000 premium experi- 
enced a change of heart and returned 
to the standard premium ‘basis. He 
noted that the supplementary plan, pro- 
posed by mutual carriers, is now pend- 
ing before the New York Insurance De- 
partment. Rates for coverage against 
surcharges under these plans are still in 
process of discussion. 

Mr. Senior observed that the introduc- 
tion in New York State of the retrospec- 
tive plan has been followed by a scheme 
to waive the surcharges in consideration 
of an additional premium, “a proposal 
that has been advanced by some author- 
ized as well as non- -authorized companies 
engaged in excess insurance.” He said: 
“We have been forced to mect this com- 
petition in spite of our belief that full 
coverage against surcharges may lessen 
the zeal for accident prevention on part 
of employers who are insured under the 
retrospective contract.” 


Year Crowded With Events 

The general manager said that the 
Board’s_ twenty-fourth year had been 
crowded with important events and de- 
velopments that may have a far reach- 
ing effect on the conduct of workment’s 
compensation insurance. “Aside from the 
general rate revision, which has become 
an annual feature,” he pointed to the in- 
spection and classification of risks, the 
audit and tabulation of Schedule “Z” 
experience, the production of merit rates 
for individual risks, and the audit of 
pay roll on risks selected by the Board 
or made on request of the carriers, A 
great deal of time and effort has been 


general Manager, 


spent in the examination of new rating 
plans, in creating a procedure for the 
arbitration of medical dis sputes, and in 


studies of various legislative proposals 
advanced by the labor department. 

An important phase of a debate now 
in progress, Mr, Senior said, deals with 
the three special funds created under 
Section 15, subdivisions 8 and 9, and 
Section 25-a through contributions in 
the “No Dependency Award Cases.” Ex- 
amination by the New York Insurance 
Department shows the “Second Injury 
Fund” and the “Reopened Case Fund” 
to be impaired. A report from the state 
comptroller indicates that the “Voca- 
tional Rehabilitation Fund” has an 
ample surplus and that the costs of ad- 
ministration greatly exceed the expendi- 
tures for direct benefits to men under 
training. 

“Our studies lead to the belief that a 
remedy may be found in reallocating the 
contributions to the respective funds, and 
in providing a greater incentive for the 
employer or insurance carrier to defend 
claims presented for second injuries and 
for reopened cases,” said Mr. Senior. 


Lloyd’s Competition Here 
Hit By Vincent Cullen 


ACENCY SYSTEM THREATENED 





Nat’! Surety President Sends Out Three 
Page Open Letter to Agents 
Of America 

A three page “open letter” attacking 
London Lloyd’s competition sent out by 
Vincent Cullen, president, National 
Surety Corp., to agents of America, re- 
ceived widespread attention this weck 
and the field reaction to it was mixed 
Presid nt Cullen's views on Lloyd's op- 








| Fight Lloyd’s License 


Counsel for some fifteen domestic 
insurance companies were in Spring 
field, Ill., on Wednesday preparing to 
renew the fight against the licensing 
of London Lloyd’s Underwriters in 
that state. Suit will be filed appeal- 
ing from the action of Insurance: 
Director Ernest Palmer who issued 
Lloyd’s license on December 28. The 
points which will be attacked concern 
interpretations of provisions of the 
code relating to deposit requirements 
and to limitation of liability and 
credits for reinsurance of parts of | 
risks underwritten. 








erations in this country were given last 
week-end to the annual business confer- 
ence of National Surety managers and 
claims attorneys with home office offi- 
cials, held at Edgewater Beach Hotel, 
Chicago. 

London Lloyd’s activities in the United 
States were viewed by Mr. Cullen as a 
“real menace to our business” and he 
appealed to American business, to pub- 
lic officials, and to “all of our friends to 
help us protect the American insurance 
industry just as the tariff has helped to 
promote and develop American business 
generally.” 

The legal recognition of Lloyd’s Un- 
derwriters in Illinois and Kentucky in 
Mr. Cullen’s opinion is not only a chal- 
lenge to the American Agency System 
and the American insurance industry but 
to the American standard of living. He 
was particularly incensed over the fact 
that Lloyd’s instead of following the 
American practice of appointing agents 
in different states to represent them, 
seeks lines of business developed by 


American agents and American cotmi- 
panies at great expense. They are able 
to get such business because “they usu- 


ally offer the standard product at a 
lower price.” 
Warns of Sharp Cut in Income 

Mr. Cullen emphasized that if the at- 
tempt of Lloyd’s “to take our best busi- 
ness, the business that is least expen- 
sive for the agent to handle and most 
desirable for the company” is success- 
ful it can mean but one thing: a sharp 
reduction in the income to the American 
avents and companies alike.” He noted 
among other things that Lloyd’s pay a 


(Continued on Page 38) 
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Stranding Held Proximate Cause of 
Loss to Cargo of Bananas by Rot 


The Supreme Court of the United 
States this month reversed a judgment of 
the Fourth Circuit Court of Appeals 
(89 F, (2d) 545), which affirmed a judg- 
ment of the Federal District Court for 
Maryland in favor of the defendant in 
the action by the Lanasa Fruit Steam- 
ship and Importing Co., Inc., against the 
Universal Insurance Co. The case was 
remanded for further proceedings in the 


I)istrict Court in conformity with the 
Supreme Court’s opinion. This opinion 
was delivered by Chief Justice angers. 


The plaintiff was the owner of a carg 
of bananas aboard the Norwegian steam- 
ship Smaragd. While proceeding up 
Chesapeake Bay to Baltimore on July 21, 
1935, the vessel stranded and before she 
could be floated the entire cargo of 
bananas became overripe and _ rotted, 
causing a total loss. laintiff held a 
floating policy issued two years pre- 
viously. The general coverage clause 
of the policy PB scsi perils of the sea. 


A rider providing that the coverage 
should be free of particular average ex- 
cept in certain circumstances had been 


canceled. 

The Circuit Court of Appeals had held 
that the loss was not within the general 
coverage clause, referring to the rider as 
showing the parties had so interpreted 
the clause. 

The Supreme Court said: “Both courts 
below have decided the case upon the 
assumption that the fruit was in sound 
condition when shipped and would have 
been merchantable at the end of the 
voyage had it not been for the stranding 
and the consequent delay. In view of 
this course of proceedings we make the 
same assumption.” 


Rider Not Controlling 

The court did not regard the rider to 
the policy as either controlling or per- 
suasive. It did not affect the application 
of the general coverage clause. The 
main question was: Does the general 
clause of the marine cargo insurance 
policy, insuring for loss caused by perils 
of the sea, cover a loss where a marine 
peril, viz. stranding, has so delayed the 

yvage that the cargo has become a total 
loss? 

Stranding, the court said, is a peril of 
the sea, and it was the stranding which 
caused the delay. 

The cargo was perishable fruit. But, 
the ugh perishable, it was insured for the 
voyage against sea perils, and the sole 
que = was lashes a sea peril caused 
the loss. The sole question was held to 
be whether in the circumstances the 
stranding should be regarded as _ the 
proximate cause of the loss. “It is true,” 
the court said, “that the doctrine of 
proximate cause is applied strictly in 
cases of marine insurance; but in that 
class of cases, as well as in others, the 
proximate cause is the efficient caus: 
which may be nearer in time to the 
result.” 

The court quoted the discussion of this 
subject by Lord Shaw in the English 
Leyland Shipping Co. v. Nor- 
wich Union Fire (1918), A. C. 350, 368- 
371. It said that the principle ay 


Ccas¢ of 


Same 


plies although within the network of 
causation there may be found the op- 
eration of natural forces to which a 
aan ster, within the coverage of the pol- 
icy, has given play. It cited the decision 


New Eng- 


as an illustra- 


of Jus tice Story in Magoun y. 
land Marine, 1 Story 157, 
tion, 
Precedents Reviewed 
“If we apply this principle of the ‘real 
efficient cause’ to the instant case,” the 


Supreme Court said, “it can hardly be 
doubted that upon the facts assumed the 
loss would be within the coverage of the 
policy. Indeed this is not strongly con- 
tested, but it is insisted that the case 
is controlled by certain precedents to 
which we should give heed in dealing 
with an ancient form of words. These 
precedents are found in certain English 
cases to which the Circuit Court of Ap- 
peals referred. The court recognized 
that a number of American cases had 
taken a different view, but thought that 
in the absence of a contrary decision by 
this court or any Federal court, the cited 
English cases should be followed in the 
view that in the field of marine insur- 
ance ‘it is highly desirable that our de- 
cisions be kept in harmony with those 
of England,’ 89 F. (2d) 549.” 

The Supreme Court reviewed at length 
the cases referred to and concluded: 
“We lay on one side cases of protracted 
voyages caused by storms and the spe- 
cial questions to which their varied cir- 
cumstances give rise. Such a case is 
not before us. The instant case is one 
of stranding, a sea peril insured against, 
and we think that the well-settled doc- 
trine of proximate cause, meaning the 
real efficient cause of the loss, requires 
the conclusion that, upon the assumptions 
of fact we st tated at the outset, the loss 
of the cargo was within the general 
coverage clause of the policy. 

Justice McReynolds and Justice Suth- 
erland were of the opinion that the case 
was correctly decided by the court below 
on grounds adequately stated. 

The decision left open the opportunity 
to try any other issues of fact or law 
which may properly be presented in the 
District Court. 





EDWARDS ASSOCIATE MGR. 

S. Bruce Edwards has been appointed 
associate manager of the ocean and in- 
land marine department of the Automo- 
bile Insurance Co. at the Boston office. 
Recently he has been in charge of the 
marine department at the Indianapolis 
office of the Aetna Life & Affiliated 
Companies. 


LLOYD’S NON. MARINE OFFICERS 

\t the first 1938 meeting of the com- 
mittee of Lloyd’s Fire and Non-Marine 
Association, M. W. Drysdale and A. J. 
Hullet were ig as joint chair- 
men, and G. J. L. Menges was re-elected 
as deputy-chairman for 1938. 


Higher Rates for Grain 
Ships in River Plate Trade 


An interesting situation has been cre- 
ated by a small increase in the differen- 
tial which is now quoted in grain con- 
tracts for the insurance of cargoes by 
Greek ships from the River Plate. The 
differential is graded according to the 
class of tonnage, and it is estimated that 
for vessels up to twenty years of age 
and classed 100-Al by Lloyd’s Register 
the increase amounts to only about $200 
on a $250,000 cargo, while the corres- 
ponding increase for a similar cargo 
shipped in a vessel of between twenty 
and thirty years of age would be about 
$325. 

These increases, which appear to be 
very small in relation to the total values 
of the cargoes, are estimated to provide 
some compensation for the heavier 
claims ratio yielded by Greek freighters 
on the basis of underwriting records. 
The increase in the differential took ef- 
fect at the beginning of 1938 and consid- 
eration is now being given to the ques- 
tion whether the additional charge should 
be met by the shipowners or the ship- 
pers. It is hoped that the question will 
be amicably settled in the near future 
before the export of Argentine grain 
commences in earnest. 


ADOPTS FINANCING PLAN 





Glens Falls Group Ready to Use Pro- 
gram age aay for Local Banks 
By Allan C. Stevens 
The Glens Falls Group has filed let- 
ters with the Peoples National Bank & 
Trust Co. of White Plains, N. Y., in 
connection with the premium financing 
program for local banks developed by 
Allan C. Stevens, insnrance agent of 
White Plains and president of the Great 

Eastern Fire. 

The Glens Falls Group has been using 
a plan available to their agents through 
the Glens Falls Investment Corp., a 
subsidiary. 

To facilitate application of the system 
an explanatory booklet entitled, “Guide 
for Local Banks in the Financing of In- 
surance Premiums,” has been prepared 
and is being distributed by Mr. Stevens 
to banks, insurance agents and others 
at $1 per copy. ; 


LLOYD’S AGENTS AT PHILA. 

Parker & Co. of Philadelphia, marine 
surveyors and adjusters, have been ap- 
pointed agents of London Lloyd’s at the 
Port of Philadelphia. As _ insurance 
brokers Parker & Co. have specialized in 
aviation coverage for years. 


NATIONAL UNION DIVIDENDS 

Directors of the National Union Fire 
of Pittsburgh have declared a dividend 
of $1.50 a share plus an extra dividend 
of $1 a share, both payable February 
14 to stock of record January 31. 











The Globe & Rutgers has declared the 
regular semi-annual dividend of $2.50 a 
share on the cumulative second prefe sai 


stock. 
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Proportion of Hulls 
In Foreign Market 


MARITIME COMMISSION DATA 





Change in Favor of Facilities Abroad 
Said Not to Be Indicative Of 


Permanent Trend 





According to the annual report of the 
Maritime Commission the proportion of 
insurance placed in the foreign market 
on vessels on which the United States 
government holds mortgages increased 
from 50.5% on October 26, 1936, to 53.4% 
on October 25, 1937. During the same 
time the participation of American com- 
panies in such insurance decreased from 
43.78% to 41.5%. 

The report states that the change in 
favor of the foreign market is not in- 
dicative of a permanent trend. Various 
factors temporarily upset the customary 
balance. The adoption of a definite 
policy by the commission and the an- 
ticipated expansion of the syndicate 
should quickly reverse the relative posi- 
tions of the American and foreign 
markets. 

“The fund’s percentage represents a 
part interest on forty-nine privately 
owned vessels in the amount of $8- 
524,200. In addition, the fund wrote poli- 
cies to the extent of $9,227,000, repre- 
senting total coverage on forty-one ves- 
sels owned by the commission. The 
total of $17,751,200 now in effect repre- 
sents a diminution of $3,758,350 from the 
amount written as of October 26, 1936. 
Although the commission has a 5% par- 
ticipation in vessels on which it holds 
morigages, this figure is only a little 
more than 2% of the insurance written 
on all American ocean-going  vesszels. 
The commission, therefore, feels that 
the maintenance of the reserve, or a 
government insurance fund, will not be 
detrimental to the growth of the Ameri- 
can commercial market. 

Almost Equally Divided 

“Replies to the annual questionnaire 
sent to United States shipowners indi- 
cate that their insurance at the present 
time is almost equally divided between 
the American and foreign market. The 
contemplated lifting of the syndicate’s 
maximum line to $4,000,000 is expected to 
provide a healthy stimulant to the growth 
of the American market. The direct 
writings of the syndicate will be divided 
$3,000,000 to strictly owned and con- 
trolled American insurance companies 
and $1,000,000 to foreign companies which 
are admitted members and actually do- 
ing business in the United States. 

“To prevent the accumulation of top- 
heavy lines, reinsurance will be per- 
mitted by the commission to a reason- 
able extent, but in no event reducing 
the participation of strictly American 
companies below two-thirds of the ca- 
pacity of the syndicate. As a further 
safeguard, records of all reinsurance 
placed both by members of the syndicate 
and non- -members will be made available 
to the commission in order that it may 
be properly informed of all arrangements 
for the insurance of American hulls.” 


Auto Held Not a Package; 
Ship Can’t Limit Liability 

An interesting marine case _ recently 
heard in the British High Court con- 
cerned a claim against the Charlton 
Steam Shipping Co., by Studebaker Dis- 
tributors for damage to cargo. It was 
argued that a certificate given by an 
underwriter’s surveyor should be taken 
as conclusive evidence that the cargo 
had been properly stowed and the ship- 
ping company claimed to limit its liabil- 
ity to $250 per package under a clause 
in the bill of lading. 

Justice Goddard held that the survey- 
or’s certificate was in such guarded 
terms as not to constitute conclusive evi- 
dence of proper stowage but the chief in- 
terest in the case turned on the defini- 
tion of the term “package.” The cargo 
consisted of automobiles and it was held 
that an automobile was not a package 
so that the shipping company could not 
limit its liability under the clause. 
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A. & H. Leaders Encouraged by 
1937 Growth of Their Business 


Premium Gain of 10% Expected; Keener Interest Shown by 
Agents and Brokers; Effects of National Week, Hospitali- 
zation Movement, Uniformity Program Given 


The accident and health business en- 
joyed one of the best years since the de- 
pression in 1937 and when the final re- 
sults are known a few weeks hence they 
will undoubtedly point to an increase in 
premium volume of about 10%, a slight 
improvement in loss ratios, and an un- 
derwriting profit on accident insurance 
writings. The increase in premium was 
due in part to the general improvement 
in the country’s business as a whole 
and the cheerful sentiment which pre- 
vailed during the first part of 1937. The 
business recession, to be true, slowed up 
production during the latter half of the 
year but was not of sufficient influence 
in making serious inroad on the general 
improvement in volume. 

Leaders in the accident and health fi Id 
point to renewed interest of many gen- 
eral casualty agents in A, & H. during 
the past year, such interest being stimu- 
lated by the Accident & Health Wek 
campaign. There is also the growing 
realization on the part of many company 
executives that this line is a profitable 
one to push. Agents whose production 
previously had been inconsequential have 
been awakened to the value of having 
accident and health as a definite part of 
their sales equipment. Entering the ficld 
seriously, they have been surprised to 
realize after several months of steady 
work that the sale of this line is not as 
complicated as they had previously con- 
sidered it, but is readily mastered by 
intelligent and reasonable study and ef- 
fort. 

Some Potent Factors 


There is no question but that the eco- 
nomic and social changes being experi- 
enced by the country are enlightening 
the people to the need of self-protection. 
As one executive expresses it, the Social 
Security Act, the legalizing of hospitali- 
zation plans, the activities of A. & H. 
Weck and the formation around the 
country of accident and health clubs have 
all been potent factors in reawakening 
the interest in one of the oldest forms 
of insurance protection. 

A cross section of opinion as to trends 
and developments in A.&H. during 1937, 
compiled by The Eastern Underwriter 
from reports received from companies— 
both large and small—writing this line, 
indicates conclusively that accident and 
health is now being conducted on a sound 
basis. Eastern executives feel that a 
stabilizing factor has been the uniformity 
program of the Bureau of Personal 
A.&H. Underwriters, which during 1937 
“continued its good work in organizing, 
Standardizing and popularizing personal 
accident and health insurance.” This 
Program, it is felt, has encouraged agents 
who were formerly frightened away by 
the endless variety of policies, requir- 
ing analysis of wording and leading to 
arguments in which the agent was un- 
able properly to defend his policy. 

Effect of Uniformity Program 

Pertinent to the change this program 

has brought about is the comment by 

F. White, superintendent of A.&H. 
of the Royal, Eagle and Globe Indemnity 
companies. He says: 

‘In my travels, which have embraced 
Practically the entire United States, the 
on thing that impresses me more than 
an thing else is the popularity of per- 
so: al accident insurance in most agencies 


as the result of the uniform program of 
the Bureau of Personal Accident & 
Health Underwriters. I have been told 
repeatedly that the agent now feels 
privileged to sell this insurance, know- 
ing that it’s a standard commodity * * *.” 

Along the same line Harry Prevost, 
United States F.&G., says: “Each year 
the business should be that much nearer 
the ideal of the most dependable pro- 
tection for the insured and a safely 
established, matured line for the insurers 
—as a result of this program. In the 
opinion of John E. Ahern, Travelers, “it 
has put the business on a better basis 
and thereby made it attractive to push.” 
E. C. Bowen, Aetna Life, believes that 
“it has unquestionably helped the sale 
of accident insurance agents and 
brokers are no longer confused by a 
great multitude of varying coverages.” 
Stressing the salesmanship angle John 
F. Lydon, Ocean Accident, says in part: 

“With the standardized program be- 
ing followed by the major part of the 
large companies, many agents have fa- 
miliarized themselves with the coverage 
afforded and instead of competing with 
some other agent against a certain type 
of policy, it became a question of sales- 
manship between the producer and the 
buying public and the theme was the 
need of protection for a given client. 
For this reason, agents have become 
more favorable to the solicitation of ac- 
cident business and in my travels I have 
met less resistance in the last five years 
to the sale of this insurance than I had 
previously.” 

A. J. Mountrey, Standard Surety & 
Casualty, thinks “the uniform program 
has in some instances helped to increase 
the sale of accident insurance. It has 
undoubtedly helped to change the mental 
attitude of many insurance agents who 
had previously manifested a lack of in- 


(Continued on Page 39) 


GIBSON MADE A VICE-PRESIDENT 


The election of David C. Gibson, direc- 
tor of advertising, as a vice-president of 
the Maryland Casualty was announced 
yesterday by Silliman Evans, chairman 
of the Board. Mr. Gibson has been iden- 
tified with the Maryland since 1934; prior 
to that time he spent several years in 
newspaper and advertising work. 


J. J. KING ON HONOLULU TRIP 








John J. King, president, Hooper- 
Holmes Bureau, Inc., accompanied by 
Mrs. King, is sailing tomorrow from 


San Francisco for a Honolulu vacation. 





Speiser Judgment Affirmed 


The New York State Court of Ap- 
peals has just affirmed judgment of 
the Appellate Division of conviction 
against Milton Speiser and Thomas 
R. Hughes of the former leading firm 
of Speiser & Speiser, negligence law- 
vers, New York City. Speiser and 
Hughes were convicted in the New 
York Court of Special Sessions last 
February on a charge of conspiring 
tc bribe witnesses after one of the 
most protracted trials ever held in 
this court. Chief investigator of 
Speiser & Speiser irregularities was 
Bernard Botein, former Assistant D.A. | 
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Leon S. Senior Makes 
His Annual Meeting Report 


Leon S. Senior, general manager, 
Compensation Insurance Rating Board, 
in reporting yesterday at its annual 


meeting, said that in the past year thirty 
risks with a total premium of $495,000 
were filed with the Board by nine car- 
riers under the retrospective rating plan. 
Two risks with $35,000 premium experi- 
enced a change of heart and returned 
to the standard premium basis. He 
noted that the supplementary plan, pro- 
posed by mutual carriers, is now pend- 
ing before the New York Insurance De- 
partment. Rates for coverage against 
surcharges under these plans are still in 
process of discussion. 

Mr. Senior observed that the introduc- 
tion in New York State of the retrospec- 
tive plan has been [followed by a scheme 
to waive the surcharges in consideration 
of an additional premium, “a proposal 
that has been advanced by some author- 
ized as well as non-authorized companies 
engaged in excess insurance.” He said: 
“We have been forced to meet this com- 
petition in spite of our belief that full 
coverage against surcharges may lessen 
the zeal for accident prevention on part 
of employers who are insured under the 
retrospective contract.” 


Year Crowded With Events 


The general manager said that the 
Board’s twenty-fourth year had been 
crowded with important events and de- 
velopments that may have a far reach- 
ing effect on the conduct of workmenri’s 
compensation insurance. “Aside from the 
general rate revision, which has become 
an annual feature,” he pointed to the in- 
spection and classification of risks, the 
audit and tabulation of Schedule “Z” 
experience, the production of merit rates 
for individual risks, and the audit of 
pay roll on risks selected by the Board 
or made on request of the carriers. A 
great deal of time and effort has been 
spent in the examination of new rating 
plans, in creating a procedure for the 
arbitration of medical disputes, and in 
studies of various legislative proposals 
advanced by the labor department. 

An important phase of a debate now 
in progress, Mr. Senior said, deals with 
the three special funds created under 
Section 15, subdivisions 8 and 9, and 
Section 25-a through contributions in 
the “No Dependency Award Cases.” Ex- 
amination by the New York Insurance 
Department shows the “Second Injury 
Fund” and the “Reopened Case Fund” 
to be impaired. A report from the state 
comptroller indicates that the “Voca- 
tional Rehabilitation Fund” has an 
ample surplus and that the costs of ad- 
ministration greatly exceed the expendi- 
tures for direct benefits to men under 
training. 

“Our studies lead to the belief that a 
remedy may be found in reallocating the 
contributions to the respective funds, and 
in providing a greater incentive for the 
employer or insurance carrier to defend 
claims presented for second injuries and 
for reopened cases,” said Mr. Senior. 


Lloyd’s Competition Here 
Hit By Vincent Cullen 


AGENCY SYSTEM THREATENED 





Nat’] Surety President Sends Out Three 
Page Open Letter to Agents 
f America 

A three page “open letter” attacking 
London Lloyd’s competition sent out by 
Vincent Cullen, president, National 
Surety Corp., to agents of America, re- 
ceived widespread attention this weck 
and the field reaction to it was mixed. 
President Cullen’s views on Lloyd’s op- 








Fight Lloyd’s License 
Counsel for some fifteen domestic 
insurance companies were in Spring 
field, Ill., on Wednesday preparing to 
renew the fight against the licensing 
of London Lloyd’s Underwriters in 
that state. Suit will be filed appeal- 
ing from the action of Insurance 
Director Ernest Palmer who issued 
Lloyd’s license on December 28. The 
points which will be attacked concern 
interpretations of provisions of the 
code relating to deposit requirements 
and to limitation of liability and 
credits for reinsurance of parts of 
risks underwritten. 








erations in this country were given last 
week-end to the annual business confer- 
ence of National Surety managers and 
claims attorneys with home office offi 
cials, held at Edgewater Beach Hotel, 
Chicago. 

London Lloyd’s activities in the United 
States were viewed by Mr. Cullen as a 
“real menace to our business” and he 
appealed to American business, to pub- 
lic officials, and to “all of our friends to 
help us protect the American insurance 
industry just as the tariff has helped to 
promote and develop American business 
generally.” 

The legal recognition of Lloyd’s Un- 
derwriters in Illinois and Kentucky in 
Mr. Cullen’s opinion is not only a chal- 
lenge to the American Agency System 
and the American insurance industry but 
to the American standard of living. He 
was particularly incensed over the fact 
that Lloyd’s instead of following the 
American practice of appointing agents 
in different states to represent them, 
seeks lines of business developed by 
American agents and American com- 
panies at great expense. They are able 
to get such business because “they usu- 
ally offer the standard product at a 
lower price.” 

Warns of Sharp Cut in Income 

Mr. Cullen emphasized that if the at 
tempt of Lloyd’s “to take our best busi- 
ness, the business that is least expen- 
sive for the agent to handle and most 
desirable for the company” is success- 
ful it can mean but one thing: a sharp 
reduction in the income to the American 
avents and companies alike.” He noted 
among other things that Lloyd’s pay a 

(Continued on Page 38) 
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American International Named 
Maryland Casualty Foreign Managers 


Of considerable interest was the an- 
nouncement by the Maryland Casualty 
this week that arrangements have been 


completed with the American Interna- 
tional Underwriters Corp. to act as its 
foreign managers in the writing of cas- 
ualty insurance of various forms for 
Americans and American business in for- 


eign countries. The American Interna- 
tional, whose colorful personnel is inter- 
national in their interests and who main- 
tains an organization in nearly every 
country on earth, will make available to 
Maryland Casualty its insurance protec- 


tion and claim service facilities under 
the new arrangement. 
For some time the Maryland has 


sought to develop for the benefit of its 
agency force this means of providing 
protection and service for American busi- 
ness concerns in foreign fields. 

The company believes there is a sub- 


stantial need and growing market for 
insurance protection both for individual 
travelers and for established business in- 
terests abroad. 





Compulsory Health 
Insurance in N. Y. 


N WAGNER’ S BILL 





ASSEMBLYMAN 





Expense to Be Borne by Employer, Em- 
ploye and State; Administrative 
Machinery Set Up 





Assemblyman R. F. Wagner, Jr., New 
York, has introduced a bill in the legis- 
lature to provide by means of a com- 
pulsory insurance plan for better and 
more medical care, security against wage 
losses owing to illgess, and widespread 
extension of preventive medicines, espe- 
cially for persons in the lower income 
The bill contains the following 
using Mr. Wagner's 


classes. 
general principles, 
own words in part: 
“Medical benefits to insured workers 
which include adequate medical and sur- 
gical care, medicines and appliances in 
home, hospital, sanitarium or physician’s 
office, whether disability be due to sick. 
ness or non-industrial accident or child 
bearing of the insured person, or fam- 
ily of the insured worker, without time 
limit while the worker remains insured. 

“Cash payments to insured workers for 
disability due to sickness, to non-indus- 
trial accidents and to child bearing by 
the beneficiary. 

“The financing of 


such a program 


should be borne by the employe, the 
employer and the state. The expense 
of maintenance should be divided as 


nearly as possible according to the de- 
gree of responsibility. A governmental 


system of health insurance would not 
impose an additional burden upon the 
insured persons. On the contrary, it 


would materially reduce the amount they 
are now paying in medical bills and small 
life insurance premiums. 


ACCIDENT RECORD IMPROVED 





Chattanooga Combats High Automobile 
Rates by Insurance Exchange and 
Club Cooperation 

Chattanooga, ninth city in size in the 
southeast, but which has had the highest 
Bureau automobile bodily injury rates in 
that section during the last three years, 
an average of $60 per annum on small 
s, is making progress in the direction 
of rate reduction, and much of the credit 
is due to the hard work of the Chatta- 
nooga Insurance Exchange and to the 
cooperation of Stanley Lachman, local 
agent, who is president of the Chatta- 

nooga Automobile Club. 

During 1937 Chattanooga’s 
talities were nine less than in 1936. 


car 


traffic fa- 
The 


Policies available through the Mary- 
land’s foreign managers include automo- 
bile liability, manufacturers’ public lia- 
bility, contractors’ public liability, em- 
ployers’ liability, personal accident, bur- 
clary, plate glass and elevator. 

The Maryland’s new foreign arrange- 
ments give its entire agency force a new 
field for selling, since solicitation of busi- 
ness is to be done only through agents 
and brokers. 

The world-wide territory of the A. I. 
U. will be exclusive of Mexico and also 
exclusive of Canada, Alaska, Hawaii, 
Puerto Rico, Cuba, Panama and_ the 
Canal Zone, in which the Maryland al- 
ready has its own agency force and 
other representation. 


Under the world-wide service plan, 
policyholders having claims arising 
abroad can secure prompt adjustment 


from claim representatives in the impor- 
tant cities in major foreign countries. 
\ll policies are written in English and 
are subject to the jurisdiction of Amer- 
ican courts and not foreign tribunals. 


PLANS FOR CONVENTION 





International Claim Association Has 
Carl Jones and H. S. Don Carlos 
Heading Committees 
President E. D. Millea, International 
Claim Association, announces appoint- 
ment of Carl Jones, manager New York 
office Commercial Travelers of Utica, as 
chairman of the entertainment committee 
for the coming convention at White Sul- 
phur Springs, September 12-14. The com- 
mittee on lay adjusters is composed of 
Harlan S. Don Carlos, Travelers, chair- 
man; Robert K. Metcalf, Connecticut 
General Life; Albert F. Jaques, Pru- 
dential. There will be a meeting of the 
executive committee in New York in 
February, and the chairmen of the vari- 

ous committees will submit reports. 





TEXAS MEETING PROGRAM 





Special Gathering in Dallas to Discuss 
Casualty and Surety Subjects Covers 
Wide Range 
The program for the special casualty 
and surety meeting of the Texas Asso- 


ciation of Insurance eg ag in Dallas, 
has been announced by W. Thomp- 
son, Dallas, who is ee chairman. 


Discussion of automobile casualty lines 
will be introduced by A. A. Reagan, Jr., 
represe nting the casualty eg com- 
missioner. Francis F. Ludolph, San An- 
tonio, will discuss the Interstate Com- 
merce Commission plan, and Arthur 
Grigg, Galveston, the “Agent’s Part in 
Safety Promotion.” Blanket fidelity 
bonds will be introduced by W. R. Har- 
vey, Jr., National Surety. and discussed 
by Guy Saunders, Amarillo, and Richard 
H. McLarry, Dallas. Miscellaneous cas- 
ualty lines Will be introduced by Sam H. 
Riley, Dallas, and discussed by Max 
Highfill, Fort Worth, who will take up 
burglary particularly. A. H. Bevan, 
Houston, will handle owners’, landlords’ 
and tenants’ liability. Workmen’s com- 
pensation will be introduced by William 
Leslie, general manager. National Bu- 
reau, and discussed by Cruger T. Smith, 
Dallas, and Melvin Miller, Fort Worth. 


FOR ST. LOUIS CAR INSPECTION 

Frank J. McDevitt, St. Louis director 
of streets and sewers, in advocating peri- 
odical inspections of all motor vehicles, 
charged that there are 90,000 unsafe au- 
tomobiles and trucks being used there. 
He considers compulsory motor inspec- 
tion one of the most important moves 
that could be made by St. Louis. 





figures were thirty-five and forty-six re- 
spectively. Also, in Hamilton county in 
which Chattanooga is located, there was 
a drop from sixty-one fatalities in 1936 
to forty-five in 1937. 


St. Paul to Specialize 
In Over-Age Limit Risk 


Cc. H. STEVENSON ACCIDENT MGR. 





Company to Issue Three Policies For 
Males 60 and Upward, Females 
Between Ages 60-70 


The St. Paul Mercury - Indemnity, 
which recently established a personal ac- 
cident department at its home office with 
Charles H. Stevenson as manager, will 
confine its writings to over-age limit 
risks exclusively. Only males, ages 60 
and upward, and females, ages 60 to 70 
years, will be eligible. Three policy 
forms are new being prepared to cover 
accidental death only, accidental death 
and dismemberment, and _ accidental 
death, dismemberment and weekly in- 
demnity. Medical reimbursement cover- 
age also will be provided at the option 
of the applicant. 

Mr. Stevenson comes to the St. Paul 
Mercury-Indemnity with a background 
of nearly twenty years’ experience in 
the accident business, and with a wide 
acquaintance. He was formerly agency 
superintendent of the Norwich Union In- 
demnity from which post he resigned a 
month ago. Heretofore the St. Paul has 
confined its operations to automobile, 
bonds and casualty lines, excepting per- 
sonal accident, and it will be Mr. Steven- 
son’s job to launch the company in this 
field. He believes that the St. Paul is 
the first company to engage exclusively 
in the writing of over-age limit acci- 
dent insurance, and the move will be 
watched with keen interest by A.&H. 
underwriters. 

The Ocean Accident has experimented 
with an over-age limit policy during the 
past year but its writings have not been 
extensive. 


PEW IOWA COMMISSIONER 


Succeeds Ray Murphy Resigned to Be 
Assistant Manager Casualty & Surety 
Executives Association 


Maurice Pew, deputy insurance com- 
missioner of Towa, has been appointed 
commissioner, succeeding Ray Murphy 
who has resigned, effective February 15, 
to become assistant general manager As- 
sociation of Casualty & Surety Execu- 
tives. Mr. Pew is 39 years old and was 
an insurance attorney when appointed 
first deputy in 1935. 

In announcing the appointment the 
governor said that the zoning system of 
examination of insurance companies 
which has been generally adopted should 
make it unnecessary to appoint a suc- 
cessor to Mr, Pew. 


$55,554 Job Halted by Labor 
Trouble; Gov’t. Steps In 


The Maryland Casualty Co., surety on 
the bond of J. O’Brien, St. Louis, 
who was the contractor for clearing 
2,645 acres of land in the Pool Area 
of Lock and Dam No. 2 along the 
Mississippi River in St. Charles County, 
Missouri, has decided to let the Federal 
government award a new contract. When 
O’Brien abandoned the project a few 
weeks ago due to labor troubles and 
other unforeseen difficulties, he had fin- 
ished about 5% of the work. The orig- 
inal contract was for $55,554. 














HEAR R. E. BROWN, JR. 

Robert E. Brown, Jr., of the publicity 
division of the Aetna Casualty & Surety, 
addressed the students of the casualty 
branch of the Insurance Institute of 
Hartford last Wednesday in the Travel- 
ers Building. His subject was “Adver- 
tising and Publicity,” and he had pre- 
pared a folder for each student contain- 
ings samples of the advertising done by 
insurance carriers. 





HEAR F. & D. MAN 
A. R. Picker, Fidelity & Deposit, St. 
Louis, gave an address on “Fraudulent 
Manipulation of Negotiable Instruments” 
at a recent meeting of the South Side 
Optimist Club. 


Bad O. D. Risks Will 

Be Kept on Payrolls 
MICHIGAN OFFICIALS PLAN 
Method of Screening Out Workers Who 


Are Susceptible to Disability 
Will Be Opposed 








The Michigan Department of Labor 
and Industry, through its chairman, 
George A. Krogstad, has gone on rc cord 
as determined to prevent any “screening 
out” of workers now on industrial pay. 
rolls because of their liability to con- 
tract occupational diseases. Krogstad 
said every resource provided by lays will 
be utilized to prevent employers from 
submitting men now on the payrcils to 
compulsory physical examinations to de- 
termine their occupational disease sus- 
ceptability and to dismiss those »und 
bad risks. 

Difficulties are envisioned soon in con- 
nection with placing abnormally bad risks 
with insurers. Despite the fact that a 
rate schedule has been promulgated by 
the National Council on Compensation 
Insurance covering all the diseases in- 
cluded under the act, the carriers are 
refusing to write some employers—al- 
though they are not financially strong 
enough to qualify for self-i -insurance. The 
State Accident Fund is said to be 
adepting the same tactics as private car- 
riers because of the viewpoint of its 
management that it would be impossi- 
ble to keep the fund on an even keel 
if it accepted all the risks rejected by 
the private carriers. There is no pro- 
vision in the law making acceptance of 
risks mandatory and the law makes no 
provision for a pool or other inter-car- 
rier arrangement to handle sub-standard 
risks. It is considered possible that if 
this situation grows acute it may be 
biought to the attention of the legisla- 
ture for action. Other flaws in the act, 
already the subject of critical comments, 
may be remedied also. 





NEW HOME OFFICE OPENED 


Liberty Mutual Has Own Building In 
Boston With Large Safety Labora- 
tory Fully Equipped 
Rounding out a quarter-century of ac- 
tivity in promoting human safety, the 
Liberty Mutual opened permanent head- 
quarters January 20 in an imposing new 
block-wide, nine-story building at 175 
Berkeley Street, Boston. In making this 

announcement the company says: 

“Liberty Mutual is particularly proud 
of its precedent-breaking safety record 
established during the twelve months 
construction period. Not a single fatality 
or major injury occurred among work- 
men employed on the building project.” 

The company has seventy-three branch 
offices and houses more than 12,000 home 
office employes. 

One of the most interesting features 
of the new building is its safety labora- 
tory, equipped with technical facilities 
for the study of all factors which en- 
danger life and health in industry and 
on_ the highways, 

There is a dust settling chamber for 
analysis of toxic materials in gases, va- 
pors and chemicals. Dangerous traffic 
conditions are recreated with special 
equipment. Experiments on “treacher- 
ous” machines to work out saf ty solu- 
tions are carried on. Constructi »n work, 
department store operation, publishing. 
textile-mill processing and many other 
phases of industrial activity are sub- 
jected to analysis in this I2oratory 
which is manned by a full-time staff of 
three engineers. At present *’ > empha- 
sis in laboratory work will be on dan- 
gerous highway conditions. 


CHARTERED IN INDIANA 


Two new general agencies to do a gen- 
eral fire and casualty business, have been 
chartered in Indiana. One is the Evans- 
ville Agency, Inc., 705 Furniture Build- 
ing, Evansville. The other is the Citi- 
zens Insurance Agency, Inc., 217 Main 
Street, Vincennes. 



































2 Mae Sate hear Caran 


Cavrwuatltsto 


AN NA HRN OREN FE: 





























THE EASTERN 
UNDERWRITER 


~ UN 





, 1938 January 28, 1938 Page 37 




















f Labor 
hairman, 
n record 
creening 
rial pay- 
to con- 
<rogstad 
lays will 
rs from 
yroils to 
is to de- 
ase sus- 
se ound 








1 in con- 
bad risks 
t that a 
zated by 
yensation 
ases in- 
riers are 
yers—al- 
y strong 
nce. The 
| to be 
vate car- 
t of its 
impossi- 
ven keel 
ected by 
no pro- 
tance of 
1akes no 
nter-car- 
standard 
> that if 
may be 
> legisla- 
the act, 
omments, 











The value of the insurance agent — the 
importance of his service — the safety in 
buying from him — there in a nutshell 
is the theme of our national advertis- 
ing. And through this advertising 
campaign we are praising-the agent’s service to more than 
one million prospects each month. Prospects you want to 

sell. Men and women who have homes and children. 


Good, stable prospects for fire, automobile, accident, 
residence boiler, sports, jewelry, burglary and all the 
other types of insurance written by The Employers’ 

Group. 


ENED 


Iding In 
abora- The Employers’ Group, comprising The Employers’ 
Liability Assurance Corporation Ltd. — the world's 
ry of ac- 
fety, the 
nt head- 
sing new 
r at 175 
king this 


. pioneer in liability insurance — The Employers’ 
be Fire Insurance Company and the American Em- 
ployers’ Insurance Company writes practically 
all kinds of insurance except life, including 
as fidelity and surety bonds. 


THE 


eb 
33 , 5g 7 - 
pe q Employers’ Group 
e fatality P 4 110 MILK STREET, BOSTON, MASS. 


1g work- If you are looking for good, sound sales 


pase ™ ideas, short cuts to new and better business, 
project. and news of the latest developments in insur- 
-e branch ance, read The Employers’ Pioneer — an inter- 
000 home esting magazine published monthly by The 
Employers’ Group. A copy of the current issue 
features will be sent free at your request. Write to the 
y labora- Publicity Dept., 110 Milk St., Boston. 
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Indemnity 


Insurance Co. 
OF 


North America 


PHILADELPHIA 


CASUALTY 
FIDELITY 
SURETY 


CAPITAL $1,000,000 


Unquestioned Financial 
Stability « Unique, Con- 
venient Policies « Com- 
plete, Efficient Service 


All Modern Coverages 


Combination Automobile 
Policy, Combination Resi- 
Policy 


Golfer’s Policy issued jointly 


dence and Complete 


with allied fire companies. 











Leslie’s Letter on Safe 


Driver Plan Helpful 


That Plan Violates Anti-Rebate 
Law There; Texas Attitude 
Developments of the week m the safe 
river reward flan situation follow: 


William Leslie, general manager, Na- 
tional Bureau of C.&S. Underwriters, 
made public his letter to chief execu- 
tives of member companies which in its 
comprehensive explanation of the plan 
has been a helpful factor. Its intent 
is to clear up misconceptions about the 
plan existing in the field 

Superintendent R. L. Bowen of Ohio, 
after much study of plan, deems it con- 
trary to the anti-rebate law in Ohio. Mr. 
Bowen cautions against its widespread 
adoption. 

The issuance by Insurance Commis- 
sioner De Celles of Massachusetts of 
details of his demerit auto rate plan, 
and address by President H. E. Moore 
of the Insurance Brokers Association of 
Massachusetts against the Bureau plan. 

From Texas came the word from local 
agents that the plan is “certain to en- 
counter a rough, rocky road there.” 

Plan not yet filed with New York In- 
surance Department. New York Broker 
\ssociations’ joint committee on rating 
bureau relations favors plan in principle. 


Mr. Leslie’s letter points to a lack of 
information and, consequently, a misun- 
derstanding on the part of agents’ and 
brokers’ organizations as to the back- 
ground, purpose and workings of the 
safe driver reward plan. He empha- 
sizes that producers’ committees were 
given advance information about the 
plan before its adoption, that they did 
freely exchange ideas as to merits of the 
plan at two meetings in November, 1937, 
at which conferences “nothing was 
brought out by the producers which in 
the opinion of the Bureau special com- 
mittee constituted a valid objection to 
the plan or offered a workable improve- 
ment as to any of its features.” 


Why Alternative Plan Was Dropped 


Referring to the alternative prospec- 
tive merit rating plan proposed by the 
producers, which provided for graded 
discounts of 10, 15 and 20% applicable 
to the renewal premium depending upon 
whether the insured had no-accident 
record of one, two or three years, Mr. 
Leslie explained that the prospective ap- 
plication of the discount to the renewal 
premium raises innumerable problems of 
determining accurately the past experi- 
ence of the risk, especially where more 
than one company may have provided 
the insurance in the past. “It is this 
very problem which ultimately broke 
down our original prospective merit rat- 
ing plan. It is, furthermore, significant 
in this respect, that a plan practically 
identical with that proposed by the pro- 
ducers was tried out in Canada but had 
to be abandoned last vear because it 
broke down in practice.” 

He noted that this plan made no pro- 
vision for any additional loading in the 
rates; that its adoption on this basis 
would have resulted in a rate level de- 
ficiency in excess of 6% on the basis 
of a 10% rate discount, which deficiency 
would be considerably more if the 
greater discounts of 15% and 20% were 
taken into account. The plan also ran 
into a snag as to how to treat business 
expiring on and after its announcement 
which would qualify for discounts. 


Commission Features 


Discussing commission features of the 
safe driver reward plan Mr. Leslie said 
that the special committee concluded that 
the division in the amount of commis- 
sion between general agent, regional 


agent and local agent, leaves an insuffi- 
cient over-writing allowance for both 
general and regional agents. They 


therefore modified the plan by providing 
21% for the general agent and 17% for 
the regional agent, which brings these 





EXPLAINS COMMISSIONS, RATES 
Bureau Told by “Sup’t Bowen of Ohio 





Service ra Marks 


Its Tenth Anniversary 


RALPH BERGESEN IS PRESIDENT 


and Elects S. R. Franz Vice- 
President in Charge of Sales 

\mong inspection agencies, upon whom 
insurance companies rely for reports on 
character and financial background of 
their risks, the spirit of initiative and 
healthy competition runs high. It is a 
stimulating but exacting busness in which 
a number of new organizations have 
been successfully launched in the past 
decade and chief among such organiza- 
tions is Service Review, Inc., headed by 
Ralph Bergesen. Early in February this 
firm observes its tenth anniversary ana 
the milestone will be suitably celebrated. 

Ralph Bergesen took the initiative of 
launching his enterprise back in Feb- 
ruary, 1928, when an inspector for Re- 
tail Credit Co. It took courage to step 
out for himself as the business was then 
—and more so now—highly competitive. 
But with vision and the strength of his 
conviction that Service Review would 
grow if its guiding policy were “fair 
play” both to parties investigated and to 
the insurance companies, he and his or- 
ganization have steadily grown. 

His first office was at 11 West 42nd 
Street, New York, and it was a “hall 
bedroom” compared with the present 
spacious suite in 205 East 42nd Street 
where the main offices of Service Re- 
view are located. Growth has been grad- 
ual rather than mushroom. The original 
office has been expanded four times in 
ten years and branch offices have been 
added at the rate of about one a year. 
Th newest is in Providence, R. I., just 
opened; others are at Buffalo, Syracuse, 
Rochester, Utica, Chicago, Pittsburgh, 
Philadelp hia and Newark N. 

Howard J. Hub First to ‘Join 

Howard J. Hub was the first to join 
the Service Review organization in the 
Fall of 1929 and today he is its vice- 
president and treasurer in charge of 
production. First important move taken 
was to incorporate with Mr. Bergesen 
as president. Next came the opening of 
its first branch office, always an aus- 
picious occasion, in Philadelphia, and it 
was then that Bergesen and Hub became 
aware of the organization skill of Ray- 
mond Garrison, now a_ vice-president, 
whom they appointed manager in the 
Quaker City. Mr. Garrison planted Serv- 
ice Review firmly in Eastern Pennsyl- 
vania and then went into upstate New 
York, where he gave Syracuse and Buf- 
falo offices a send-off. Today he is do- 
ing a similar job in Pittsburgh. 

Silas R. Franz Promoted 

Coincident with its tenth anniversary, 
Service Review has elected Silas R. 
Franz vice-president in charge of sales. 
A Syracuse University man like Presi- 
dent Bergesen, Mr. Franz joined the 
firm in 1935 after seven years with Re- 
tail Credit and two years in the sales 
department of Daniel Greene Shoe Co. 
With a flair for sales promotion, he has 
built up a following in New York’s in- 
surance circles and particatarly in the 





allowances liebe line with the 15¢ o for 
the local agent. 

Clearing up misconceptions on the part 
of producers respecting commission fea- 
tures of the plan, Mr. Leslie said in 
part: 

“The reduced percentage commission is paid 
upon the gross initial premium and is not sub- 
ject to a return commission when the 15% re 
ward is paid to the assured. This method of 
handling commissions has been followed for 
practical reasons. It avoids accounting com- 
plications on the part of both producers and 
companies. But this procedure requires a reduc- 
tion in the rate of commission applicable to the 
gross initial premiums in order to avoid increas 
ing the existing commission scale on the net 
final premiums. Actually, on the basis of the 
average net final premiums paid by the assured, 
the commission scales are equivalent to 24.2% 
for the general agent, 19.6% for the regional 


agent, and 17.3% for the local agent. These 
compare with the present allowance of 25, 20, 
and 18%; the latter representing the present 


average allowance to the local producer for com- 
bined property damage and bodily injury in- 
surance.” 


January 28, 192 





Opens New Office at Providence, R. I., 






















RALPH BERGESEN 


inland marine line. Like his boss, he is 
a member of the A. & H. Club of New 
York and the Blue Goose. Before en- 
tering Syracuse, he attended Kimball 
Union Academy, Meriden, N. 
President Bergesen’s inspection career 
started in 1922 in the New York office 
of Retail Credit, and a year later Howard 
Hub joined the same sy Sg“ be- 
came its assistant manager in Brooklyn 
for fire-casualty lines and then assistant 
manager in New York. Interestingly, 
Mr. Hub married Miss E. A. Hannas, 
who was with Retail’s Jamaica, L. I., 
office. He is a member of the New York 
Credit Men’s Association, Blue Goose 
and New York University gradu: ite. He 
had previous export experience with W. 
R. Grace & Co. and Sidney Blumenthal 
& Co. 
Vice-President Garrison was formerly 
Hooper-Holmes Bureau manager in AI- 
bany, joined Service Review in 1930. He 
is a Wesleyan University man. 
Secretary of the corporation is Clark 
C. Collins, Colgate graduate, Retail 
Credit trained, who manages the Newark 
branch office and is Service Review's 
contact man for Hartford home offices. 
He is a native of Suffield, Conn. 





MAY PREFER LITIGATION 


Auto Insurance Carriers May Seek Early 
Court Action in Illinois on Occupa- 
tional Rating; Hearing Feb. 1 

That automobile insurance companies 
which are to take part in Director Ern- 
est Palmer’s hearing at Springfield, III. 
February 1 on occupational rating, may 
seek for a speedy adjournment becomes 
more and more apparent in Chicago. At- 
torneys for the companies have con- 
ferred with resident officers and general 
agents and the concensus favors taking 
the matter quickly into court. 


Cullen on Lloyd’s 


(Continued from Page 35) 

low rate of commission and some agents, 
fearing the competition from other 
sources, have sacrificed some of the 
commission to which they were entitled, 
also fearing that if they did not suc- 
cumb to the temptation, others would. 

Mr. Cullen further pointed out that 
the United States Government’s policy 
for years has been to restrict or climi- 
nate unfair competition between the pro- 
ducers of this country and the producers 
of foreign countries, and that in insur 
ance it should be done by not admittin: 
to our states, foreign insurers who op 
erate in a way which cannot be met. 

Mr. Cullen made clear, however, tha! 
he was not objecting to the fair com 
petition of many foreign companic 
which have established branches her 
or have organized American companies 
both operating in accordance with the 
American pattern. 
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On the Production “Firing Line” 








Conkling, Price & Webb, Completing 


45 Years With London Guarantee 


Chicago Agency One of Pioneer Offices of Country; Headed 
by Lew H. Webb; Has Steadily Grown in Pre- 


mium Volume and National Influence 


Conkling, Price & Webb of Chicago, 
one of the. largest and best known gen- 
eral agencies of the country, this year 
is completing forty-five years as general 
agents of the London Guarantee & Acci- 
dent. This is one of the pioneer agen- 
cies in the country and, because of its 
influence, has been able to make itself 
felt not only in its own territory but 
nation-wide. 

The London Guarantee entered the 
United States in 1892 and in the follow- 
ing year the Conkling, Price & Webb 
firm was established and took the gen- 
eral agency. The original United States 
headquarters of the company were in 
Chicago. Failure of the American Cas- 
uaity & Surety of Baltimore was chiefly 
responsible for the organization of this 
firm. The three partners who organized 
the firm had been associated with James 
W. Nye, who was the Chicago manager 
f the Baltimore company. 

The Original Partnership 

Conkling, Price & Webb were one of 
the first tenants in the New York Life 
Building at 39 South La Salle Street, 
taking office when the building was erect- 
cd. When the Insurance Exchange was 
completed, the firm took a larger space 
as soon as it was ready for occupancy 


in 1912. The members of this firm, ex- 
perienced in the business, entered the 
—_ ilty field when there were not over 


half a dozen other companies represented 
in Chicago. Th original partnership was 
co smposed of Benj. H. Conkling, Fred A. 
Price and George D. Webb. The first 
two were among the large casualty pre- 
mium producers of the city. Mr. Webb 
looked after the office and underwriting 
to a large extent. The three men re- 
nained together for many years, in fact, 
longer than any other insurance firm in 
the city. Other partners later on were 
added to the organization. The found- 
ers of the firm have all died. 
Lew H. Webb Executive Head 

Lew H. Webb, a brother of George 
). Webb, was taken into the firm soon 
after it was established. He is now the 
executive head of Conkling, Price & 
Webb and knows the business in all its 
ramifications. Associated with him are 
\rthur H. Vincent, who has been with 
the organization forty years; L. W. Zon- 
sius, twenty-six years, and William T. 


Cline, who joined the agency more re- 
cently. 
Credit insurance was added to the 


Form Letter Results In 
More Three Year Lines 


a sending a simple form letter with 

i liability, burglary and plate glass re- 
newals the Schlesinger-Heller agency of 
the Maryland Casualty in Newark, N. ae 
has succeeded in selling about 20% of 
their clients on the three year instead 
of the one year policy term. The com- 
pany published the letter in its Mary- 
lander. It reads: 

‘Enclosed you will find the (classifi- 
cation) renewal policy written for a term 
f one year for a premium of 
\-cordingly, three separate one year pol- 
ices will cost $ 


‘If, however, the policy were written 





for a three year term, a premium of 
De ieee would apply, a saving to you of 
Re sateen Should you desire to take 


alvantage of this saving, kindly return 
the enclosure, and we will rewrite the 
contract for a longer term.” 


multiple casualty lines written by the 
office when Mr. Cline came into the 
firm, and he is in charge of that depart- 
ment. 

In addition to the London Guarantee 
& Accident, Conkling, Price & Webb 
is also general agent for the Fidelity & 
Deposit, which it has represented since 
1910. Wm. C. Kress, with the agency 
from its inception, and Arthur G. Stan- 
ton are in charge of the surety depart- 
ment. 

The office has made a steady increase 
in premium volume during the last two 
or three years and should reach the 
$3,000,000 mark by the end of 1938. It 
handles all lines of insurance, and where- 
as a few years ago the fire business was 
a side-line, it has now come to be quite 
a substantial part of the business. 

Lew H. Webb is on the executive 
committee of the National Association of 
Casualty & Surety Agents and a member 
of the executive committee of the Chi- 
cago Insurance Agents Association. 


Aetna Shows Road Safety 
Appliances at Cleveland 


The extravagance of speed, a new safe 
driving appeal that strikes directly at the 
motorists’ pocketbook was shown by the 
Aetna Casualty & Surety at the recent 
annual convention of the American Road 
Builders Association in Cleveland. 

Illuminated mechanical displays, pre- 
pared from Aetna’s recently released 
safe driving booklet, “Are You Paying 
a Speed Tax ?” attracted attention. There 
were also animated charts showing how 
gasoline and oil consumption increase 
with the rate of speed, and how fast 
driving causes excessive wear on brakes 
and tires. 

In addition to the speed tax demon- 
stration, the Aetna exhibit includes the 
internationally known driving tests for 
determining reaction time and steering 
ability, a newly devised glarometer for 
measuring susceptibility to headlight 
elare and a demonstration of the Harger 
drunkometer which is being used by po- 
lice departments in determining intoxi- 
cation. 








Aetna Safe Driver Emblem 

The cars of all Aetna policyholders 
who qualify for the new safe driver 
reward will be distinguished by a 
specially designed safe driver em- 
blem in the form of a bronze medal- 
lion, pierced and provided with a 
chain to which the driver’s automo- 
bile key may be attached. On the 
face of the medallion will be a sculp- 
tured design in bas relief emblematic 
of the safe driver. On the back will 
be an appropriate inscription. This 
announcement was made by the Aetna 
Casualty & Surety. 
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ks GH. — Encouraged by 1937 
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terest in the line.” To this is added the 
comment of L. W. Winslow, Fireman’s 
Fund Indemnity: “In some directions the 


program has helped, but until there is 
more accident and health insurance 
bought (not sold, for little if any is 


actually bought today without being sold 
first) and people reach the stage when 
they believe in income protection as they 
do in fire and life insurance today, the 
uniform program benefits will manifest 
themselves.” 

E. H. O’Connor, United States Casu- 
alty, notes: “Uniform language, standard 
rates have simplified the business and 
made it more interesting especially for 
the multiple line producer. Furthermore, 
the medical reimbursement policies, the 
outgrowth of the Bureau program, are 
sound, appeal to the public and are 
saleable.” 

1937 Developments 


The continued popularity of reimburse- 
ment coverage is viewed by those inter- 
viewed as one of the biggest A.&H. 
features of the past year. A sizeable 
increase in the sale of such policies was 
noted and the a is expressed in 
this fashion by W. F. White: 


“When we can secure full reimburse- 
ment for hospitalization, nursing treat- 
ment, medical and surgical cost and be 
able to secure it at a small fraction of 
its actual value under a personal acci- 
dent policy, we can readily appreciate 


why this coverage is so attractive to the 
public.” 
S. C. Carroll, Mutual Benefit H.&A. 


Association, credits the “splendid job of 
selling done by agents who have been 
pushing the reimbursement policies.” He 
says that “they have painted the horrors 
of accidents in an impressive manner.’ 


The limited forms of automobile acci- 
dent policies were also popular during 
1937, particularly among those salesmen 
who have not yet learned to “sell” cov- 
erage instead of “selling” a low premium, 
and this situation in the opinion of 
Harry Prevost, United States F.&G,, 
should be rectified by constant educa- 
tional work for both the benefit of the 
business and sound protection of the 
agent’s clients. 


Hospitalization Movement 


Opinion is decidedly divided as to the 
influence of the hospitalization bene- 
fits offered by private a in 
various parts of the country. L. M. Will- 
son, Century Indemnity, pictures agents 
as annoyed by the growth of this move- 
ment, while Robert J. Maclellan of the 
Provident Life & Accident says: 

“The increasing publicity given to hos- 
pitalization coverage seems to have been 
the major development in the business 
of accident and health insurance in 1937. 
Whether hospitalization coverage retains 
its present popularity and whether this 
liability will be underwritten by the in- 
surance companies or by so-called ‘non- 
profit’ organizations will have a sizeable 
effect on future growth of premium 
volume.” 

W. E. Kipp, Indemnity Co. of North 
America, is doubtful as to any beneficial 
effects of this movement in popularizing 
the sale of A.&H. and he stresses that 
too often limited coverage of this kind 
interferes with the regular sale of A.&H. 
On the other hand, G. F. Manzelmann, 
North American Accident, believes that 


hoepitelization programs: have > helped to 
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make A.&H. insurance better known to 
salaried workers. But he says the move- 
ment is too new to tell definitely whether 
the period of disability from an illness 
standpoint will be shorter because of 
this plan. There is general acceptance 
among those questioned of his opinion on 
the latter point. 


S. M. LaMont, Metropolitan Life, 
maintaining that it is too early to judge 
the benefit of the movement, says “it is 
hardly likely that it will help in respect 
to individual A.&H. insurance. He adds: 
“Tt is possible in fact that through over- 

valuation it might result in some substi- 
tution of insurance for the benefit of 
hospitals and doctors.” In turn R. J. 
Maclellan observes that “hospitalization 
coverage, as now written, will never at- 


tain great popularity outside of large 
communities, and a great deal of our 
best business comes from small towns 


and rural sections.” W. F. White’s opin- 
ion is that while these plans have added 
further impetus to development of com- 
mercial A.&H. policies . . . they still do 
not take care of protracted di sability 
cases that besides causing loss of income 
also cause large expenditures for medical 
treatment.” Summing up the opinion on 
this question Harry Prevost says: 

“So far the movement certainly has 
not handicapped the sale of personal ac- 
cident and health insurance of the broad 
commercial type. Those needing this in- 
surance need more than a hospitalization 
plan grants and their inclusion in such a 
plan should awaken therm to the neces- 
sity of adequate protection. The effect 
of the plan upon policies providing in- 
demnity for disability from sickness is 
likely to help the more or less unhappy 
loss ratios of the latter. Prompt hos- 
pitalization properly sought when the 
aa is apparent and because it will cost 
the patient little or nothing under the 
hospitalization plan, should be a deter- 
mining factor in improving general 
health and, consequently, helping the 
loss experience of those companies sell- 
ing health insurance.’ 


A.&H. Week Drive Helpful 


Unanimously A.&H. executives view 

Accident & Health Week as decidedly 
beneficial to production. Harold R. Gor- 
don, general chairman of the Week, 
calls attention to the special drives spon- 
sored by the companies in their own 
agency ‘departments ; the splendid co- 
operation of the insurance press in pub- 
licizing the value of the Week, the in- 
creased consciousness of the public as 
to the need for A.&H. protection by rea- 
son of displays of posters, car ads and 
other publicity material countrywide, and 
the efforts of local accident associations 
to direct the public’s attention to this 
Week through radio broadcasts, special 
meetings and newspaper advertising. 
Other comments are as follows: 

W. F. White: The Week has made the 
agent ‘ial broker realize that there is a 
definite market ¢ this insurance. 

J. E. Ahern: A.&H. Week has proven 
a benefit to certain ccmpanies in stimu- 
lating accident production. 

E . Bowen: There is no question 
that A.&H. Week has stimulated the in- 
terest of agents, brokers and the insur- 
ing public, and, of course, increased in- 
terest means more sales. 

Harry Prevost: It is hoped that this 
Week has been firmly established for 
the future as it has been a big factor in 
awakening general interest in A.&H 
insurance, 

a Grant, Business Men’s — 
ance: I am in favor of continuing A.&H. 
Week but cannot say specifically whether 
it has had any substantial effect upon 
— interest. 

J. Maclellan: Considering the small 
a 2.. on which it operates, the Na- 
tional Committee on Accident & Health 
Weck appears to have done a good job. 
Just how much of their publicity has 
reached and been effective with the pub- 
lic is perhaps questionable. Undoubtedly, 
however, it has stimulated the interest 
of agents and brokers, and helped con- 
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1937 A. & H. Prem. Income 
According to advance estimates fur- 
nished by member companies of the 
Health & Accident Underwriters Con- 
ference, there is an indicated increase 
in accident and health premiums for 
1937 of approximately 10% as com- 
pared with 1936 volume. Loss ratios 
for 1937 are slightly lower than for 
19306. These preliminary estimates 
were based upon business represent- 
ine over 60% of the total business 
written by Conference companies. 














siderably in the sales of individual acci- 
dent and health business. - 
ari F. Manzelmann: A.&H. Week has 
done a considerable amount of good in 
stimulating agents and_ brokers and it 
has helped in selling this line. 

W. E. Kipp: The Week has been par- 
ticularly effective in the larger cities 
where it has been coupled with sales 
congresses attended by a surprisingly 
large number of producers. | 

F. Lydon: It is bringing to the 
agent an opportunity to increase his 1n- 
come and to render greater personal 
service to his clients. While it will take 
some time for A.&H. Week to make the 
impression that Life Insurance Week 
has made, it is a move in the right direc- 
tion and a comparatively inexpensive 
form of advertising on a subject that 
can stand plenty of publicity. ; 

\. J. Mountrey: Ballyhoo-ing of any 
commodity is bound to bring results. 
The public is made conscious of»the need 
for the thing thus advertised and_ the 
salesman is awakened to the possibilities 
for producing an income for himself. 

E. H. O’Connor: It has made the com- 
pany, agent and public conscious of in- 
come protection; gives a fair return to 
the producer for his efforts and real 
benefit to the public. ; 

L. W. Winslow: In selling anything, 
the more people you can get to listen to 
something said in favor of it the greater 
the sale of the product. It is for this 
reason alone that I believe the activities 
of National Accident & Health Week 
committee and the local accident and 
health clubs country-wide have done 
more to further the interest of accident 
and health insurance than anything in 
its entire history. Advertising programs 
and group meetings held by these asso- 
ciations have without question been a 
tonic to an anemic and dissipated branch 
of the casualty business. 

S. C. Carroll: The A\&kH. Week cam- 
paign has stimulated interest in_ this 
business. This has been done by direct- 
ing the attention of general agencies to 
the disability field, whereby they are 
urged to give special attention to this 
business, and this interest naturally ex- 
tends to all others engaged in the insur- 
ance business. 

Restriction of Disability Period 

Opinion is again divided as to whether 
there is a trend toward adoption of a 
definite disability period limit. A Mid- 
west executive, G. *. Manzelmann, 
makes the flat statement that to under- 
write A.&H. insurance safely the dis- 
ability period must be limited, while an 
Easterner, W. E, Kipp, points out that 
“although one very large company 
which, because of its agency set-up was 
able to limit the period of disability, 
and two or three small companies, either 
for financial protection or to secure a 
sales advantage, followed the same prac- 
tice, there is definitely no general trend 
in this direction.” 

\ Southern executive, R. J. Maclellan, 
makes this observation: “It is rather dif- 
ficult to say whether there is a trend 
toward definite disability limits. Life- 
time accident coverage is freely written, 
but the majority of sickness insurance is 
limited to a comparatively short maxi- 
mum limit of indemnity. Probably busi- 
conditions will determine any 
changes in the near future. Rising pros- 
perity brings a trend toward the liberal- 
ization of the policy contract because 
losses go down and because competitive 
demands become greater.” 

Joining in the discussion, Stuart Duf- 
field, Phoenix Indemnity, makes the in- 
teresting observation: “The trend is im- 
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Kelly Exposes Extent 
Of Lawyer Domination 


MAKES AGENT LOOK FOOLISH 





According to Missouri Decision Insur- 
ance Man Couldn’t Even Explain 
His Own Policy 





The many engaged in the sale of in- 
surance, and not the comparatively few 
adjusters at whom the action was aimed, 
is likely to be the class most seriously 
affected by the recent decision of the 
Circuit Court at Columbia, Mo., which 
holds that numerous routine activities of 
casualty adjusters constitute the practice 
of law, said Ambrose B. Kelly of the 





Sustains Defense Demurrer 
In St. Louis as in Columbia, Mo., the 


question of whether work of lay ad- 
justers for insurance companies con- 
stitute practice of.law is uppermost. 
Circuit Judge T. J. Rowe, Jr., has 
sustained a defense demurrer in the 
suit brought against the Ocean Acci- 
dent, H. D. Dietrich, its local claim 
superintendent, and D. W. Rowan, 
one of its adjusters, by the Missouri 
State Bar Committee. Judge Rowe 
explains that the difference between 
the two cases was that the Columbia 
case had been heard on its merits 
| while he had decided the St. Louis 
case on a demurrer, which attacked 
the sufficiency of the Bar’s Committee 
petition. 

In the demurrer the Ocean Acci- 
dent’s counsel raised four points: (1) 
| That the court lacked jurisdiction ; (2) 
that the petition failed to state a 
cause of action; (3) that the end 
sought was not within the purview of 
the declaratory judgment act, under 
which the suit had been filed, and 
(4) that the procedure was lacking in 
due process of law, as guaranteed by 
the Constitution. Judge Rowe sus- 
tained the demurrer on all four 
points. 











American Mutual Alliance, Chicago, in 
an address before the Casualty Adjusters 
Association of Chicago. “The proceed- 
ings against adjusters,” he declared, “are 
only one small item in the effort to give 
lawyers a monopoly of all the border- 
line activities which business men have 
for many years carried on themselves 
as mere routine incidents of their work. 

“As is sometimes the case when a de- 
cision is handed down on a point not 
previously the subject of judicial deter- 
mination,” he pointed out, “it is diffi- 
cult to tell how far a ruling of the court 
will be applied. Taking the court’s ruling 
at face value it would seem that every 
agent or broker who sells liability insur- 
ance in the State of Missouri 1s prac- 
ticing law, since the court held that ad- 
justers are practicing law when they de- 
termine ‘whether or not said companies’ 
particular insurance contract covers a 
particular casualty of the insured.’ 

“It is difficult to see the grounds for 
a valid distinction between such activi- 
ties on the part of an adjuster and the 
inost approved sales method followed by 





perceptible and requires a lot of educa- 
tional work. There will always be a 
need for protection against long, drawn- 
out disability. And insurance usually has 
to respond to needs in the long run.” 

A. J. Mountrey gives the final touch 
to this question: “Why speak of Utopia? 
As one profound student of accident in- 
surance—W, G. Curtis—very successful 
in that field for over forty years, has 
ably put it: ‘Accident insurance was 
created for the purpose of tiding a man 
over a period of financial distress, 
brought about by temporary disability 
and there it should remain. It was 
never intended to provide pensions.’ 

“However, the process of education has 
been tedious and painful since the be- 
ginning of time. We shall always have 
amongst us that certain number who be- 
lieve in the ‘rabbit in the hat’.” 


thousands of insurance agents and brok- 
ers today.” 

Mr. Kelly emphasized that “if the rule 
of law laid down in the Missouri case is to 
be followed literally an agent will be con- 
fined to presenting all liability policies 
with a short statement somewhat as fol- 
lows: ‘This is an automobile liability 
policy which has been drafted or ap- 
proved by the legal department of our 
company. If you wish to know what 
coverage it gives you in exchange for the 
premium which you pay, I would suggest 
that you consult your attorney. I cannot 
explain its provisions to you without 
practicing law.’ 





Adjuster’s Limitations 
In Claim Settling 
Given by J. C. Blackall 


The Connecticut Department has is- 
sued the following announcement to all 
casualty companies doing business in 
Connecticut and to self-insurers with 
employes licensed as casualty adjusters, 
and to all casualty adjusters: 

“In view of the fact that an attorney 
engaged in general practice does not 
need an adjuster’s license to adjust casu- 
alty claims in Connecticut and is pre- 
cluded by the ethics of the bar from 
conferring with or contacting a claimant 
represented by counsel, this Department 
will consider it unethical for any casu- 
alty adjuster to interview or consult any 
claimant represented by counsel after 
the adjuster is informed of the presence 
of an attorney in the case and such in- 
formation if sent direct to the company 
should be forwarded to the adjuster 
without delay. 

“While it is difficult to lay down a 
definite rule, this Department suggests 
that all adjusters should realize that 
claimants who are hospitalized immedi- 
ately after any serious accident should 
not be approached for conferences or 
statements unless their physical condition 
warrants, sound judgment and reason- 
able exercise of discretion being the de- 
termining factors, If the adjuster is ad- 
justing an accident case where the claim- 
ant is a policyholder of a health and acci- 
dent policy there should, of course, be 
reasonable relaxation of this suggestion. 

“As all workmen’s compensation com- 
promises must be approved by the com- 
pensation commissioner in the district 
where the injury occurs, the existence 
of this supervision will of course relax 
the rigidity of the suggestion in para- 
graph two. 


Statute of Limitations 


“Since the statute of limitations ap- 
plies on the time for suit in negligence 
cases, it is suggested that even if there 
might be no legal duty on the part of 
an adjuster so to inform the claimant, 
nevertheless in personal injury cases if 
the adjuster has interviewed the claim- 
ant within thirty days before the ex- 
piration of the statute of limitations with- 
out a settlement, it is the opinion of 
this Department fair practice and public 
ethics require that the adjuster should 
not mislead the claimant into believing 
that there might be a settlement prior 
to the expiration of the statute of lim- 
itations, and notice of an offer of com- 
promise or rejection of claim should be 
definite. 

“It is urged by this Department that 
the casualty adjuster refrain from per- 
mitting the casualty adjusters’ law to 
develop into a situation creating contro- 
versy between the bar and adjusters and 
the best way to accomplish this is for 
the adjusters to refrain from advising 
claimants that the retention of counsel 
would be detrimental to claimants’ inter- 
ests. It is not the purpose of this De- 
partment to lay down an absolute code 
of ethics for the casualty adjusters, but 
these suggestions should be sufficient un- 
til further experience warrants further 
attention to them. You are respectfully 
requested to advise all your casualty 
adjusters in Connecticut of the contents 
of this communication.” 


—_ 
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Re-elect G. B. Wesley 
Head N. Y. Claim Ass'n 

200 ATTEND ANNUAL DINNER 

Guests Included Federal and State 


Workmen’s Compensation Officials: 


All Officers Are Re-elected 





George B. Wesley, London Guarantee 
& Accident, was re-elected presiden: of 
the New York Claim Association ai its 
annual dinner meeting recently in the 
Hotel New Yorker. Also re-elected were 
George W. Hunter, New York Central 
System, as first vice-president; J. S. 
Gifford (American), Lumbermens Mu- 
tual Casualty, second vice-president; F. 
J. McKeever, Fidelity & Casualty, treas- 
urer, and Louis E. Vogel, Bankers In- 
demnity, secretary. Herbert F. Dimond, 
Fidelity & Casualty, is chairman of the 
executive committee. 

With about 200 attending, the affair was 
marked by the presence of a number of 
distinguished Federal and state work- 
men’s compensation experts as guests of 
the association. They included State 
Senator Rae Egbert, Richard J. Cullen, 
chairman, New York Industrial Board, 
and the following who are members of 
the board: Edward Edwards, James Cor- 
coran, John Carroll. Also Michael J. 
Murphy, director, Bureau of Workmen’s 
Compensation of New York; Samuel S. 
Lowe and Louis G. Schwartz, deputy 
commissioners of the United States Em- 
ployes Compensation Commission ; Henry 
D. Sayer and Frank M. Parrish, respec- 
tively casualty and claim managers, As- 
sociation of Casualty & Surety Execu- 
tives. 

Reporting on the past year’s activities 
President Wesley said in part in his 
annual report: “Our executive committee 
has met regularly each month through- 
out 1937 with the exception of Summer 
months. Many problems involving the 
administration of compensation cases 
with the Department of Labor have been 
discussed and results obtained in many 
instances. Members have been advised 
of important legislation pending, or 
passed, as well as of important decisions. 

“The chairman of the executive com- 
mittee has just appointed a special com- 
mittee of three to study the amendments 
to Section 29 of the workmen’s compen- 
sation law and to make a report at an 
early date as to their construction of its 
operation. 

“It is suggested that during the com- 
ing year any proposed legislation affect- 
ing us in any manner, should be prompt- 
ly passed along to the secretary so that 
attention can be given to the matter, 
and that we be placed in a position to 
protect our interests. There are rumors 
that several important subjects relating 
to our business will be the subject of 
legislation. Your association has avail- 
able on its executive committee and on 
the various committees men who are only 
too willing to do everything they can 
to protect your interests and theirs. They 
are glad to work if you will give them 
the subjects. 

“As your president, I want, at this 
time, to thank the individual members of 
the association for their cooperation dur- 
ing the past year, also the members of 
the various committees and the execu- 
tive committee.” 





D. O. LAHY SUPERVISOR 


Great American Indemnity has ap- 


‘ pointed D. Orville Lahy as field super- 


visor for Virginia. Mr. Lahy will be 
associated with Special Agents Lawrence 
P, Frayser and George G. Phillips of 
the fire companies comprising the Great 
American group with headquarters in 
Richmond. He has been with the com- 
pany for several years, both in the home 
office and in the field. 





L. B. BALLANTYNE CHAIRMAN 

Brigadier General L. B. Ballantyne is 
chairman of the Newark, New Jersey, 
committee for the celebration of Presi- 
dent Roosevelt’s birthday, January 30. 
He is connected with the Commercial 
Casualty. 
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_ J. Schofield Named 
Acquisition Cost Chr. 


TAKES NEW POST FEBRUARY 1 


= | 





Has Had Busy Career as Casualty Co. 
Officer; Formerly With Globe and 
Standard Accident 





KE. J. Schofield, who has behind him 
qa long career as a casualty company ex- 
ectitive, has been selected by the execu- 
tive committee of the Casualty and 
Surety Acquisition Cost Conference as 
permanent chairman. His appointment 





E. J. SCHOFIELD 


to this post comes as the outcome of a 
recent decision by both conferences to 
employ an executive who could devote 
his entire time and attention to acquisi- 
tion cost matters. Mr. Schofield will 
assume his new post February 1 and 
will locate at 60 John Street, New York. 

\t one time in his career, which has 
embraced almost every phase of com- 
pany and agency activity, Mr. Schofield 
was a lawyer with a private practice in 
Michigan, specializing in insurance claim 
work, Thus it was quite natural that 
he should enter the insurance company 
executive work through the legal and 
claim department. He joined the Stand- 
ard Accident of Detroit in 1906. His 
first important post there being as super- 
intendent of the personal accident claim 
department. He was then advanced to 
superintendent of agents and to assist- 
ant secretary. 

In 1925 he was elected a vice-president. 
Five years later he resigned to join the 
Globe Indemnity as vice-president. In 
April, 1935, Mr. Schofield’s retirement 
from the executive staff of the Globe 
was announced and at a dinner given 
in his honor he was accorded the signal 
honor of being elected an honorary vice- 
president of that company. Since that 
time Mr. Schofield has been in insurance 
advertising and publicity work. 





Anniversary of First 

Auto Liability Policy 
The fortieth anniversary of issuance 
of the first automobile liability insur- 
ance policy falls on February 1. The 
historic contract was granted by the 
Travelers Insurance Co. to Dr. Truman 
J. Martin, a physician in Buffalo, and 
Was written in longhand by Walter G. 
Cowles, who is now a vice-president of 
the company. The policy covered an 
electric automobile which, when it was 
bought by Dr. Martin in 1897, was one 
of less than 100 motor vehicles regis- 
tered in the United States. Dr. Martin 
Pail a premium of $11.25, to provide lia- 
bility of from $5,000 to $10,000. The in- 
sured, Dr, Martin, died in New York in 
1927. The underwriter, Mr. Cowles, is 
still an active official of the Travelers, 
Which he has served more than a half- 
Century. 


Ins. Post 1081 to Welcome 
Ray Murphy to New York 


Herman G. Treiss, Great American, 
commander Insurance Post No. 1081 of 
the American Legion, New York, this 
week extended an invitation to Ray Mur- 
phy, Iowa insurance commissioner, who 
joins the Association of C.&S. Execu- 
tives on February 15, to be guest of 
honor at the Post’s monthly dinner on 
February 15. Due to Mr. Murphy’s na- 
tional prominence in American Legion 
affairs—having been national comman- 
der two years ago—Post 1081 is espe- 
cially desirous of being among the first 
to welcome him to William Street. Com- 
mander Treiss has named to the wel- 
coming committee: Immediate Past Com- 
mander W. R. Ehrmanntraut, New York 
Casualty; First Vice-Commander Joseph 
R. Loomis, Travelers, and Worthington 
W. Smith, London & Lancashire In- 
demnity. 





J. S. JOHNSON DEAD 
John S. Johnson, 56, retired manager 
in New York of the Massachusetts 
Bonding, died last Saturday at his 
home in North Plainfield, N. J. 


R. L. Inglis in His Tenth 
Year With Associated Cos. 


R. L. Inglis, just promoted to resident 
vice-president, Associated Indemnity’s 
Eastern Department, will observe his 


tenth anniversary with the company in 
the Fall of 1938. He has been in New 
York City since last July and has made 
a good impression in casualty-surety 
managerial ranks along William Street. 
His office is one of four departmental 
branch offices maintained by the Asso- 
ciated and has delegated to it by the 
home office responsibility for the admin- 
istration of business in a territory em- 
bracing New York, New Jersey, Penn- 
sylvania, Ohio, Maryland, D. of C,, 
Rhode Island and Massachusetts. Simi- 
lar branch offices are maintained at Los 
Angeles, Dallas and Chicago. 

A graduate of the University of Wash- 
ington where he majored in economics, 
Mr. Inglis joined the Associated in the 
Fall of 1928 at its San Francisco head 
office. His first post was assistant sta- 
tistician following by an apprenticeship 
in the underwriting department. He was 
promoted to underwriting superintendent 
and then to assistant secretary in charge 
of all underwriting. This was followed 
by his designation in July, 1937, as resi- 
dent secretary in the new Eastern de- 


FROWN ON BOND ABOLITION 


Municipal officials in Baltimore appear 
to be generally opposed to abolishing 
contract performance bonds on city 
business, following the action reported 
from New York City. It has been point- 
ed out by R. E. Lee Marshall, city solici- 
tor, that such a step could not be taken 
even if it were thought advisable, because 
the law requires the bonds. To make 
any change, he said, would necessitate a 
change in the city charter. 





DIVIDENDS PAID 

H. A. Benjamin, Southern California 
liquidating deputy for the Insurance De- 
partment, announces that nearly $110,000 
has been paid to residents of the 
Los Angeles area by the Department in 
payment of claims against two insuranc 
companies. One payment is the first 
on the Union Auto & Casualty. It is 
9% dividend amounting to about $96 090 
The other dividend is the ninth paid on 
the Eureka Casualty and is a 6% divi- 
dend, totaling more than $10,000. Eureka 
has paid 75% of its claims, or approxi- 
mately $126,000. 


partment at New York. As_ resident 
vice-president he succeeds W. Rae 
Dempsey, resigned. 
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Mary land Casualty 
Did Well in 1937 


ITS ~ FORTIETH YEAR 


ENTERS 





Mortgage Guarantees Being Reduced 
While Overdue Premiums Reached 
Lowest Point on Record 


premium income during 1937 
amounting to $30,103,666, an increase of 
$1,823,220 over the previous year, and 
an underwriting profit of $341,636 were 
reported this week to the stockholders by 


(:ross 


Silliman Evans chairman of the board, 
Maryland Casualty, as the company en- 
ters its fortieth anniversary year. In- 
come from investments was $999,735, 
making a total earned income of $1,- 
341,371. 

“The year has been marked by con- 
tinued satisfactory progress in liquida- 
tion of the company’s mortgage guaran- 
tees,” said Mr. Evans. “Since 1934 loans 


made by R.F.C. to the various debenture 
corporations have been reduced from 
$12,022,974 to $3,139,594, a total reduction 
about 74%. During the 
same period net exposure on guaranteed 
mortgage bonds and other miscellaneous 
items has been reduced $7,038,429.” 
Analysis of the company’s investment 


of $8,883,379 or 


portfolio discloses a decrease in holdings 
of long term corporate bonds and an 
increase in comparatively short term 
government obligations. 

The company set up an additional com- 


ponsation and liability reserve of $900,000. 
Experience has proved, said Mr. Evans, 
that these lines are particularly sensitive 
to business conditions. The company’s 
expense ratio for the year increased 
029%, which was more than accounted 
increase of $109,953 in taxes. 
Loss and expense ratio increased 
1.21%, which was more than accounted 
for by the additional $900,000 reserve set 
up on compensation and liability. The 
resultant combined ratio was 95.41%, an 
increase of 1.5% over 1936. 

In ninety-day overdue premiums Mr. 
Evans reported the company established 
the lowest ratio in its history. The 1937 


for by an 
loss 


ratio was 5.01% compared with $6.96% 
for 1936. 

Stewart McDonald, Federal housing 
administrator, was elected to fill the 
board vacancy caused by the death of 


Theodore F. Krug. 
Observance of Anniversary 
its fortieth 


The Maryland will observe 


anniversary March 1. It now has an 
army of approximately 10,000 agents, 
branch offices in most of the. principal 


during its forty years has 
than $330,000 in claims. 


cities, and 
paid out mort 


100 Ins. Legionnaires 


At G. J. Foley Services 


\merican Legion memorial services 
and a full military burial were given last 
week to the late George J. Foley, welfare 
officer of Insurance Post No. 1081 of the 
\merican Legion, New York City, who 
died suddenly after attending the Past 
Commander’s dinner to W. R. Ehrmann- 
traut, New York Casualty. The entire 
staff of the Legion’s New York County 
committee attended the memorial in full 
uniform. Officiating officer was the Rev. 
Carl Podin, the Post chaplain, and the 
Herman G. 


eulogy was delivered by 
Treiss, present commander of the post. 

“Taps” was beautifully rendered by the 
county staff bug ler. 

The following day Mr. Foley was 
buried may m the Church of St. Vincent 
Ierrer after a requiem mass was sung 
by the Rev. Father Costello, Legion 


Chaplain of New York County. Fifty 
members of the Post acted as honorary 
pall-bearers and a military guard and 
firing squad escorted the remains to 
Woodlawn Cemetery for burial. Rev. 
Podin again officiated at the grave after 
which the firing squad fired three vol- 
levys and “taps” was blown as the casket 
was lowered into the grave. 


One of the most active members of 
Post 1081, Mr. Foley’s passing is a dis- 
tinct loss. 


H. J. Drake Gives Ass’n 
Position on N. Y. Code 


OPPOSE COMPREHENSIVE POLICY 





Casualty Executives Organization Against 
Extension of Fire-Marine Writing 
Powers in Certain Lines 


The opposition of the Association of 
Casualty & Surety Executives has been 
expressed to Par. 20 Section 31 of the pro- 
posed New York insurance code which 
gives fire and marine companies the 
right to issue personal effects insurance 


policies and insurance of household con- 


HERVEY J. DRAKE 

tents against all loss—i.e., the household 
comprehensive policy. Hervey J. Drake, 
Association counsel, appeared before the 
legislative committee a week ago and 
submitted this and other objections, 
which will be studied by the legislators 
and New York Insurance Department. 

Counsel Drake spoke against Section 
100.1, dealing with the power of fire and 
marine companies to transact classes of 
business listed under paragraph 5, Sec- 
tion 31; their power to insure against 
“explosion” without any limitation; their 
power under sub-division d, paragraph 
5, Section 31, to insure against “short 
circuits of electrical current or static 
electricity or any other electrical dis- 
turbances.” 

The Association also asked that the 
definition of elevator insurance contained 
in paragraph 10, Section 31, be amended 
to insert the words “except against loss 
or damage by fire” so that casualty 
companies will only have the power given 
them in the present law. 

Mr. Drake also objected to paragraph 
3, Section 68, giving the superintendent 
of insurance the right to approve for 
use a combination policy insuring per- 
sonal property against loss or damage 
by fire and against other risks if such 
is “desirable in the public interest.” The 
Association does not think such combi- 
nation policies are in the public interest. 

\n amendment was proposed to para- 
graph 9, Section 31, relating to boiler 
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and machinery, whereby casualty com- 
panies would have the ‘specific right to 
make inspections of boilers which work 
they do now for municipalities whether 
or not they insure the property on which 
inspection is made. The Association also 
asked for the right (as in the present 
law) to insure against loss or damage to 
life and property from exploion of 
boilers. 


AUTOMOBILE RATES ADVANCED 





Prevalence and Trend of Accidents 
Results in Revisions in All 
Provinces of Canada 
An increase in automobile rates for 
1938 is announced by the Canadian Un- 
derwriters Association. After reviewing 
the increase in accidents which makes 
this necessary, the announcement says: 
On private passenger cars, it has been 
possible to hold fire, theft and property 
damage rates unchanged in Ontario and 
Quebec although property damage does 
suggest an upward trend. In the dis- 
tricts of Toronto, Hamilton, Windsor 
and Niagara Falls rates for public lia- 
bility are increased 10%. Deductible 
collision rates are reduced 121%4% on a 
number of types of cars on account of 
their favorable record and are unchanged 
on the rest. In cities such as Kingston, 
London and Ottawa, public liability rates 
are increased 20%. Rates for $25 and 
$50 deductible collision are increased 
12%%. In cities and towns such as 
Barrie, Cornwall, Galt and Sarnia, pub- 
lic liability rates are increased 20%. 
Rates for $50 deductible collision are 
increased 20%. In the rural districts of 
southern Ontario, public liability rates 
are increased 10%. Rates for $25 and 
$50 deductible collision are increased 20% 
In all districts of Quebec rates for 
public liability are increased 25%. Other 
rates, including collision, are unchanged. 
For commercial vehicles rates for public 
liability, collision and theft have been 

raised in some areas. 
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Maryland Casualty To 
Advance Welding Unit 


OSMIN HEADS | THAT SECTION 
Riveted Pressure Venssie of New Con- 
struction Are Passing Out Of 
Picture, Says Company 





In line with the policy of further ex- 
panding its insurance service in_ the 
welded boiler and pressure vessel field, 
the Maryland Casualty has appointed 
Basil Osmin to head that section of its 
engineering division. Mr. Osmin is a 
welding engineer of long experience. He 
has just returned from a research visit 
to Europe where he made a tour of 
leading industrial plants to gain first- 
hand knowledge of latest discoveries 
and techniques in welding processes. He 
is a member of the American Welding 


Society, the American Society for 
Metals and the American Society for 
Testing Materials. 


_ The Maryland plans to make its weld- 
ing section one of the foremost units in 
this country designed to assure by ex- 
pert inspection a high degree of safety 
in all welded boilers and pressure ves- 
sels. The need for service of this sort 
to industry has been becoming increas- 
ingly apparent during the last few years, 
until today it is deemed a necessity. 

As recently as a decade ago, most 
pressure vessels and boilers were of 
riveted construction. In recent years, 
when operating pressures rose from 350 
pounds to 1,000 pounds per square inch, 
and boilers began to be operated at 900° 
Fahrenheit, considerable shellplate thick- 
ness of metal was required. This neces- 

tated the creation of higher deegrces of 
sel in the welding process to re- 
place the riveted method of construction 
The number of welded boilers has multi- 
plied so rapidly in the last few years 
that at present riveted pressure vessels 
of new construction are practically non- 

existent. 

Tho latest techniques of inspection, all 
of wh’ch are being utilized by the Mary- 
land force, include X-ray apparatus and 
many delicate instruments esprc ially 
made for welding research. 

ACCIDENT RATE ATTACKED 

Essex County, New Jersey, department 
and institution heads are endeavoriny to 
reduce the county accident rate follow- 
ing an advance in their ert ae age 
premium. At a conference Ralph B. Par- 
sons, president T. C. Moffatt & Co, 
county compensation insurance agents, 
explained how the accident rate might 
be cut by proper safety measures. Dr. 
Paul Keller, chief medical staff Bankers 
Indemnity, which handles the county 
compensation insurance, gave his views. 
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